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The Process of Evolution in the 
Retail Lumber Field 


The following letter, received this week from an eastern dis-  djse. All three yards buy in small quantities and 
trict representative of an important western lumber distributer, try to turn their stock quickly. What is the result? 
is deemed by the editors to possess such general interest to the ‘The third yard with its modern merchandising meth- 
ods gets the most of the business; the first—the old 

| have been giving some thought to my retail deal- conservative quality yard—comes next, while the 
ers as they were as compared with how they are and, price-minded dealer with his poorer quality stock 
naturally, how they should be, in my estimation. It gets the least business. 
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trade as to warrant the prominence here given it. 
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has been interesting to catalog the individual changes If one is to generalize from these three examples, 

and note the process of business evolution in action the more successful yards are: 

in the retail lumber field. First — Those _ stock- 
\fter noting the effect (= ing quality merchandise 


of these changing times || that is known and identi- 


| 
| 
on the buying methods of | Three Retail Yards | fed. 
| 
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Iver 


the retailer I find it very Second—Those _active- 
dithcult to generalize. The ly merchandising — their 
following example will products on merit and 
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No. old-time concern operated by ex- 


erienced lumbermen who have al- 


serve to illustrate a few ways furnished their trade high-quality materials | quality rather than price 
of the evolutionary phases without merchandising them. | alone. 
roug ic > retai . Third — Those  effect- 
a | \ hic h the retail No Q-A newer line yard that handles poorer | I — ef aco ties “ . 
a% ~ aSS s ass- . . | < c « ) 
scomagggge cages ec lage Mt . quality lumber and sells strictly on || ‘US “ TA 
ing. The dealer in each || stock. 


price. 


N 3-4 new yard that handles trade- and 
O. grade-marked quality material and 
actually merchandises it although the owner-man- 
ager is not a lumberman of long experience. 


Which Yard Will Lead ? 


Looking at the problem 
of retail buying from a 
broader angle, it might be 
said in general that the 
trend is toward the pur- 
chasing of better quality 
merchandise. When I say 
quality in lumber, I do not 


case will have something 
in common with the other 
dealers, but will differ ac- 
cording to the human 
equation. 
In a city in my terri- 
tory there are three retail 
lumber vards — one, an 
old-time concern operated | mean necessarily higher 
by experienced lumber- grades, but merely the 
men who have always carried and furnished their grade best suited for the purpose for which it is in- 
trade high quality materials without merchandising tended, and one that is preferably grade- and trade- 
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them; the second, a newer line yard that handles marked. Even if the dealer is using a cheaper grade 
poorer quality lumber and sells strictly on price; and he is watching the quality of manufacture much 
the third, a new vard that handles trade- and grade- closer than he ever did before. The sizes must be 
marked quality material and actually merchandises more exact, the stock must be clean, dry, bright, 
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x it, although the owner and manager is not a lumber- straight and smoothly surfaced on all sides. Ship- ) 
( man of long experience. ments are checked more carefully and are more W 
) The first vard is loath to accept new ideas be- closely scrutinized. The retailer is forcing the manu- » 
cause it has sold lumber and building products suc-  facturer to give him a better, more salable product— % 
cessfully for years. The second dealer says he can’ one that he can stand back of and guarantee to his «\ 
\ not afford to buy quality stock because people think _ trade. YT] 
\ only in terms of price. The third yard is quick to The retail dealer is asking the wholesaler or manu- Mi 
adopt and push new ideas and materials, regardless facturer for sales helps in the way of advertising SS 
of the small excess cost of the more modern merchan- material which will aid him [Turn to page 33] ¥ 
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A Comprehensive Service 
To the Forest Industries 








Forest Engineering. 

Timber Estimating. 

Timber Appraising. 

Forest Mapping. 

Aerial Forest Surveying. 

Timber Financing. 

Management of Lumbering Operations. 
Management of Timberland Estates. 
Purchase or Sale of Timberlands. 
Explorations and Timber Prospecting. 
Consulting Work. 


Send for Illustrated Booklet describing 
nature of our services. 


James D. LA * E Ye Co. 


and subsidiaries 
Established 1880 


CHICAGO NEW YORK SEATTLE NEW ORLEANS 
JACKSONVILLE MEMPHIS VANCOUVER 
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20 Fine Hotels 


in Washington, Idaho and British Columbia 
under one reliable, efficient management 
assure you the most delightful of trips. 


FINEST ACCOMMODATIONS 
LOW RATES “WESTERN” SERVICE 


SEATTLE MOUNT VERNON 
NEW WASHINGTON HOTEL PRESIDENT 
BENJAMIN FRANKLIN 


HOTEL ROOSEVELT WALLA WALLA 


HOTEL WALDORF MARCUS WHITMAN 


I. CAMBRIDGE APT. HOTEL CENTRALIA 
Ay HOTEL EDMUND MEANY HOTEL LEWIS-CLARK 
i ning Fat 9) 
ABERDEEN 
BELLINGHAM HOTEL MORCK 
HOTEL BELLINGHAM 
HOTEL LEOPOLD OLYMPIA 
HOTEL HENRY HOTEL GOVERNOR 
HOTEL OLYMPIAN 
WENATCHEE 
HOTEL COLUMBIA EVERETT 


HOTEL CASCADIAN HOTEL MONTE CRISTO 


VANCOUVER, 
8.c 


& HOTEL GEORGIA 
Hore. Boise (xs ALTE Affiieted) | ij 


THE EMBLEM QF A SUPERIOR HOTEL SERVICE 






































LOCKeTITE 


DouglasFirPLYWOOD #@y NOW 


WALL Dubt prooy 


BOARD 







The Lumber Item 
for 
Profitable 
Distribution 
Thru 
Lumber Dealers 


Get behind LOCK-TITE Wall Board for your customers’ 
satisfaction and your profit. Unequalled quality. 





¥,-inch Uniform Thickness—3 Ply, Sanded 2 Sides 
SIZES: Widths, 32 and 48 inches—Lengths, 5, 6, 7 and 8 feet 


WRITE for Sample and Details as to how we can place 
LOCK-TITE Wall Board in your hands in any quantity 


OREGON -WASHINGTON 


Plywood Company 
General Offices—1549 Dock St., TACOMA, WASH. 


4 Branch Sales Offices > 
CHICAGO NEW YORK CITY LOS ANGELES 
Daily News Bldg. 230 Park Ave., Rm. 1516 318 W. 9th Street 
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' it alge: 
Leading firms in the Lumber tl ties 
Industry find in Metropolitan te ee 
District important contacts with ara. 






industrial and business groups. 
Here, also, are located the of- 
fices of the major transportation 
lines. 


... Metropolitan Dis- 
trict at the heart of 





Seattle's business is the 
logical office center for 
the Lumber Industry. 





Metropolitan ~~“. 


Building Company | 
1201 Fourth Avenue | 
SEATTLE | 
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Need for Education on Sound 
Building Values 


NE OF THE understandable but 
OC) not the less unfortunate by- 

products of these unsettled times 
is a tendency to lose sight of solid 
values in house building. 

With money hard to come by, the 
average has become en- 
grossed with price and has rather lost 
sight of the values which price is sup- 
posed to represent. Merchants are not 
wholly without fault in this new buy- 
ing education; for after they have lis- 
tened to this preoccupation with dollars 
and cents, and after they have seen 
customers drift away to competitors to 
buy low-grade merchandise, they 
would be more than human if in their 
anxiety to turn some stock they did 
not fall in line with cheap goods of 
their own. No one censures a buyer 
if he gets an article at the least possi- 
ble cost, provided the article is what 
he wants and will properly serve his 
purposes. 


customer 


But in the business of getting a 
house there are numerous factors which 
the average person does not seem to un- 
derstand. His knowledge is limited. 
Lumber to him is lumber; and a house 
frame is just a house frame. Ask him 
how a house should be framed, and he 
stares at you in amazement. Ask him 
the proper size and grade of joists and 
the correct spacing on center, and he 
has not the remotest idea. Ask him 
about bridging, and he thinks it is 
something that goes over rivers. It 
does not once occur to him that this 
ignorance, plus his almost pathological 
determination to spend the least pos- 
sible money, give to the unscrupulous 
a chance to build him a house at low 
cost that, measured in terms of con- 
tinuing service, is terribly expensive. 
A saving of 10 percent on materials, 
gotten at the expense of internal weak- 
ness, may easily mean a 50 percent de- 
preciation in resale value within ten 
years. 

The house-construction field has suf- 
fered two serious blows in the matter 
of continuing values within a dozen 
years. After the war, with a great 
shortage to be made up, speculative 
builders put on the great campaign of 
shotgun construction. The time of re- 
construction of business in 1930 and 
1931 has produced this single-minded 
idea of low price at any cost. One 
does not like to think how many 


thousands of houses are rapidly pull- 
ing to pieces as a result. One wonders 
also how much more the reputation of 
modern building can suffer without 
causing a hard reaction against our 
industry. The public is largely re- 
sponsible, of course; but when has the 
public ever acknowledged such faults 
as its own? It takes no gift of 
prophecy to foresee that our friends, 
the catalog men, will take advantage 
of this situation. They have pretty 
well abandoned their old policy of 
cheap prices, at least in our field. 
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They are establishing sales centers all 
over the country. How long unt 
they are exploiting in their advertising 
the uncertain quality of dealer-fyy. 
nished houses and are offering stand. 
ard construction and inspection and 
supervisory service? 

Dealing with this public passion for 
low prices at the cost of poor and 
skimped materials will be hard. Buy 
so far as one can see it must be done 
locally by dealers and contractors, 
Standard materials, standard grades 
and standard building practices must 
be driven home by educational cam- 
paigns. It appears to be the most im- 
portant policy, looking toward the fu- 
ture, that is offered to local lumber- 
men. 


Lumber Producers Plan to Aid 
Their Employees 


EVER before, it is truly said, has 
N the social sense of industry been 
so stirred by the plight of the 
unemployed. One evidence of it is 
the Swope plan, now being widely dis- 
cussed. In the lumber industry, the 
nature of the producing units and 
their location frequently make such 
comprehensive plans inapplicable, but 
lumbermen are bending their best ef- 
forts, in one way and another, to tide 
their employees over the present per- 
iod of depression. At Oconto, Wis., 
the Oconto Co., and at Laurel, Miss., 
the Gilchrist-Fordney Lumber Co., 
made loans to their employees during 
the winter of 1930-1931, the stories of 
the relief plans of these two companies 
having been told in the AMERICAN LuM- 
BERMAN of Sept. 12, pages 28 and 29. 
Wisconsin lumbermen have _ just 
agreed to a State-wide plan which has 
for its primary aim the relief of their 
mill employees from the demoraliza- 
tion resulting from continued unem- 
ployment. Detailed facts appear on 
page 42 of this issue. This plan is 
soundly based on the prevailing con- 
ditions within the lumber industry. It 
not contemplate any “made 
work,” which in lumber manufactur- 
ing would be equivalent to production 
of a surplus, and which in the end 
might easily be detrimental to the in- 
terests of both manufacturer and em- 
ployee. It aims merely to distribute 
the work that, in the belief of the man- 
agements of the industry itself, will 
be necessary. 


Gov. La Follette and his staff con- 


does 


sulted the lumber manufacturers in 
regard to what their probable cut 
would be during the winter, as dictated 
by the needs of individual companies. 
The probable total footage of produc- 
tion during the winter was totaled up, 
and it was found to amount to 28 
percent of the average production for 
the three years, 1927, 1928 and 1929. 
The lumbermen were then asked to 
agree to distribute equitably among 
the different sawmill communities the 
employment involved. They have 
agreed to this proposition, and each 
will limit its cut to 28 percent of the 
3-year average, so that every sawmill 
community will have at least 28 per- 
cent as much employment as during 
that period. The plan, however, is 
flexible, and it will be applied, and 
where necessary modified, by a joint 
committee of the State government 
and of the lumber manufacturing in- 
dustry of Wisconsin. 

A similar plan is evidently in the 
formative stage at Tacoma, Wash., and 
gives further evidence, if it were 
needed, that lumbermen are willing to 
do the best possible for their men 
under present abnormal business con- 
ditions. The Tacoma plan will prob- 
ably differ in detail, the mills there 
“rearranging their shifts, so that more 
men will be employed without increas- 
ing the output,” the purpose being to 
provide, instead of full time for a few, 
part time employment and some in- 


come for as many employees as pos- 
sible. 
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The Place of Quality in Modern 
Lumber Merchandising 


HICH is the most important 
contributing factor toward the 
success of a retail lumber busi- 

ness—personality, price, or the quality 
of the materials handled? Of course, 
these factors, or at least two of them, 
are not mutually exclusive. That is, 
the personal characteristics of the 
owner or the manager of a retail busi- 
ness may have little or no direct bear- 
ing upon the quality of the lumber or 
other materials handled. 

Probably there have been, in the 
evolution of the retail lumber business, 
periods in which the personalities and 
the price policy identified with a re- 
tail yard were, to a larger degree than 


now, the magnets which attracted 
trade; although admittedly with a 


large section of the buying public the 
price element is still dominant. 


But speaking in general terms, and 
with due allowance for the exceptions 
that must be made, the proposition 
may safely be advanced that both per- 
sonality and price, as the determining 
factors in the success of a retail lum- 
ber business, belong to the past—and, 
to a degree, to the present; but that 
in the future, the quality of the prod- 
ucts handled will be the all-important 
element. 

A factor which has contributed to 
this result is that during the last few 
years lumber, in a sense, has been 
brought out into the light. By that is 
meant simply that whereas lumber 
once was merely stored and sold on 
demand, it now is displayed, adver- 
tised and merchandised. Grade- and 
trade-marking, as well as packaging 
of lumber, are developments that point 
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to the growing conception of quality 
as the keystone of the modern mer- 
chandising policy. 

And by quality is not meant that 
the customer should be urged to buy 
the top grades for every purpose, but 
that he should in every case be sold 
lumber of the kind and grade best 
suited to his particular need—lumber 
that will give service and satisfaction 
in the place and for the use for which 
it is intended. 

While every grade of lumber manu- 
factured is suited to some use, and is 
serviceable in its place, the indiscrimi- 
nate offering of low-grade material at 
a “cheap price” for purposes for which 
only high-grade lumber should be 
used, can lead only to eventual dis- 
aster for the dealer following such pol- 
icy, as well as injury to the entire in- 
dustry. 

In view of the trends noted, it is 
believed that the retailer who pins his 
faith to quality, as that term has been 
defined, and who insists on a fair profit 
at all times, will be building his busi- 
ness upon a sound foundation. 





Tells of Convict Labor in Russian 
Lumber Camps 


New York, Oct. 6.—Simultaneously with an 
announcement by the Soviet Union through its 
Economic Review that the second Saratov lum- 
ber mill, one of the 518 plants to be built this 
year in the U. S. S. R., had been completed at 
a cost of nearly $4,000,000, the New York 
Times has published special correspondence 
from Vienna revealing new details of the Soviet 
convict labor lumber camps. The information 
was received from Wilhelm Melchert, a young 
German engineer, who was confined to a camp 
near Archangel for two years for crimes com- 
mitted while serving as a member of the Rus- 
sian secret service. 

In the summer of 1930 he was sent to a great 
concentration camp near Archangel, which 
contained 35,000 prisoners from all over Russia, 
all of whom were engaged in the task of bark- 
ing and cutting timber into mine props. Most 
of these men and women were convicted pris- 
oners working out their sentences, although a 
few, Melchert says, were like himself, in that 
they had never received a trial. 

The prisoners received no pay, but each male 
prisoner was forced to cut six cubic meters of 
wood a day, and each woman, of whom there 
were from 7,000 to 8,000, had to cut four meters 
of wood before they could receive dinner. 

In 1930, Melchert told the correspondent, he 
began to hear reports that America had refused 
to allow Russian wood to be imported, because 
of the fact that the produce of convict labor 
is barred from this country, and word came to 
the camp that an American or British commis- 
sion was going to inspect the place. 

“Meetings were later held,” according to Mel- 
chert, “and the question was discussed whether 
compulsory labor existed in Russia or not. We 
were told that we were sent to this camp, not 
to perform compulsory work, but to give us a 
chance to better ourselves, and, incidentally, to 
help Russia carry out the Five-Year Plan—the 
duty of every Russian, whether free man or 
prisoner, 

“Some prisoners who pointed out timidly that 
any one who did not cut his six cubic meters 
ot wood got nothing to eat when he returned 
to camp were promptly branded as counter- 


revolutionists, locked up, and next day removed 
—whither I do not know.” 

The camp was broken up before the Ameri- 
can commission arrived, and the prisoners trans- 
ferred. Melchert was put on a railroad, taken 
to a town called Pinjug, and in company with 
400 or 500 other prisoners sent to a small camp. 
Here, because of his engineering experience, he 





[Sales-o-gram No. 78] 


COLD FEET 


Never let the trail, or your feet, get cold. 
The salesman who receives a tip concerning 
a possible contract and does not follow 
promptly—or who drops the trail because 
it looks long and not extra promising, is 
not first-rate sales timber. The merchant 
who starts a sales plan and forgets it or 
does not see to it that there is proper 
"follow through,” has wasted the time, 
money and effort required to start it. More 
can be accomplished in the heat of first 
enthusiasm than later. 





was put in charge of technical work, and made 
responsible for the felling of 50,000 cubic centi- 
meters of wood a month. He says: “I thought 
at the time that the timber we cut was wanted 
for railroad construction, but when I was told 
to stamp it for export I knew better.” 

Later Melchert was transferred to railroad 
construction work, still without pay or the 
privilege of quitting. He says that this work 
was so difficult for his laborers that many of 
them poured water into their boots in order to 
freeze off their toes and render themselves unfit 
for further work. While working on the rail- 
road he made his escape, got to Leningrad and 

- threw himself on the mercy of the German 
consul, who had him deported to Germany. 

He believes that railway construction has now 
been halted and that his former gang is engaged 
in cotton raising in another part of Russia. 


Conference Lines Cut Gulf- 
United Kingdom Rates 


New Orveans, La., Oct. 5.—A reduction in 
the ocean rate on hardwood to London, Liver- 
pool and Manchester has been announced by 
the Gulf-United Kingdom steamship confer- 
ence, applicable from Oct. 1 to Dec. 31. The 
reduction is to 25 cents a hundred pounds on 
heavy hardwoods and 35 cents on light hard- 
woods, to exporters under exclusive shipping 
contracts, and 35 and 45 cents, respectively, 
for those not giving all their business to the 
steamship lines that are members of the con- 
ference. Rate on flooring, not parquet, is 30 
cents a hundred pounds for contract and 40 
cents for non-contract exporters. 

The American Pitch Pine Export Co., which 
recently brought injunction proceedings in Fed- 
eral court against the conference members to 
prevent the imposition of higher non-contract 
rates and the manipulation of rates to under- 
quote charter ships, is reported as having a 
steamship sailing under charter from the Gulf 
which will be hit by the reduction in ocean 
charges by the regular lines. 

The rate on hardwoods to Pacific coast sea- 
board of 35 cents has been extended to Dec. 31. 

Complaint of the Hardwood Export Co., the 
Higgins Lumber & Export Co., T. Hofman 
Olsen, C. Schaefer, M. P. Smith, and the 
Southern Woods Co. against prevailing log ex- 
port rates via New Orleans, Gulfport and Mo- 
bile, was accorded a hearing by an examiner 
of the Interstate Commerce Commission here 
today. The complainants attacked the rates as 
discriminatory. 





Los Angeles Arrivals 


[Special telegram to AMERICAN LUMBERMAN] 
Los ANGELES, CALIF., 


Oct. 8—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 7,058,000 feet, there 


having been nine cargoes of fir with 6,598,000 
feet and one of redwood, with 460,000 feet. Ar- 
rivals the preceding week amounted to 10,457,- 
000 feet, consisting of eleven of fir and one 
of redwood. Unsold lumber on the harbor 
totaled 5,972,000 feet, compared with 6,397,000 
feet the preceding week. Sixty-two vessels are 
reported laid up and one operating offshore. 
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QUERY AND COMMENT 


Delay in Cutting Walnut Trees 


I sold a party some walnut timber. At 
the time of sale he said he would get it out 
in about three weeks’ time, and start at it 


in three or four weeks’ time. From his talk 
I thought he was a real man, and drew up 


no contract. He paid for the walnut, but 
that is all. He is not cutting it and will 
not reply to my letters. How long can he 


hold the 
to clear 


timber with 
the land.— 


his inaction? 
-~INQUIRY No. 2,705. 


I want 


[This inquiry is made by an Illinois lum- 
berman. Under the provisions of the Statute of 
Frauds, in Illinois, as in most other states, a 
contract tor the sale of standing trees must be 
in writing. In a Wisconsin case where a party 
attempted to buy timber on certain land by oral 
contract, accompanied by a payment of part of 
the purchase money and an agreement to pay 
the balance at a future time, the Wisconsin su- 
preme court (Bruley vs. Garvin, 81 Northwest- 
ern Reporter, 1,038) held the contract void be- 
cause it was a contract for the sale of an inter- 
est in real estate, which the statute requires to 
be in writing. At the same time the court held 
that the contract was effective as an oral license 
to cut timber, which was good until revoked. 

The supreme judicial court of Maine held in 
Emerson vs. Shores (49 Atlantic Reporter 
1051) that it has become settled law under the 
decisions of that court and by the great weight 
of authority elsewhere, that oral or simple con- 
tracts for the sale of growing wood or timber, 
to be cut and removed from the land by the pur- 
chasers, are not to be construed as intended by 
the parties to convey any interest in the land, 
but as executory contracts, or those to be per- 
formed in the future, for the sale of the timber 
after it shall have been severed from the soil 
and converted into chattel property, together 
with a license to enter upon the land for the 
purpose of removing it. Hence on oral agree- 
ment for such a purpose is not regarded as 
within the statute of frauds. 

It is an elementary principle of law that trees 
are a part of the realty while standing, but 
after being cut are personalty. The distinction 
is important because of the differences in the 
law applicable to the different kinds of prop- 
erty. 

In the absence of a valid contract stipulating 
the time within which the trees were to be re- 
moved, a court, if the case were brought to 
trial, would likely hold that a reasonable time 
would be allowed, the length of time being de- 
termined in view of all the surrounding facts 
and circumstances.—EDpITOoR. | 


Figuring Board and Surface Measure 


Is there any book or publication showing the 
difference between board measure and surface 
measure and showing how to figure each? If 
there is such a publication I should like to 
know what it is, what it costs and where it 
may be obtained.—INQuIRY No. 2702. 

[The foregoing inquiry was made by 
nois lumberman. The question in its various 
aspects has been raised many times. Board 
measure is based on the board foot, which is a 
piece of lumber 12 inches by 12 inches by one 
inch thick. Surface measure takes no account 
of thickness and is merely an area measured in 
square feet, square inches, square yards etc., a 
square foot being an area 12 inches by 12 
inches. Confusion between the surface foot and 
the square foot arises, probably, from the fact 
that in lumber one inch thick and thinner the 
board foot coincides with the square foot, nom- 
inally. The two do not coincide exactly because 
in practice a 12-inch board is not 12 inches 
wide, nor is a 1-inch board one inch thick, as 
every lumberman knows. 

There are several books that contain tables 
showing the board feet contents of pieces of 
lumber of various sizes. The one most com- 


an Iili- 


monly used by lumbermen handling the com- 
moner sizes of yard lumber is the “Lumberman’s 
Actuary.” For the board feet contents of lum- 
ber of a multitude of sizes, the “Official Feetage 
Estimator” serves, and for similar tables an- 
other book is the “Buyer and Seller.” These 
books and many others of interest and helpful 
to lumbermen are listed and described in a 
catalog which will be sent on request. 

It has been thought that this inquirer may be 
interested in an explanation of a method of 
arriving at the value surface measure basis on 
lumber on a board measure price. This ex- 
planation was supplied to this department by a 
Pennsylvania lumberman as follows: 

We sell considerable of this stock and, in- 
asmuch as it is almost always used for boxing 
and crating, the question of improvement or 
fall in grade on account of resawing is not 
very material. 

Our method on 5/4- and 6/4-inch dressed 
and resawn we will outline as follows: 

Assuming a board measure value on 6/4-inch 
of $30 a thousand, we add one-quarter to 
cover 250 feet excess quantity, or $7.50; mak- 
ing a total of $37.50. 

Resawing the above in center gives us 2,000 
feet surface measure, which divided by 2 
makes a surface measure price of $18.75. 

To arrive at value or price of 6/4-inch same 
method is used, except 50 percent is added as 


follows: Price board measure, $30 a thou- 
sand feet; add $15, making value of 1,500 
feet, $45. Resawing gives us 2,000 feet sur- 


face measure at a value of $22.50 a thousand 
feet. 

The above is merely a method used where 
purchaser wishes a cost price on a surface 
measure basis after resawing. To arrive at 
the surface measure quantity in feet, we use 
the following method: 

Suppose we have 20,000 feet board measure 


of 5/4-inch lumber, we deduct 4,009 fee 
leaving 16,000 feet. This multiplied by 2 Bives 
us 32,000 feet surface measure as the Prodye 
of 20,000 feet for 5/4-inch resawn in 


Center 
For 6/4-inch take 20,000 feet, less 1/3, eg 
ing 13,333 feet. Multiplying by 2 gives ts 


26,667 feet as the surface measure product » 
20,000 feet, 6/4-inch resawn in center. " 


Readers who may have additional inform, — 
tion and suggestions on this subject are jp, 
vited to send them in. The name of the i, 
quirer will be furnished on request.—Eprn,) 


Wood Flour Made from Chestnyj 


A customer here has asked us to locate, 
source of supply of wood flour made froy 
chestnut. We understand that a local chen. 
cal concern has been furnishing him with, 
small amount of it but at a cost that 
prohibitive. 

Our people manufacture various “cemen 
products” and this wood flour is used in ¢er. 
tain mixtures. If they can buy it at wha 
they consider a reasonable price they won 


be in the market for it in considerable quap. f 


tities. 

If you can give us any information as tp 
the names of manufacturers of wood flour jt 
will be greatly appreciated.—INQUIRY Np 
2,706. 

[This request comes from Pennsylvania. The 
inquirer has been given the names of manufa. 
turers of wood flour, though information as to 
the kind of wood used is not available. It 
assumed that flour can be made from chestnut 
if desired. In fact it is understood that wood 
flour is commonly made of the specific grades, 
colors and qualities required by the users. The 
name of the inquirer will be given on request— 
Epitor. | 
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The employees of Whitney & 
Batcheldor’s mill, Saginaw, 


Mich., volunteered a _  day’s 
work each for the benefit of 
the sufferers by the fire 
scourge. 

— 7 


The planing mills of Coch- 
ran, Ga., are crowded with or- 
ders, while Macon, Ga., has 
four sash and blind factories 
in full operation. 

+. _ - 


At a recent meeting of the 
Cincinnati Lumbermen’s Asso- 
ciation the following resolution 
was adopted: “That we, the re- 
tail lumber dealers of Cincin- 
nati, do hereby declare that we 
will not buy of manufacturers 
or wholesale dealers who sell 
to consumers and that we de- 
fine as such all who erect 
buildings by contract or other- 
wise, and all who consume lum- 
ber for purposes other than the 
manufacturing of doors, sash, 
blind, planing mill work, and 
boxes, for sale as such; that 
for the better protection of the 
interests of the association a 
‘black-list’ be created and upon 
which list the names and loca- 
tion shall be placed by the sec- 
retary of all who are indebted 
to any member of the associ- 





ation for more than _ three| 
months upon current account,| 
and all members of this asso- 
ciation are required to re- 
port to the association, at its) 
ext weekly meeting, the names) 
and locations of such; and no 
member of this association 
shall be allowed to sell to such 
person until the reported debt 
is paid and his credit restored; 
a copy of the black list to be 
furnished by the secretary to 
each member of the associa-| 
tion.” 





The Northwestern Lumber- 
men’s Association was recently} 
formed by several of the lum- 
bermen of Wisconsin and Min- 
nesota with the following 
named gentlemen as officers: 
President, E. S. Brown, Still- 
water, Minn.; vice president, 
C. N. Nelson, Stillwater; sec-| 
retary-treasurer pro tem, 
George S. Davis, Eau Claire, 
Wis. The directors are: J. A. 
Lovejoy, L. A. Day, G. A. 
Camp, Minneapolis; J. B. 
Gribben, St. Paul; W. D. Hale, 
Anoke; E. S. Brown, C. E. 
Nelson, Stillwater; G. S. Davis, 
Eau Claire; E. D. Carter, 
Humbird; N. C. Foster, Fair- 
child; W. B. Bourne, Barro- 





_ orders and Maine is shipping 


nett; J. K. Mansfield, T. 3. 
Stone, Cumberland. 


* * # 


Ten thousand logs were ex 
pected to reach Augusta, Me, 
the middle of the week, being 
the last of the Kennebec River 
drive for this season. It is 
estimated that 600,000 logs, or 
enough for 140,000,000 feet of 
lumber, have been driven down 
the river this season. Mills are 
unable to keep pace with their 


an enormous amount of lumber 
to other states. The dealers say 
that this is a season of unpre 
cedented activity in building 
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enterprises in the great cities. 


The trouble from low wate! 
still continues on the uppe 
Ottawa. In the rapids of the 
Chats there are said to be 300; 
000 logs. Many mills have beet 
obliged to shut down and for 
thirty years there have not beet 
so many idle. The recent rains 
have been too slight to give tf 
lief. It is thought that the 
effect of the shortage of logs 
will reduce the supply of lum 
ber so that prices will be at 
vanced. 
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LUMBER MARKET REVIEW 


Southern Pine Unfilled Order Files Continue Decline 
Buying Is for Immediate Needs 


Southern pine bookings in the week ended Oct. 3 were 
17 percent above the production, but shipments were 11 per- 


‘cent above the orders, so that there has been a further 


shrinkage in files of unfilled orders. While mill stocks are 
not large, shipments to date this year having exceeded out- 
put by 13 percent, many producers are attempting to reduce 
them before winter. Such attempts, in the face of present 
slow demand, usually mean lower prices. Southern require- 
ments can normally be depended on to result in a good fall 
demand, but the cotton States are able to buy very little 
this year. Northern demand is slow; most of the few orders 
being placed are for bad mixtures for quick shipment, and 
low prices do not induce buying beyond immediate needs. 


Carolina Pine Stocks Are Low and Prices Keep Steady; 
Georgia Roofers a Little Stiffer 


Bookings of North Carolina pine mills in the first 38 
weeks of this year made a better showing, relative to 1930, 
than did those of any other producing group, and the 1930 
in relation to the 1929 had been about average. In the 
week ended Sept. 26, 40 identical mills reported bookings 
fully equal to those of 1930. Prices are low and unsatis- 
factory, largely because of the competition of many small 
Carolina and Southeast mills, but seem to be well stabilized. 
Changes reported in the week ended Oct. 3 were of only 
afew cents, but most of them were upward. As shipments 
during the first 38 weeks of the year exceeded production 
by 21 percent, mill stocks are low, and items that have 
become scarce are very firmly held, these being largely in 
the better grades. There has been a fair yard demand for 
flooring, but kiln dried roofers are slow. City demand 
in the East is poor, but some items of uppers have been 
moving rather better in the South. 


Georgia roofer manufacturers report a slight improve- 
ment in Southeast sales, but the movement to the northern 
and eastern markets is small. Because of long continued 
curtailment in production, mill stocks are low, so the mills 
are holding steadily to their lists, and have been trying to 
put small advances into effect. 


West Coast Mills Make Further Reduction in Output; 
Competition Is Very Keen 


Heavy curtailment of production is shown by West Coast 
reports for the week ended Oct. 3. The cut was about 10 
percent less than that of the preceding week, and amounted 
to only 31% percent of capacity. While orders made a 
good showing in comparison with the production, which 
they exceeded by 12% percent, they were in turn greatly 
exceeded by shipments, so that a decline in files of unfilled 
orders has been accompanied by a reduction in mill stocks. 

Rail business was maintained at practically the same 
volume as during the preceding week, but apparently it 
was kept at that level by price concessions, business from 
either industrial users or retail yards being hard to secure. 
Sales reports for the period ended Oct. 5 show that flooring 
average was off 62 cents; drop siding, off 55 cents, and 
No. 1 boards, off 30 cents, but average of No. 1, 2x4-inch 
dimension remained at the preceding week’s level. There 
is discussion of the possibility of competition from Brit- 
ish Columbia mills because of the low exchange value 
of the Canadian dollar. 

The domestic cargo total was considerably less than that 
of the last few weeks. Eastern building demand is 


Lumber Statistics Appear on Pages 40 and 41; Market Prices and Reports on Pages 58 to 61 


small, but public projects are taking some heavy material. 

here seems to be a lack of confidence that the steamship 
lines will be able to maintain the $10 rate, but it is held 
steady despite the fact that not all space is taken up. Com- 
petition for business in this market is said to be extremely 
keen, to the hurt of prices. California shipments have 
been restricted and unsold stocks were reduced last week. 
Demand in California is poor. 


Export trade made a better showing than in the preced- 
ing week. Most of the orders appear to be coming from the 
Orient, for trading is becoming difficult with countries 
whose currencies have declined in relation to the dollar. 


Hardwood Shipments Are Running Ahead of Bookings; 
Export Situation Confusing 


The foreign exchange situation is creating difficulties for 
hardwood exporters, in that the two best foreign markets 
are seriously affected. British users find American prices 
a good deal higher, as expressed in the depreciated British 
currency, while some exporters to that market consider 
the ocean rate situation unsatisfactory and are making 
efforts to ship at lower figures. Canadian importers are 
frequently asked to pay an addition of 15 percent on in- 
voices, or remit in American exchange. 


Purchases of practically all domestic consumers are 
small. Some automobile body plants are more active but 
have so far been depending on their stocks or on old con- 
tracts. Buying of furniture plants is hand to mouth but 
the small volume seems to be fairly well maintained, while 
there are more orders from radio cabinet makers, especially 
for veneers. Demand from the building trades interests 
has been falling off, and flooring is slower. Very keen 
competition among the mills for the small business offering 
is resulting in some quite low prices. 

Southern orders during the week ended Oct. 3 exceeded 
the cut by 16 percent but were in turn exceeded by ship- 
ments. Northern sales weré about two and a half times the 
cut, but were also exceeded by shipments. 


Inland Empire Production Has Been Further Reduced; 
California Stocks Are Low 


Further curtailment of production is shown by Inland 
Empire reports for the week ended Oct. 3. The cut was 30 
percent of capacity, compared with 31 the preceding week, 
and 35 percent the week ended Sept. 19. Identical mills 
cut 39 percent less than in the corresponding week of last 
year, but their sales were low, and were 5/ percent less 
than last year’s. Total sales were 97 percent of the cut. 
Sales reports for the period ended Oct. 7 showed twice as 
many advances as declines in inch Idaho; the declines were 
mostly in 6-inch and in the selects, practically all com- 
mon items being stronger. In inch Ponderosa the 12-inch 
in all grades except No. 3 was stronger; in other widths, 
all C select and Nos. 1 and 3 common items were off, while 
all items of D select and No. 2 common were stronger. 
Ponderosa No. 1 shop showed a further decline, but No. 2 
shop was strong. There is said to be a fair demand for 
5/ and 6/4 shop and for frame material. In many items 
there is a shortage of 16-foot lengths. 

California pine production is no larger than its average 
for the first 37 weeks of the year, or two-thirds of that dur- 
ing the same period of 1930. Bookings during the week 
ended Oct. 3 made 88 percent of the cut, and were ex- 
ceeded by the shipments. As shipments to date this year 
were 30 percent above the cut, mill stocks are low. 





Interesting Letters From 


AMERICAN 


Live Lumbermen 


probably has never been a time in the 
er industry when men were thinking more 
their business problems than they 





‘ lay. The lumber manufacturer is facing 
the problem of how to keep the wheels turn- 
ing sufficiently to afford work for his em- 


ployees in order that they may live and at the 
same time hold his losses down to as small a 
possible The dealer also is 
problem of maintaining a 
business to at least pay overhead 
expenses and keep “out of the red.” Many 
dealers are finding in this situation an incentive 
for the development of better merchandising 
methods and in developing these methods they 
find a considerable amount of business that 
otherwise would be overlooked. [Everywhere 
the country is the problem of raising 


faced 
sufficient 


hgure as 
with th 
With ie 


volume of 


lacing 


funds with which to take care of those who 
are absolutely without means of support. The 
farmer, too, has his problems. The AMERICAN 


IL.UMBERMA? 
interesting 
country, 


receives every week a great many 

letters from all sections of the 
many of which deal with all of these 
problems Irom this week’s mail bag a few 
extracts have made which it is 
will be of interest to many readers. 


Present Market Will Be Maintained 


\ large wholesaler in one of the 
states writes 


been believed 


southern 


Down this way things continue unsatisfac 
tory There was some pickup in demand the 
last tw weeks of August and the first half 
of Septembse but during the last ten day 
demand ha dropped off again and inquiries 
seem Tewe This ij to be ¢ xpected, though, 
with the ower prices of cotton and tobacco 
Which condition naturally make the buyer 
cautious in the matter of buying Stocks ars 
low in the yards and low at the mills. More 
mills appear to be closing down Operating 
at a profit with such low prices, of course, 
is impossible The closing of the mills and 
shortage of tocks are making it difficult 
to place orde! and most orders today are 
bad mixture With continued curtailment 
and continued subnormal demand, such as we 
have been having, we bélieve there will be 
no further reduction in prices, and that the 
present market will be more or less main- 
tained during the winter months 


Filling the Community Chest 


That the milk of human kindness still runs 
warm in the breasts of the people, and that 
even in the face of adversity men and women 
have time to think and to help care for the 
less fortunate, is indicated in a letter which 
comes from the Pacific northwest. Here, where 
the lumber industry is of the greatest impor- 
tance and where it is undergoing its worst ex- 
perience, a city has been engaged in replen- 
ishing its Community Chest. A lumberman 
who has participated in this work in an inter- 


esting letter to the AMERICAN LUMBERMAN 
says 
The attitude of people toward the Com- 


munity Chest in this city is very encourag- 


ing. Unquestionably, there are fewer people 
in the city able to give as they gave last 
yeal On the other hand there is greater 


need for more giving and everyone is satis- 
fied that there will be a greater demand this 
winter than has been the case in many years. 


Under the circumstances it would look like 
a very discouraging proposition to start out 
on a Community Chest campaign. Such, how- 


ever, doe not 
people are 
Chest 


prove to be the case. 
responding to the 
quicker, easier and in 


The 
Community 
larger amounts 


than ever before. Few sales talks or argu- 
ments are needed and many people whose 
incomes have been reduced are increasing 
their contributions I think people with jobs 


realize that they should accept the responsi- 
biilty of helping those who have none. Also, 
the wealthier people are contributing in con- 
siderably increased amounts over former 
years. Employees of one department store 
their donation 250 
A grade school with 
teachers in it averaged more 
than $25 per teacher. A wealthy widow who 
gave $7,500 to the Community Chest last year 
has raised her contribution to $10,000 this 
year A former increased his 
subscription from $4,000 And so 
it has gone all along the line. With business 
conditions as they have been for the last year 
and 


increased the amount of 
percent over last year. 
twenty-three 


lumberman 
$3,000 to 


t half, this Community Chest drive shows 
a good spirit and that 
money to be had 


also shows there is 


A Word of Commendation 


Irom out in California, from an outstand- 
ing man in the lumber industry, one who has 
a broad outlook, and who has given much 
thought to present economic conditions, comes 
a word of commendation that warms the 
cockles of the heart of an editor who is ear- 
nestly striving to have the publication he rep- 
resents stand always four-square for the best 
things in life and for the best interests of the 
lumber industry. In his letter this lumberman 
says 

The AMERICAN LUMBERMAN always has been 
on the helpful side of the lumber industry. 
I know it has been appreciated, too, by the 


largest and best firms whose members are 
and have been active. These times are de- 
plorable, the whole human family seems to 
have lost its sense of balance and propor- 


tion, but it has done it 
ways returned to the 
With influences like the AMERICAN LUMBERMAN 
continuing to pull for a speedy return to 
normalcy, the day of its return will be has 
tened., 


before and has al- 
sane and simple life. 


Diversified Stocks a Help 


\ retail lumber dealer in Michigan who has 
been serving the people of his community for 
many years has found it desirable in order to 
maintain a reasonable volume to add a num- 
ber of lines not heretofore carried in his yard. 
In this connection he said: 

We have always handled the items cus- 
tomarily grouped under the head of building 
materials, such as cement, brick, 
pipe ete., and for the last 
have handled coal. 
within the last 


lime, sewer 
twenty-five years 
In addition to these lines, 
two or three years we have 


added builders’ hardware, paint, automatic 
coal stokers, roof application and general 
contracting on houses and similar work. By 


working all of these lines hard we manage 
to keep up a fairly satisfactory volume. I 
would like to see some way in which homes 
could be financed. In every case that I know 
of the cost of financing is exorbitant and 
hedged about by so many rules and require- 
ments that it doubtful whether any 
considerable percentage of those desiring to 
build can meet the requirements and will 
consent to pay the excessive financing 
charges. 








seems 


Preparing for a Hard Winter 


It is from a Michigan dealer also that a let- 
ter comes in which some phases of the unem- 
ployment situation and the attitude of some 
people who are objects of charity are discussed. 
This dealer says: 

Adding the honest and deserving, willing- 
to-work class to the improvident, lazy, shift- 
less lot that we always have with us, it is 
going to require an unusual amount of com- 
munity help this winter, and the worst of 
it is that some people after tasting this easy 
help are going to have just a little less back- 
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Maybe They Touch 
on One of Your 
Favorite Topics 


bone and pride of self 


support than they 
have had in the past. 


Our people have bee 
active in canning and preserving fruits and 
vegetables and there are now stored in the 
basement of our courthouse ready for Winter 
distribution over 1,400 quarts of 


fruit anq 
vegetables put up by the 


willing workers 


of the ladies of the community. And ¢op. 
siderably more will be put up as soon a 
the later varieties are available. There 


another receiving help 


illustration of those 


They were invited to come in and help do 
the work in this canning, and my informa. 
tion is that very few of them showed y 


and when they did it 
work was done and they were very choosy 
as to the kind of work they would do, In 
other words, the more you do for them, the 


was after most of the 


more you may and it is going to be some 
problem to separate the sheep from the 
goats. 

The other side of it is that there is 


wonderful supply of food available, that the 
sun is still shining and the fish are biting 
good. I am leaving this afternoon for fou 
or five days’ fishing with a group of men 
who have been banded together in some of 
the pleasures of life for the last quarter of 
a century or more, and if that doesn’t help 
to make life worth living, I don’t know what 


does, 


Recognize the Value of Stable Market 


A refreshing letter received from the general 
manager of a large lumber producing concern 
in the Pacific Northwest talks about market 
conditions, the price situation and then, after 
commenting on the fact that this concern sel- 
dom writes to the trade, offers this comment 

We often wonder if we are overlooking a 
real chance in writing the trade as little as 
we do, but the fact is we are relying definitely 
on personal contact to sell our lumber and or 
the AMERICAN LUMBERMAN to keep the buyer 
fully posted on all the things that we would 
say if we were writing direct. 

As to the market situation, we have heard 
several suggestions, profane and otherwise, 
as to where business has gone, and we sub- 
scribe to them all. An encouraging symptom 
right now is the fact that the intelligent buyer 
has responded to the desperate stand taken 
by some of the larger fir manufacturers, of 
attempting to put a bottom on the market 
by refusing to go below their published prices 
Many buyers who recognize the value of a 
stable market have responded and are placing 
orders at those mills at a little more than 
they would pay elsewhere. While the volume 
of shipments is comparatively small, it is en- 
couraging that a little progress has been made 
in reducing surplus. stocks. The progress 
made is not fast enough, and we can not ex- 
pect much higher values until the surplus has 
been absorbed. 





As Seen By a Real Dirt Farmer 


Not all of the interesting letters that come 
to the editorial desk are from lumbermen. 
The AMERICAN LUMBERMAN is glad to count 
among its readers some worthwhile farmers. 
Not all of the farmers, by any means, are 
complaining and crying for relief. They real- 
ize that conditions are bad, but they are doing 
the best they can under the circumstances and 
are taking interest not only in their local al- 
fairs, but in world affairs as well. This is in- 
dicated in a letter from a farmer in eastern 
Kansas, who says: 


Our corn crop is one of the best we have 
had.for a long time. It averages forty bush- 
els an acre, and we have had an abundance 
of fruit. One of my neighbors has given 
away fifty bushels of apples and still has 
one hundred bushels more on his trees. We 
have. filled all the cans we had with fruit 
and vegetables besides drying some. What 
we did not raise ourselves we exchanged with 
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There is not much money in cir- 
culation because prices are low. About the 
most use we have for banks is to cash the 
little checks we get occasionally for a load 
of hogs 0! calves, but the corn cribs are 
going to be full of corn. 

No one is going to go hungry in this coun- 
try. You can’t starve folks who have canned 
and dried fruit and vegetables from their 
gardens and who have a few chickens and 
cows and a hog or two to butcher. 

I have just read an article about Germany. 
It looks as though we might lose all of our 
German credit. If | were an authority |! 
would say to Germany: “You either make 
your payments as agreed, or we will put an 
embargo on your goods.” What they want 
is cancellation of all debts and a chance 
to place their goods on all markets of the 
world, and they have played the game so 
well they have all the other powers buf- 
faloed. If America had not gone into the 
war, the other countries would be paying 
reparation now to Germany and there would 
not be any cancellation of that. 


others. 


Liked the Ayres Economic Survey 


The owner of a lumber yard in a small town 
in Michigan who says he has been in the lum- 
ber business for thirty-five years, writes to the 
AMERICAN LUMBERMAN as follows: 

I wish to extend my appreciation of the 
publishing by you of an article on page 30 
of the AMERICAN LUMBERMAN of Sept. 19 by 
Col. Leonard P. Ayres. I don’t know of any- 
thing that explains the present. situation 
better than this survey of business activity 
since 1790. I wish this survey might be 
studied by every American citizen. 


Selling the Farmer on Credit 


From an official of the Nebraska Lumber 
Merchants’ Association comes an_ interesting 
letter commenting on the front cover page of 
the Sept. 26 issue of the AMERICAN LUMBER- 
MAN and discussing the question of extending 
credit to farmers for building materials. We 
are glad to pass this letter on to our readers 
and invite further comment on the subject: 

The Sept. 26 issue of the AMERICAN LUM- 
BERMAN, front cover, has two wonderful pho- 
tographs on it, especially the one showing 
Marion Talley, although I am not so stuck 
on the fence that appears in the background. 

However, what prompted this letter was 
the second sentence in the paragraph below 
the picture: “Why not sell some of this 
lumber on long time to responsible farmers 
to help build granaries to house this wheat?” 
The facts are that responsible farmers are 
able to buy their own granaries, and those 
who are not responsible owe their lumber 
dealer too much as it is. 

You may not know it, but a rather serious 
condition has arisen in the lumber industry 
over this question of long credits out over 
the wheat belt and general farm territory 
in the middle West. A good many yards in 
Nebraska have more money out in farm ter- 
ritory surrounding their towns than they 
have merchandise on hand. This money is, 
to a very large degree, a frozen asset, and 
one that will be subject to a considerable 
depreciation in the next year. The renter 
who has been farming and getting along now 
finds that he is not making any money, and 
is just as likely to move somewhere and try 
to get a job in a filling station as to stay 
farming. We believe the turnover of farm 
tenants is going to be rather heavy in the 
hext few months. 

The facts, it seems to me, are that the man 
who has the wheat in the top photo should 
do his gambling on his own wheat. To sell 
<0 percent of it, build storage for the rest 
of it, and gamble on his own money would 
be much more sensible than to go in debt 
With any hope that the wheat market would 
£0 to the point where his investment would 
be profitable. 

We are talking to our dealers about col- 
lecting their outstanding accounts, and be- 
ing careful of their credits, and if some of 
them do not listen to this preachment the 
banks are likely to take them over. 

In the Saturday Evening Post of Sept. 26 
IS an article on the German situation that 
rather indicates the position the farmers are 
In today. When the world conference was 
called on the financial condition of various 
countries, Germany apparently sat back and 
Said, “If you will loan us more money we 
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can pay you part of what we owe you.” That 
is just about where the farmer is today. That 
being true, we do not feel that our group 
should be extending any more credit, espe- 
cially of the long time kind. 

The fight in the lumber industry, as well 
as any‘ other today, is to reduce overhead, 
reduce investments, get our business down 
on a safe basis where we can go along and 
make a little money, even in times such as 
we have now. 

This may not agree with the views of a lot 
of people on present conditions, but we are 
of the opinion that that is the play from now 
on. 


Manufacturer and Wholesaler Tells of 
Conditions 


The manager of a manufacturing and whole- 
saling lumber business in Alabama which ca- 
ters to the railroad car material trade and 
specializes in crating stock to the industrial 
trade, writes interestingly of conditions and tells 
how his company has met the situation. He 
says: 

tailroads have practically been out of the 
market for over a year and industrial trade 





Country’s Population 
Center Is Only About 200 
Miles From Chicago 


The growing importance of the mid- 
dle West in the national economy is again 
emphasized by the report on the move- 
ment of population in the United States, 
just published by the National Geo- 
graphic Society. It shows that the center 
of population has moved to a point in 
Stockton Township, Greene County, In- 
diana, or about two hundred miles almost 
directly south of Chicago. It thus makes 
clear that Chicago is the logical center 
from which to reach this great Missis- 
sippi Valley territory, whether with such 
merchandise as building materials or 
ideas in regard to their purchase and 
utilization. It seems altogether appro- 
priate that Premier Laval of France, 
when planning his coming visit to Presi- 
dent Hoover, should insist on seeing 
“The Capital of the Middle West.” The 
physical and geographical factors that 
have made for Chicago’s greatness, and 
that insure it a dominant position in the 
nation’s commerce, have been plainly 
analyzed by Prof. Goode, of the Univer- 
sity of Chicago, a leading student of the 
influence of these factors on population 
growth and commerce. The company 
with goods to sell or a story to tell finds 
it easier to get results near the center of 
the national market place. 





has been at a low ebb for at least that 
length of time. However, we have withheld 
our lumber from the market and have not 
accepted the lowest prices offered for it. We 
have had a car here and there at prices that 
suited us. This, together with a heavy local 
demand, has enabled us to maintain our or- 
ganization and stay in production at around 
30 percent of the high of two years ago. 
Reports coming to us direct from Ohio trade 
territory, parts of West Virginia and eastern 
Kentucky are that stocks are very low every- 
where. 

While the usua] yard items, such as No. 2 
common for house building, are extremely 
low in price, on the whole there is much 
more activity in special items, so we have 
been able to make some profitable sales re- 
cently in Pennsylvania territory for long- 
leaf items. 

Summing up the situation, we are confi- 
dent that we feel a slight turn for the better 
in demand, which with the low stocks in the 
yards and curtailed production of all the 
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mills, both large and small, will quickly 
bring an increase in price. We are expect- 
ing to see the railroads back in the market 
as soon as this rate question is settled, and 
reduction in wages is in operation. The lat- 
ter is bound to come. 





Must Help the Banks to Function 


Among the lumbermen of the country are 
many deep thinkers, who, as students of busi- 
ness economics, think straight and are not apt 
to be enticed into a maze of isms and _ half- 
baked business philosophies. From one of 
these lumbermen in the middle West has come 
a letter unerringly pointing out one of the 
great needs as developed by the present busi- 
ness depression in this country and throughout 
the world. In this letter he says: 

For some months I have had a growing 
feeling that we can not hope for business 
recovery unless or until some action is taken 
to preserve our remaining banks and make 
available to them such assistance as will 
enable them to function in their respective 
communities, 

In communities where all banks have been 
wrecked, there simply must be found some 
way to re-establish banking facilities. 

As matters now stand, there are cities, 
towns and villages by the hundreds in which 
the savings and the working capital and 
credit of the entire community are frozen 
solid. 

This means that the local bankers, mer- 
chants and manufacturers, who have been 
the community builders of America, are alike 
unable to function. With local merchants 
and industry frozen tight, business is being 
simply forced into the chain stores, which 
have very little interest in the community 
except to gather in the money and send it 
on to Wall Street, where they are financed. 

We have helped Germany and England. We 
have spent millions gambling in the wheat 
and cotton pits, but it doesn’t seem to have 
occurred to anyone to help save American 
banks and American business. 


Taking Advantage of Nature's Bounty 


One of the old time retail lumber dealers 
in Missouri whose name is familiar throughout 
the lumber world remarked in a recent letter 
that the old timers are getting fewer and fewer 


each year, “which makes one feel a little 
lonely.” Speaking of business conditions he 
said : 


A few weeks ago I was in a town in Min- 
nesota, stepped into a line yard there, in- 
troduced myself to the manager, a bright 
young fellow, and asked how business was. 
He said, “Just like yours,” an answer which 
I think covers the entire country. 


This dealer, too, refers to the fact that a 
diversified stock of building material is neces- 
sary now in order to take care of demand, and 
also refers to the activity in his community in 
laying aside a store of foodstuffs for the win- 
ter. He says: 

We have had some business for concrete 
materials for building fish and lily pools. 
Women folks are taking much more interest 
in their flower gardens and beautifying their 
lawns and homes. Much more interest is 
being taken by the people generally in put- 
ting up canned vegetables, fruits and foods 
for winter use, which will materially reduce 
the outlay for family expenses and also help 
to provide food for the needy during the 
coming winter. It is noticeable, too, that 
many young men who were lured to the city 
on' account of high wages, short hours and 
plenty of entertainment now find that the 
days on which they don’t work they don’t 
eat, so they are looking back longingly to 
the old farm homes, where they eat every 
day in the year. 

But the farming community is in a chaotic 
condition, because so many farmers have be- 
come heavily involved in indebtedness and 
are securing such low prices for what they 
are producing. As you know, everybody is 
riding these days, and many of them are in 
the same condition as the Arkansas squatter 
who, when asked why he did not cover his 
house, replied that he did not need to. When 
asked what he did when it rained, he said, 
“We just go out and sit in the sedan.” I 
think that is the principal trouble with the 
country today—too many sedans. 
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A Forecast of October Lumber Demand 


The accompanying graph pre- 
sents the forecast of the National 
Lumber Manufacturers’ Associa- 
tion of October business as com- 
pared with September. Accom- 
panying it is the analysis of lum- 
ber market conditions, a summary 
of the reports to the association 
being as follows: 


September Volume Disappoints 


Correspondents reporting in 
August on lumber market condi- 
tions expected to prevail in Sep- 
tember, reasonably anticipated some 
increase in business. It did not 
materialize. On the contrary and 
without exception, September busi- 


well as by the general consuming 
public. 


Consumers’ Stocks Decline 


Retail and industrial stocks de- 
creased somewhat in September, 
the former from 5 to 10 percent, 
and the latter from 1 to 2 percent; 
although industrial consumption de- 
creased substantially. 

Industrial lumber stocks, as re- 
ported by twenty-four important 
industries, were on Jan. 1, 1931, 11 
percent below Jan. 1, 1930. On 
July 1, 1931, they were 29 percent 
below Jan. 1, 1930, indicating a 
rapid liquidation during 1931. 
Stocks in the hands of lumber man- 


ufacturers on Sept. 19 were re- 
ported to be 12% percent below 
the same date of 1930, representing 
an excess of shipments over pro- 
duction since Jan. 1, 1931, of 7% 
percent. Sash and door manufac- 
turers’ stocks did not change from 
August to September, but are ex- 
pected to decrease substantially in 
October. 

All classes of building fell off a 
little in September. 


October Forecasts Differ 


In forecasts of October business 
there is some difference. Sawmill 
representatives expect to increase 
their volume of sales to retail yards 


by 5 to 10 percent at slightly 
higher prices, and although they 
do not expect greater industrial 
consumption, they do anticipate 
slightly higher prices in industrial 
sales. Retail dealers, on the other 
hand, are looking forward to a 5 to 
10 percent reduction in October 
business at slightly decreased 
prices. These predictions are not 
inconsistent. 

Residential and industrial build- 
ing is expected to decline a bit fur- 
ther in October ; public should hold 
its own, while farm building may 
increase slightly. 

Money is still generally difficylt 





ness, at least through the third 
quarter, decreased slightly from 
August. The expected upturn was 
predicated largely upon acknowl- 
edged low stocks in the hands of 
distributors and seasonal factors 
Neither was able to stimulate Sep- 
tember sales and consumption over 
August. This failure of the market 
to catch the upturn is no discredit 
to correspondents, since their opin- 
ions were based upon normal reac- 
tions which did not occur. 

All sales to retail distributors, 
and both hardwood and softwood 
sales to industrials, decreased 
slightly in volume in September, 
and sales by retail distributors de- 
creased substantially. There was 
also some reduction in prices paid 
by distributors and industrials, as 


EXPECTED LUMBER DEMAND 


COMPARED WITH SEPTEMBER 


IN OCTOBER , 
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to get on attractive terms, although 
many financial institutions appar- 


ently have an abundant supply. 
Vacancies are still slightly above 
norinal. 


Farm Outlook Poor 


The general prospect for farm 
markets and prices is anything but 
reassuring. Farmers, who consume 
approximately 40 percent of the 
jumber cut, are doing their best to 
get along in the face of conditions 
which are difficult for all, and for 
many are very serious. Some idea 
of what these times are doing to 
farmers is conveyed in the figures 
of gross agricultural income just 
compiled for the last year (1930-31 
season). Gross income shrank 22 
percent under the previous year, 
being $9,300,000,000 as compared 
with $11,900,000,000. 
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Salt Lake Dealers Scan Publicity Campaign’s Results 


Satt Lake City, Utan, Oct. 3.—Lumber 
dealers of Salt Lake City differ regarding the 
actual results of the co-operative advertising 
campaign which they put on during the first 
four or five months of this year. 

O. D. Romney, jr., of the Romney Lumber 
Co., said that while he could not trace actual 
business to the campaign, he was convinced that 
“it has done an awful lot of good.” Mr. Rom- 
ney said: “It’s like a lot of other advertising ; 
one can’t necessarily trace actual results to it 
and yet they come. This campaign has helped 
to bring our business before the public and to 
show just what we could do for the home. It 
has shown what an important part the lumber- 
man plays in making the American home a 
good place in which to live. There have been 
a lot of small jobs in the city in the recent 
past, anyway.” 


M. O. Ashton, Sugar House Lumber & 
Hardware Co., said he was strong for the 
campaign. “There is no doubt whatever that 


it has done good,” he said. This well known 
lumberman declared that “every cent expended 
has come back ten-fold,” and thought the cam- 
paign had warded off defeat for the dealers. 
The McConaughey-Losee Lumber Co. was 
not so sure that the campaign had done any 
good. “We can trace no business to it our- 
selves,” it was stated. The company received 
eight or ten inquiries as a result of it but no 
actual business came of them. This firm did 
not condemn such advertising as fruitless, but 
simply said it apparently got nothing out of it 
and did not get enthusiastic on the subject. 
The Anderson Lumber Co.’s Salt Lake City 
branch reported that it “did not get very much 
actual business out of this campaign,” though 
it did “trace one or two orders to it.” 
James Taylor, of the Merrill Co., was pleased 
with the campaign, and is convinced that it 


was worth while. “We feel that we could 
trace quite an appreciable amount of business 
to this campaign,” he said. “It stimulated ac- 
tivity, we feel, to a substantial degree.” 

The Rio Grande Lumber Co. reported a lot 
of small cash orders, some of which might have 
been traced to the campaign. 


How Campaign Was Conducted 


The campaign used radio, newspaper space 
and a somewhat elaborate direct-mail layout 
in which return postals for inquiries were en- 
closed and space provided for the insertion of 
the name of the retail firm the inquirers pre- 
ferred to do business with. The campaign 
was ably directed by an advertising committee 
assisted by Ralph Todd, head of the Salt Lake 
Lumbermen’s Bureau, who is a former news- 
paperman. 

Some retailers estimate the price cut in for- 
est products sold here at 15 percent, retail. 
One important authority, however, said it would 
go up to more than 20 percent. There has 
been no particular change in the price of ce- 
ment. In builders’ hardware the estimated cut 
is around 10 percent. 

The building situation is quiet on the whole, 
but there has been more remodeling of old 
homes in the last year or two than ever be- 
fore. One finds good-looking remodeled homes 
in all parts of Salt Lake City, Ogden and a 
few other Utah centers. In a great many 
cases the remodeling of a home has been pretty 
thorough. During the present year, there have 
—_ more of the less expensive remodeling 
jobs. 

Two big Federal Government contracts let 
here recently have proved disappointing lo- 
cally. One was for a new veterans’ hospital 
and the other a large addition to the general 
postoffice. In each case the contract was 


awarded to an outside firm which is using 
very little local material or labor, resulting 
in vigorous protests. Labor is down in some 
lines but there has been no general “cut” by 
the union workers. It is possible, however, to get 
a good mechanic today for almost half of what 
he would have demanded a few years ago. 

The outlook for the next several months is 
that remodeling of stores will furnish a good 
share of the business obtained. There has been 
some activity in this field in Salt Lake City in 
the recent past and it looks like it will continue 
for some time. 

For the first nine months of 1931 Salt Lake 
City permits for new construction, remodeling 
and repairs totaled 772 with a total value of 
$1,718,965, as against 722 valued at $2,681,108 
for the corresponding period of last year. Sep- 
tember last year was well ahead of the same 
month this year in value, the figures being, 
last year, 80 permits valued at $251,302, as 
against 96 this September valued at only $104,- 
445. 

From the figures quoted it will be seen that 
there have been more small jobs this year and 
there is little doubt that the co-operative ad- 
vertising campaign is responsible for a goodly 
percentage of these small jobs. 





Heads Cincinnati Company 


CINCINNATI, Onto, Oct. 5.—Announcement 
was made today of the appointment of Spencer 
C. Kuhn, Cincinnati broker, as president of 
M. B. Farrin Lumber Co., succeeding Grover 
Jones. Mr. Jones has gone to Memphis; he is 
president of the Oak Flooring Manufacturers’ 
Association. Mr. Kuhn is a son-in-law of the 
late M. B. Farrin, and represents large inter- 
ests in the business. 
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They Want Homes of Their Own 


One of the chief complaints of the 
striking soft coal miners of the South- 
east is that employers are exercising 
“paternalism” : that is, are forcing 
their employees 
and their fam- 
ilies to live in 
company -owned 
houses, and to 
buy from com- 
pany-owned 
stores. It is the 
right of every 
free American to 
own his own 
home if he so de- 
sires, the miners 
claim, and they 
are willing to 
starve to get that 
privilege. 

A few years ago, before the North 
Carolina textile mills had settled their 
difficulties with their workers, inves- 
tigators sent in by various philan- 
thropic organizations were amazed to 
find the same complaint. The North 
Carolina native white workers pre- 
ferred to work for a mill where they 
were allowed to have their own little 
one or two room cabins, usually leaky 
and drafty, almost always crowded and 
uncomfortable, than for a mill in a 
nearby town, where they had to live 
in the company’s modern four and five- 
room cottages. When asked, most of 
the mill workers could not explain why 
this was so; they simply did not want 
the company to feel that it could dic- 
tate to them where they should live. 
Some of the more articulate workers 
explained that living in a company 
house meant that the family had to 
move whenever the company told 
them to; there was no chance for the 
family to take root. 

_The whole history of the coloniza- 
tion of North America is a story of 
two motives: the privilege of men to 
worship according to their own beliefs, 
and the chance to own a home. Even 
the Hessian mercenaries served in the 
British Army during the Revolution 
because they were promised homes in 
the new country after the war; they 
underwent privation, temporary sep- 
aration from their families, unpopular- 
ity and a good chance of stopping a 
Colonist’s bullet in order to gain a 
home they could call their own. 

All of which leads up to the present 
government in Russia. News from 
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that country is so often contradicted 
by news from an equally reliable 
source the next day that it is- hard to 
tell what progress, if any, is being made 
by the Stalin regime under its Five 
Year Plan; but the “Economic Re- 
view of the Soviet Union,” published 
in New York by Amtorg, the U. S. S. 
R. agent, proudly boasts each month 
of the progress that is being made in 
moving Russian families from their 
old-fashioned homes into community- 
owned and politically-run living quar- 
ters. 

It will be interesting to watch the 
outcome of this plan. This movement, 
if it becomes sufficiently general, may 
be the one thing needed to destroy 
Communism in Russia. When a man 
has spent his life building up a home, 
and improving the house that is the 
basis of it, moving to more modern 
quarters is not always considered com- 
pensation for breaking the old ties. 
History has repeatedly shown that men 
will fight, and women will starve their 
children to keep the right to own 
their own homes. 


> A > > 
| Am Your Home 


“T am your home. 

I am a bundle of bricks, or stone, 
and some wood. I can be sold or 
bought in the market for a few thou- 
sands in money. 

But I am more than these—I am— 

Thousands of years of human his- 
tory with the long struggle of man- 
kind for love and protection. 

Sacrifice and great expectations. 

Hope that endures and is patient and 
believes always that tomorrow will be 
bright. 

Dreams and visions and aspirations. 

Tears and struggle and disappoint- 
ment that rends the soul apart. 

A lull and a breathing space in the 
hot, hard struggle of life. 

Horny hands and self-discipline and 
laughter. 

They say that I am held together 
by nails and cement and mortar. 























But I am held together by 
Forgiveness that even forgets. 
Love that fails not. 

Trust and confidence that laugh at 
mistakes. 

An understanding of each other that 
goes deep and reaches far and lasts 
forever. 

I am your home.”—P. R. Haywarp. 
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An Old Home 


There’s a good deal of a thrill about 
taking an old house and making it 
over. To begin with those sturdy, fine 
old houses are something to admire 
with their superb quality and their spa- 
cious lines. They offer splendid mate- 
rials to work with. Their foundations 
are usually good and their exterior 
walls more , 
solidly built 
than most 
houses of to- 
day. 

To the dis- 
cerning taste 
the old house 
is apt to pos- 
sess a charm 
that is more 
often than not 
quite lacking 
in the built-to- 
sell house 
erected by 
the modern builder. Only when a 
home is the growth of years, either in 
the loving thought and plan of its 
prospective builders, or in the actual 
lived-in usefulness of a generation or 
two, does it acquire that “patina” of 
age, that mellow, gracious charm that 
makes up two-thirds of the real mean- 
ing of the word “home.” 

So to one who loves the old house 
and sees its beauty as well as its de- 
fects, there is a joy in transforming 
it into a home, filled with life and fun 
and sorrow and joy. 
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THE SECURITY of a country depends in 
a large measure upon the number of 
homes owned by the dwellers therein. 
Family ties grow strongest in the house, 
however modest, which the family calls 
its home. Love of home is at the root 
of love of country. Increase the num- 
ber of home owners and you increase 
the number of patriots of any land. We 
shall measure our progress during the 
years that lie ahead by the increase in 
the number of homes our people own. 
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A City That Does a World of Building 


Oklahoma City Is Still Underbuilt—Politics and Financing—Evils of 
Over-Appraisal—Squaring Agriculture With Manufacturing Price Levels 


Oklahoma City, at the time 
this department stopped there, 
was trundling along with about 
the briskest building program 
of the country. Not that every- 
thing was jake, according to lo- 
cal stories; but after the pre- 
liminary verbal kicks about con- 
ditions and why we have any, 
the lumbermen usually volun- 
teered the information that after 
looking over some other places 
they liked the big town well 
enough. The State is only about 
25 years old, as a State, and 
Oklahoma City numbers some 
200,000 people. So it’s done a 
pretty fast job of growing into 
a city. An amazing amount of 
big building is in progress; four 
buildings each 30 stories or more 


in height, and a lot of others 
not quite so lofty but bulking 
into plenty of office and store 
room. Several dealers said that 
the city was doubtless under- 
built. A survey made by some 
local board disclosed that while 
there were vacancies in apart- 
ments, detached houses showed 
less than two percent of non- 
occupancy. Most of these were 
houses so little desirable that 


they could hardly be rented un- 
der any conditions. A pretty 
fair volume of cottage work was 
in progress; about 160 houses 
the first three months of the 
year. This isn’t up to Oklahoma 
City standards of past perform- 
ance, but at that it’s a good deal 
better than a poke in the eye 
with a sharp stick. 


4 Call for Adequate Loans 


The chief trouble at the 
ment is one of suitable loans. 
This story we heard over and 
over. Two factors seem to have 
added up into this scarcity, and 
both of them have to do with 
the building and loan associa- 


mo- 


tions. The city has been for- 
tunate in the past in having 
powerful associations, and they 
were a big factor in building 
the city up to city size. In the 
first place, according to several 
casual stories which we heard, 
the associations had lots of 
money to place and were a lit- 
tle over generous in the amount 
loaned. The percentage in re- 
lation to value was maintained 
at a conservative level, but ap- 
praisals were likely to be high. 
Lots were put in at a figure they 
might be worth some time if 
the city continued to spread out 
over the plains, and house val- 


quarter of a than it 
could well digest. Its present 
governor, one “Alfalfa _ Bill” 
Murray, seems to be a pictur- 
esque character. Oklahoma peo- 
ple are not neutral about him. 
They rate him an angel of wis- 
dom and correction, or they give 
him an address at the other 
end of the street. The Realm 
expresses no political opinions, 
since it has native troubles 
enough without poking in that 
cauldron. But it happens that 
some of the governor’s policies, 
for good or for ill, press rather 
closely upon our business. One 


century 


of his ideas was to haul intangi- 





North side yard of the Long-Bell Lumber Sales Corporation in Okla 
homa City, Okla., which is a large plant with a wholesale and sash, door 
and millwork department 


ues were appraised the same 
way. So it wasn’t unusual for 
the 60-percent loan on the ap- 
praised value to reach 100 per- 
cent on actual cost. This was 
not so good; for it tended to 
inflate values above reasonable 
figures in the resale market, and 
it made possible a lot of build- 
ing by people in no way qualified 
to pay out. 

The second factor has to do 
with politics. Oklahoma may 
be young, but it knows all about 
the facts of life. It has had 
more spectacular politics in its 


ble property values out of the 


back closet and to set them 
bearing taxes. Building and loan 
money was marked down for 


something like a 5 percent tax. 
Up to the time of this writing 
the legislature has failed to 
write the necessary law; but 
the governor says he’s going to 
lasso it yet. 

The first major effect of this 
effort was to throw a scare into 
the people with money invested 
in the associations. Under the 


rules they could get it out at any 
We were told that one 


time. 


big association suffered the 
withdrawal of $3,000,000 in a 
few weeks. 

F. D. Bearly, of the line com. 
pany that bears his name, told 
us that the associations took 
alarm rather too late and put 
rules into effect requiring 
lengthy notice before withdraw- 
al; but by the time the stable 
was locked the horse was gone. 
It seems, too, that these asso- 
ciations had been doing what 
bankers considered a_ banking 
business; that is, if a business 
man had a block of money he 
wouldn’t need for a couple of 
months he could buy stock, and 
when he wanted the cash he 
could push this paper through 
the wicket, have the interest 
figured up and get a check for 
the whole works. So, Mr. Bearly 
said, when the associations ap 
pealed to the clearing house for 
help in the crisis, they were 
told that when they got back 
to a building and loan basis and 
let banking alone the clearing 
house might help. 


B. & L. 


on a Conservative 

Basis 

Anyway the associations are 
in a position to make few and 
only conservative loans. They 
did business in some of the 
smaller cities and towns of the 
State, and this seems to have 
been stopped. The city gets 
some insurance money loaned 
to home builders, but this money 
does not as a rule go into the 
smaller cities. Whether the pro- 
posed tax is reasonable or not, 
the apprehension over such 4 
possible change of policy is 
making the financing of homes 
more difficult than it was. 

G. E. Woodward, of the West- 
ern Lumber & Hardware Co., 4 
corporation that operates eight 
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yards in Oklahoma and two in 
the Texas Panhandle, said he 
thought the first difficulty, that 
of overloaning a few years ago, 
might yet have some bad mo- 
ments in store. It has hap 
pened in many cases that houses, 
puilt under excessive loans and 
watched as 


not as ca refuliy 
they would have been had 
financing been more conserva- 


tive, are proving discouraging 
to their owners. They cost more 
than they should at the time; 
and the cost of building, includ- 
ing the value ot lots, has slid 
enough so that owners who have 
met their payments for several 
years have no real equity in 
their properties. They still owe 
an amount sufficient to duplicate 
the property. It is a question 
in Mr. Woodward's mind if some 
of these people may not realize 
this fact and get an attack of 
temper over it. Probably not 
many will actually give up their 
houses if they can meet the 
payments, for they’re started 
on the job, and habit will carry 
them along. But it doesn’t make 
for the best of feeling. 

“I rather doubt if city build- 
ing and loan associations ever 
go back to outside town loans,” 
Mr. Woodward said. “Loans in 
a small town are things that 
have to be measured by people 
who know the town well. If a 
loan is placed in a desirable 
part of the city, the value of 
the house will remain pretty 
well fixed. But in a small town 
the resale value of the house 
may be good or it may be noth- 
ing at all. If no buyer can be 
found, it simply can’t be sold. It 
looks as though those town 
loans are going to be handled 
by town agencies, managed by 
people who know the place more 
thoroughly than an outside ap- 
praiser can know it. 


What Is Normal Business? 


“This is a queer period in the 
history of the world of business. 
A good many of us are longing 
for a return to normal business; 
and yet nobody knows what nor- 
mal business is. We think of 
it as a situation in which we 
can make a good profit on our 
capitalization; but a lot of that 
Capitalization was set up in 
times when prices were high and 
profits large. Maybe the last 
two years have been the real 
hormal times. Naturally I hope 
hot. Manufacturers raised the 
Capital appraisal of their stump- 
age from $3 to around $20, on 
no basis at all except that they 
hoped to get lumber prices which 
would justify that figure. Those 
Who paid $20 are in bad shape; 
but it was a mistake of judg- 
ment on their part, and the 
business structure isn’t often al- 
tered to ease off mistakes of 
that kind. 

“About 45 percent of the coun- 
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try is directly dependent upon 
agriculture; and the farm set-up 
makes it look as though crop 
prices are not going to the old 
figure. If they don’t, how are 
manufacturers going to pay high 
wages and set their goods on a 
high sale figure if 45 percent of 
the people are on a low income 
level? The two have got to get 
together some way. If wages 
and the prices of manufactured 
goods are to be high, as one 


advance and so on. This com- 
pany deals in general building 
materials, and it has special de- 
partments that contract the ap- 
plication of roofs, sheet metal 
and tile. 


An Attractive Sales Room 


The Long-Bell Lumber Sales 
Corporation has two handsome 
yards in the city, a wholesaling 
plant and a specialty planing 
mill. The north side yard which 








The south side yard of the Long-Bell Lumber Sales Corporation at Okla- 
homa City maintains an outdoor display of trellis work and lawn 
furniture 


school of economists say 
must be, then farm 
must bring a 
high price. 
ways about it. 
see all price levels high; and 
maybe they will be. But it’s 
more important that they reach 
stability on some _ continuing 
level; and that stability isn’t 
going to be made with part of 
the country on a high level and 
the other on a low one.” 
Charles Gray, of the Standard 
Roofing & Material Co., stated 
that cottage work in Oklahoma 
City is going aiong quite well 
with good assurance that it 


they 
products 
correspondingly 
There’s no two 
I’d be glad to 


we visited is a big place with a 
highly attractive sales room for 
building hardware and the like. 
L. F. Broderson, the manager, 
was not in. V. M. Carr, with 
whom we talked, said that trade 
was quite good, considering the 
blasts of pessimism that seem 
to circulate nationally. Prob- 
ably more than is generally 
realized, people have been get- 
ting out of debt. Some retail- 
ers of lumber with country 
yards may lift an inquiring eye- 
brow over this statement; but 
Mr. Carr had in mind the thou- 
sands who had bought gear 
other than lumber by monthly 





A big, handsome plant is operated by Carey, Lombard, Young & Co. at 


Oklahoma City. 


The sides of the office are strikingly covered with 


shingles 


will continue. Apartments are 
not so good; partly because the 
percentage of vacancies, while 
not excessive, is larger than in 
detached houses, and partly be- 
cause loans on such buildings 
are hedged about with a good 
many restrictions. The owner 
must live in the building, it 
must be completely rented in 


payments. They’re liquidating 
these obligations and usually 
are not contracting mew ones of 
the same kind. Presently as 
these burdens are lifted, the in- 
come so used will be available 
to put on new roofs and do re- 
painting; something that has 
been allowed to slide. In fact 
quite a bit of such trade is al- 
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ready coming in. It’s probable 
that the first expenditure will 
be for a careful selection of new 
clothes, and next it will be for 
new clothes for the house. 

The Dunn Fuel & Lumber Co. 
handles lumber and coal. H. L. 
May said that local nature had 
handed the fuel business liter- 
ally a hot one. Natural gas has 
been replacing coal; and that’s 
that. Mr. May commented also 
upon the number of foot-loose 
citizens who seem ready to pile 
into any place that begins build- 
ing a little and to start a flock 
of new yards. If goods be in- 
creased, they are increased that 
eat them. 

E. A. Foster, general manager 
of Carey, Lombard, Young & Co., 
was away when the department 
called. This corporation oper- 
ates some 30 yards in Kansas, 
Oklahoma and Texas. The Wil- 
liam P. Carey Co. also ‘operates 
from this office. It is a hand- 
some big plant, with the office 
covered with shingles. We no- 
ticed a good looking alcove in 
the office paneled in knotty pine. 


The Roster of Local 


Construction 


R. B. Jennings, manager of 
the H. E. Ketcham company, 
was also out of his office. J. B. 
Fulks with whom we talked 
commented on the extraordinary 
amount of big building going on 
in the city; a couple of big ho- 
tels, a couple of even bigger of- 
fice buildings and _ business 
blocks containing some 150 store 
spaces.* He also mentioned the 
small percentage of vacancies 
in detached houses as evidence 
that cottage building had an as- 
sured future. 


Z. W. Willett, of the V. S. 
Cook Lumber Co., had some- 
thing to say about the floating 
lumber yard promoter. This 


seems to be a sore point in this 
part of the Southwest. Whether 
there are more of them, or 
whether the Oklahoma dealers 
are sensitive to their buzzing 
around, at any rate we hear 
about them on every hand. 
They come and go, make trouble 
during both movements and 
leave a sad ‘memory ltehind 
them. Mr. Willett told of the 
doings of one of their compan- 
ion pieces, the speculator who 


operates without capital and 
without responsibility. This 
shoestring artist came to Mr. 


Willett with a weird promotion 
scheme which Mr. Willet 
promptly turned down. This 
man finally found an equally 
poorly financed lumberman. In 
fact he found several of them 
and played them both ends 
against the middle. At the lat- 
est reports, Mr. Willett said, this 
builder had twenty-one houses 
on the go. Few if any of them 
were plastered when his string 
finally gave out. And again, 
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that’s that. Except, of course, 
there are the skeletons, and 
something must eventually be 
done about them. 
H. E. Leonhardt, 
the Kiowa Lumber Co., was 
away when we Called. His son, 
A. L. Leonhardt, a pleasant and 
capable young fellow, was hold- 
ing down the general office. 
This operates ten 
yards, five of them being in 
Oklahoma City itself. With this 
much contact with local condi- 
tions, Mr. Leonhardt said that 
while trade was not so hot that 
it couldn’t be handled, yet it was 
not so cold either. Jogging 
along at a fair rate; and if a 
sounder and readier fabric of 
loaning on dweilings were in 


manager of 


corporation 


Builds Up Successful 


JANESVILLE, Wis., Oct. 5.—Un- 
til a year ago roofs on practically 
all Janesville stores, factories and 
homes were put on by out-of-town 
roofers. Today, however, the roofs 
largely are being built by the Solie 
Lumber Co., of Janesville, and the 
out-of-town firms have “pulled 
their stakes” and gone in search of 
other cities where competition is 
not so strong. About a year ago 
the Solie company decided that 
there was little sense in letting 
out-of-town firms get all of the 
roofing business and decided to add 
a roofing department to its steadily 
expanding business. 

The home building contractors of 
Janesville, a quite large group, ap- 
parently made little effort to secure 
roofing business, taking what little 
they could get and letting the out- 
of-town firms handle the rest of it. 
But the Solie firm thought that it 
could give the out-of-town concerns 
a run for their money. 

As a result, the roofing work of 
the Solie company today comprises 
approximately 10 percent of its 
total volume. Work totalling ap- 
proximately $20,000 was completed 
last year, and this year, despite 
conditions, a volume equal to that 
of 1930 is being maintained. 

In launching its roofing depart- 
ment, the Solie company made sure 
that Solie roofs would be strictly 
top grade, and success of the ven- 
ture shows how well that policy 
has worked. Trained crews were 
hired, eliminating much of the 
cost formerly thought necessary 
in putting on roofs. 

Two solicitors were employed to 
find roofs needing replacement and 
to convince their owners that So- 
lie’s was the firm for the job. 
These men are still retained, to 
pick up new roofing jobs and to 
bring in other work as well. 

The addition of a roofing depart- 
ment made it advisable to add a 
paint department, which was estab- 
lished just this year. For in going 
about their work, the roofing solici- 
tors found that without a paint 
department, the firm was losing 
business which could be had with 
practically no extra effort. Many 
home owners who decided upon 
new roofs also preferred to have 
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operation it would make some 
real speed. More evidence of 
the misfortunes that attend rad- 
ical political reforms. 


Not Doing Right by Credit 


H. J. Cullen, of the Cullen 
Lumber Co., commented on the 
abuse of credit generally. He 
wasn’t thinking of building 
credits, though doubtless he 
would include overloaning as 
something less than perfect. 

“People have gone wild over 
credit,” he said, “and one rea- 
son it has been offered so freely 
seems to be that when buying 
on credit the average man will 
spread his purchases over more 
ground than he would if he had 
to reach into his pocket for 


their homes repainted at the same 
time. 

Without a paint department, the 
company had to let other firms 
make money off jobs which the 
Solie solicitors had spent consider- 
able effort in creating. Now, how- 
ever, with one of the most complete 
stocks of paint in the city, the 


hard cash. I’m not that way, 
myself, for I prefer always to 
buy for cash. 

“I don’t think there’s enough 
difference generally in the price 
offered for cash and for credit. 
Apparently stores don’t much 
care for cash sales. Recently I 
tried a little experiment. I 
wanted some porch furniture, 
and I looked at several places. 
In every place the expectation 
was that I’d have the articles 
charged. I asked how much dis- 
count from the credit price I 
could get for cash, and in place 
after place I found they would 
give no discount at all. Cash 
selling seemed to be a novelty; 
and this explains in part why 
credit is so widespread. The 
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stores really make it preferabje 
to have goods charged. hig 
kind of education does the coup. 
try no lasting good. It makes 
for looseness in buying, expense 
and loss in collecting and adds 
to the cost of living. The cagp 
customer helps pay for the gery. 
ice extended to the credit cys. 
tomer; and when people finally 
realize it they’re not so keep 
about it either. Notice the pop. 
ularity of the cash grocery 
stores. There you pay for what 
you get, with no _ concealed 
charges about it. If department. 
store charge customers knew 
how much they pay for that 
privilege they might think gey. 
eral times over the question jf 
it’s worth what it costs.” 


Rooting Department 


While the roofing crews and 
solicitors are kept busy on that 
work only during the roofing sea- 
son the department has been made 
an all-year feature, for with the 
advent of the cold months attention 
is directed to attic insulation etc. 
and the roofing crews do this work. 
Attic insulation jobs often are se- 





View of the Solie Lumber Co.’s office and warehouse at Janesville, Wis., 
from which one of the most progressive roofing businesses in southern 
Wisconsin is conducted 


Solie concern is prepared to en- 
tirely renew a house, by reroofing 
and repainting, and get the profits 
that formerly went to others. 

3esides boosting the total vol- 
ume by the roofing business they 
bring in, the two roofing solicitors 
are responsible for a large percent- 
age of the profits derived from 
other sales made by the firm. For 
in many instances they are directly 
responsible for the firm having se- 
cured other types of work, they 
having discovered it during their 
constant surveys of the city and 
having convinced home owners 
that “Solie could do it.” <A large 
percentage of this other work is 
done on houses where new roofs 
are put on and would probably 
never have been secured by the 
Solie firm if it had not gone into 
the roofing business. The rest is 
secured from other pcople, but 
through the efforts of the roofing 
men. 


cured as a result of roofing work 
done previously, for the Solie so- 
licitors are wide-awake to every 
sort of job when they go scouting 
about the city. 


Constant refusal on the part of 
the Solie officials to accept roofing 
repair work merely for the sake 
of bringing in work for their men 
and money for themselves has re- 
sulted in the development of steady 
customers and the steady building 
of a reputation for first quality 
roofing work. An instance to illus- 
trate this happened quite recently. 

The Solie company, together 
with several other firms, was 
asked to submit bids for repairing 
a roof on the Chevrolet plant in 
Janesville. But, after looking over 
the roof, Solie declined to bid, 
pointing out that the roof was like 
a wornout tire on a car, which 
possibly could be fixed for the 
time being, but would not give real 
service. Therefore Solie suggested 


that the old roof material be en- 
tirely removed and the decayed 
boards underneath be replaced. 

The result was that instead of a 
job of approximately $500 the Solie 
firm was given a contract amount- 
ing to $3,400, and moreover was 
given the job without submitting 
a bid in competition with other 
firms. 

Since the roofing job, Solie’s 
have had a $1,000 job and a $200 
job, besides a large amount of mis- 
cellaneous work, from the automo- 
bile firm. 

While the building contractors 
raised a kick when the Solie com- 
pany first went into the roofing 
business, they now have nothing 
but good-will for the firm. And 
now, besides the work which it 
took away from the out-of-town 
roofers, the Solie firm does prac- 
tically all of the roofing work for 
the small Janesville contractors as 
well. For the contractors have 
found that by letting Solie do it 
they can make more money on the 
job than they can by doing it 
themselves. 

The Solie firm was started in 
Janesville eleven years ago, backed 
by progressive men and progressive 
ideas. Today it is one of the most 
prominent lumber companies in 
southern Wisconsin. Its yard 
covers an area of approximately 
thirty thousand square feet and 1s 
one of the most attractive in the 
city. Officers include K. B. Jeffris, 
president; P. J. E. Wood, vice 
president, and S. S. Solie, secre- 
tary. 





A PURCHASING agent has some 
interesting comments to make on 
selling—ideas that are not new, 
but newly emphasized. First, he 
said that a salesman who initiated 
a gloomy thought or accepted 
such a suggestion was likely to be 
turned down, but that if he was 
optimistic, persistent, and wore 4 
big smile, he got the orders 1 
there were any to give. Second, 
he said there never was a time 
when it was as easy to say “no 
to a salesman as now. Most of 
them, said he, fold right up at the 
first “no” and silently wend their 
way. 
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The Process of Evolution in Retail Lumber Field 


(Continued from front page) 


in actually merchandising his lumber. The 
enterprising retailer has at last begun to real- 
ize that lumber will no longer sell itself. 
Another trend that I have already men- 
tioned, and that the AMERICAN LUMBERMAN 
has expounded from time to time, is turnover. 
The average retail dealer is today operating 
with a smaller stock and buying more mixed 
cars than he ever did in the past. The buy- 
ing of large blocks of material in the spring 
and fall is rapidly getting to be a lost art. 
The retailer who knows how to figure can 
readily see that he can afford to pay a little 
more for his material if he can buy it for quick 
delivery in mixed cars which will fill in his 
entire stock. In this regard, the pool car con- 
taining material for two or three yards has 
sprung into considerable prominence and popu- 
larity within the last three years. Buying 
mixed and pool cars in this way, the dealer is 
able to turn his stock from five to seven times 
during a year instead of only two or three as 
in the past. We call it hand-to-mouth buying, 


and if it is done judiciously it is clever buying. 
Even the big yards are swinging over to this 
method of purchasing. 

As further evidence of change and evolution 
in the buying practices of the lumber business 
I point to the rapidly dying art of high pres- 
sure salesmanship coupled with profuse enter- 
tainment. When it comes to the actual placing 
of their orders very few lumber retailers today 
favor the windjammer salesman who tells 
good stories and throws big parties. The sales- 
man who knows his products and represents 
them in their true light, together with the 
service he can offer, is usually the one that 
comes away with the bacon, provided of course 
that he has good manufacturing connections. 

For merchandising purposes the retail lumber 
dealer is sprucing up his place of business, 
putting in display rooms, neatly arranging and 
piling his yard material and buying products 
that are worthy of, and adaptable to, display. 
Nationally advertised materials are coming 
rapidly to the fore because of the greater ease 
with which they may be sold to Mr. John Doe 
who knows nothing about lumber or building 


materials other than what he has read in the 
national and local publications. 

I realize that in my exposé of changes in 
retail buying I may have stepped aside some- 
what from the cold facts of actual purchasing. 
This is because buying and selling are so 
closely correlated that the two can not be 
totally dissociated if one is to see the true 
picture. If we were to go deeper into the de- 
tails of present purchasing methods we would 
find ourselves studying the manner in which 
the average dealer sells his goods. Such an 
investigation would hardly be justified, for we 
can find all the answers in the AMERICAN 
LUMBERMAN week by week. 

I trust that my order book will substantiate 
my statements of buying changes. If it will, it 
will also reveal one point which I have so far 
neglected to mention. In his search for quality 
merchandise the shrewd retail lumber buyer is 
certainly not forgetting price. He may pay 
a little more at times for his quality stock, 
but on the whole he’ is making the manufac- 
turer and his representative sweat for his busi- 
ness. 


Yard Is Arranged for Convenience and Efficiency 


WINCHESTER, Ky., Oct. 5.—The formal open- 
ing of the new plant of the Home Lumber Co., 
this city, held on Saturday, Sept. 5, attracted 
between 600 and 800 visitors, these being about 
equally divided between town and country peo- 
ple. The event had been extensively adver- 
tised, chiefly through a special four-page sec- 
tion in the local daily newspaper. Waller Bean, 
resident manager, expressed himself as_ being 
well satisfied with the results of the opening, 
both from the advertising standpoint and also 
that of having developed a number of good 
prospects for future building. 

Officers of the company welcomed the visi- 
tors and conducted them through the various 
departments of the plant, the mill and carpen- 
ter shop proving especially interesting to the 
various groups. 

The new plant, which is located on the cor- 
ner of North Main street and Winn avenue, 
extends about 70 feet along North Main, run- 
ning back on Winn avenue a distance of about 
390 feet, and on the opposite side, along the 
L. & N. railroad, a distance of 493 feet; the 
rear of the plant from Winn avenue to the 
railroad being about 235 feet. The accompany- 


ing sketch will help to give an idea of the 
ground plan and some of the principal features 
of the yard. 

The offices are located across the entire front 
and back, on Winn avenue, extending a dis- 
tance of about 50 feet. 


The main workroom 
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of the office, and lobby, contain three display 
windows, two facing Main street and one fac- 
ing Winn avenue. Three private offices are 
provided, occupied by the buyer, stenographer 
and bookkeeper. Just back of the main office, 
and opening into the lobby of same with a 
French door, is a very large display room, 
which has shelving on one side, carrying a 
stock of paints and hardware, while the balance 
of the room is taken up with samples of sash, 
doors and built-in furniture, such as breakfast 
nooks, medicine and telephone cabinets etc. All 
the doors and sash are set on easels, which can 
be moved around in any position for display. 

The floor of the display room is of No. 2 
common oak flooring; the room has plain in- 
side trim, and walls are paneled with insulating 
board, stripped and painted. The floor of the 
main office is laid with No. 1 oak flooring, and 
the offices are finished in various styles of trim, 
the idea being to afford demonstrations that can 
be shown to customers, enabling them to see 
just how the various styles of trim, as well as 
grades of flooring, appear in actual use. 

Just back of the display room, and running 
along the track, is the storage room for sash, 
doors and hardwood flooring. This room is 
perfectly tight, and lighted with artificial light. 

A private railroad switch runs the entire 
length of the plant, a distance of 493 feet, and 
this side of the yard consists of a series of 
12-foot gates, so hung as to slide either way. 
A car can be stopped at any point along the 
shed, a gate opened, and by the use of gravity 
rollers the material can be placed in the proper 
bins direct from the car. 
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Sketch showing layout of new plant of the Home Lumber Co., Winchester, Ky. 


The lumber storage shed runs practically the 
entire length of the track, and is double-decked, 
being about 60 feet wide, with a driveway on 
each side so that trucks can load from either 
side and drive completely around. 

At the upper end of the plant is located the 
carpenter shop and planing mill. At one side 
of the mill, running from Winn avenue through 
to the railroad (a distance of about 235 feet) 
is a 13-foot brick fire wall. At the point where 
the planing mill joins the storage shed is an- 
other fire wall, with automatic fire doors. 

3oth the planing mill and carpenter shop are 
floored with 2-inch tongue and groove No. 1 
flooring, on the level with the floor of the 
storage sheds, so that workmen can take hand 
trucks and get any material required in any 
part of the building without having to call on 
the big trucks for hauling. 

The carpenter shop and storage room for 
glass, small moldings and similar items that 
are used almost exclusively in the mill and car- 
penter shop are well lighted from two sides. 
Natural gas is used for heating and electicity 
for power, each machine being equipped with 
an individual motor. 

In the center of the yard, about 125.feet from 
the mill, is a shaving vault which takes care 
of all the shavings from the mill. This vault 
is built up from the ground so that a truck can 
back underneath for loading. All the shavings 
produced are used by the railroad for bedding 
stock or taken by owners of local stock farms 
for the same purpose. 

At the left of the main entrance driveway is 
another wareroom in which are carried stocks 
of plaster, insulating boards and nails. 

The plant is under one roof, and all stock 
is kept under cover, with the exception of wood 
shingles and locust posts. 

Along the Winn avenue side, from the ware- 
room to the carpenter shop, a distance of about 
150 feet, is an open, space which is fenced with 
woven wire factory fencing, affording protec- 
tion without obstructing the view. In the cen- 
ter of the open yard flower beds have been set 
out, and it is planned to utilize this space next 
year with an attractive display of garden and 
lawn furniture. 

The Home Lumber Co., in addition to its 
headquarters’ office and plant in Winchester, 
operates yards at Mount Sterling, Irvine, Haz- 
ard and Whitesburg, all in Kentucky. 

The Home Lumber Co. is headed by George 
M. Wolfe, as president. Mr. Wolfe resides in 
Winchester and exercises general supervision 
over the local division, which is under the di- 
rection of Waller Bean as resident manager. 
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Some Small Yards Prospering 
in Spite of Depression 


Los ANGELES, Catir., Oct. 3.—“These may 
be dull times for many big fellows, but | know 
a large number of little fellows who have made 
more money selling building materials since the 
so-called depression began than ever before,” 
P. Reid, manager for the L. W. Blinn 
Lumber Co. (recently merged with the Patten 
& Davies Lumber Co.) at 2501 South Alameda 
St. “As a matter of fact, the small dealer 
who has been careful about keeping down his 
overhead and catering to the small customer, 
not ignoring even the. fifty-cent sale, has done 
and is doing remarkably well in numerous in- 
stances that I might call to mind in the Los 
Angeles territory. 

“Kor instance, [ have a friend who had 
worked for a few years delivering lumber for 
a yard at $4.50 per day, and had saved up 
fifteen hundred dollars. When he was ready to 
go into business he leased a vacant lot, put up 
a shed, established a credit with a larger yard, 


says T. 


had a boy to help him at times, and went 
along merrily. He told me that as soon as 
his sales had reached eleven dollars total on 


any day he had taken care of most of his over- 


head for that day. His average sale was not 
above $4.50, which means that many were 
much smaller. : 

“This man drives a good car that is paid 


for, owns his home and is making a fair liv- 
ing—a better one each year. 

“I have another friend in a small city east 
Los Angeles, who not more than five years 
raised all the money he could, even bor- 
rowing on his insurance, and started a small 
business, leasing a yard already in existence. 


of 


ago 


He invested about six thousand dollars. At the 
end of six years he has cleared up $30,000, 
His average individual sale is not above ten 


dollars 
“A colored man in a Negro section of Los 
Angeles started in as small a way as the first 


man | mentioned. He has only a small stock, 
and his average sale is not above $2.60, yet 
he has cleared up several thousand dollars. He 


lot, 
fence and a 


merely leased a 
erected a 


10 feet by 
shed. 


140 feet, and 
His original in- 


vestment could not have been much above one 
thousand dollars. 

“| have a Jewish friend here in Los Angeles 
who did very much the same thing. He tells 
me that business is good and that he has made 
for himself more than thirty thousand dollars 
in five years. His sales have averaged pos- 
sibly fifteen or twenty dollars. 

“Three years ago a young man who had 
worked in Los Angeles leased a plot of ground 
and began conducting business in exactly the 
same manner. Today he is worth at least fif- 
teen thousand dollars. 

“Il have been connected with large or com- 
paratively large building material concerns for 
many years, and my observation is that there 
are many reasons why the small dealer meets 
the depression without having to squeal, while 
the large concerns find much to complain about. 
In the first place, the small fellow is selling 
for cash in practically every instance. In the 
second place, he can operate on a wider mar- 
gin of profit, for there always is a wider mar- 
gin of profit on a fifty-cent sale than on what 
may be called a large sale of material. 

“In the third place, he is not bidding in com- 
petition, but is dealing with people who know 
him and who make such small purchases on 
the average that they do not bicker for a ten 
cent reduction, while on a big purchase the 
slice-off might be worth fighting for. Finally, 
heavy overhead during slack periods is not wip- 
ing out the profits of flush days. The little 
fellow is enjoying a steady, everyday business 

fifty cents here, a dollar there, and three dol- 
lars over here. He is not selling material for 
sky-scrapers, but perhaps a window for the hen 
coop, a couple of boards to repair the pig pen, 
a latch for a gate, or on a flush day, enough 
lumber for a porch floor.” 





ls Appointed General Manager 


SpoKANE, WaASH., Oct. 3.—John FE. Breen, 
of Spokane, has been appointed general man- 
ager of the Edwards & Bradford Lumber Co. 
at Elk, and of the company’s retail lumber 
yards in Spokane, Mohler and at Lamona. Mr. 
Breen first became associated with the com- 
pany in January, 1929. Prior to that he had 
been for 22 years with the United States for- 
estry service. 








This Week’s Timely Tip 


Co-operates With Night Schools 


The Fleming Bros. Lumber Co., retail dealer of Denver, Colo., ac- 
cording to A. E. Bertram of that firm makes a decided attempt to 
further the education and efficiency of their employees by co-operat- 
ing with the various night-schools of Denver. 
school time comes around, is invited to have a private talk with a 
member of the firm. Signs of the night-schools are placed in the 
office, and information and data is available. 
with a junior college and with a night business school has been ar- 
ranged. This action, Mr. Bertram believes, has good results. 


Each employee, as 


Specific co-operation 








ed 
ed 


Builds While Costs Are Low 


Derroir, Micu., Oct. 5.—Nestled in a pine 
grove on the brow of a hill, the attractive 
strictly modern home shown by accompanying 
illustration commands a fine view. Hemmed in 
by large estates, the stretch of 100 acres under 
cultivation with its big barn and new house 
is likely to be snapped up by some wealthy 
person. So plans the investor, who has built 
what will some day be a model home for g 
lodee keeper of an estate. In the meantime this 
small home (without the farm itself) will rent 











Farm house that cost less than $3,000 


for the very modest sum of $35 a month and 
thus pay a decent income on the investment. 

The land, without buildings and only the 
foundation of a burned house upon it, was 
purchased at a low price because of the de- 
pression. The materials were purchased from 
the Mellen-Wright branch of the F. L. Rob- 
inson Lumber Co. of Detroit. 

The siding of the house is insulated with 
two-ply roofing paper; window frames are 
especially insulated with tarred felt; all doors 
and window casements are weather-stripped. 
The attic affords ample space for three rooms. 

The cupboard and working unit in the kit- 
chen really deserves special comment, for ‘the 
builder drew the plan and built it himself. 
Under the broom closet there is a dust chute 
in the floor. Under the ironing board closet 
are two shelves handy for bundles of clothes 
to be ironed. 

The whole place is so very convenient and 
modern that it hardly seems possible it has 
been built at a cost of slightly less than three 
thousand dollars. 


New Product in the Building 
Field Is Announced 


A new product in the building field is Weath- 
erbest Brownskin, announced by its maker, the 
Weatherbest Stained Shingle Co. (Inc.), ol 
North Tonawanda, N. Y., “the building 
paper that stretches.” 

Into the perfecting of this new building pa- 
per has gone more than a year of intensive 
research and testing, one of the essential prop- 
erties demanded being that the paper be capa- 
ble of stretching under strain without break- 
ing or tearing away at the nails. According 
to the manufacturer’s statement. Brownskin 
will stretch more than one inch to the foot, 
enough to meet all strains without breaking of 
lessening its complete protection against water, 
wind and moisture. 

This new building paper is made of two 
sheets of highest grade kraft paper, thoroughly 
impregnated with a special asphaltic compound. 
It looks like leather; will resist a pull ol 
twenty pounds per nail without tearing; abso- 
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tely prevents the penetration of water or 
‘oisture and clings, when punctured by nails, 
Ol . . 

‘ghtly to the nail. Exposed a year to the 
feather 3rownskin shows no signs of deteri- 
ration. 


Some of its uses are as sheathing paper; be- 
tween rough and finished floors; as a roofing 
paper under shingles, slate or tile; as a base 
for ribbed lath under stucco, concrete or plas- 
ter; and for any other building purpose which 
calls for durability, toughness, water-proofing 
ind endurance of shrinkage or settling of the 
¢ructure. Used under Weatherbest stained 
shingles on side walls of new houses or when 
old ones, Brownskin provides an 
extra layer of insulation to help save fuel in 
winter and keep out heat in summer. 

Both because of its intrinsic merit and the 
reputation of the concern: which produces it, 
the new paper has met with ready acceptance 
by architects and builders, and many retail 
lumber dealers are already carrying it as a 
standard item. It is recommended that dealers 
write the Weatherbest Stained Shingle Co. 
(Inc.), North Tonawanda, N. Y., for samples 
and descriptive literature, including price infor- 
mation. 





Retailer Stocks Aluminum 
Primed Lumber 


LANCASTER, Pa., Oct. 5.—Believing firmly 
in quality materials and good construction and 
in line with their policy of rendering the most 
effective service possible to their trade, G. 
Sener & Sons, retail lumber and building ma- 
terial dealers here, recently have made avail- 
able in this community a stock of aluminum 
primed yellow pine lumber. They recently 
purchased from the Brooks-Scanlon Corpora- 
tion, Foley, Fla., a carload of that concern’s 
product known as Alum-Wood, this being yel- 
low pine lumber that has been given a priming 
coat of aluminum paint at the mill. This car- 
load of aluminum primed lumber was made up 
of the following items: 

5/4x10-inch & 12-inch 

{/4x12-inch, 10-inch, 8-inch & 6-inch B&Btr. 

5/4-inch B&Btr. flooring 3%-inch butt. 

%-inch B&Btr. flooring 34-inch T & G. 

%x10-inch & 8-inch No. 1 Com, Bevel siding. 


B&Btr. 


%-inch No. 1 Com. siding 6-inch (Pat. No. 
05). 

%-inch No. 1 Com. bevel siding 6-inch. 
%-inch No. 1 Com. ceiling 3%-inch. 
%x1%-inch molding. 

Realizing that the introduction of a new 


product of this kind would require considerable 
promotion, G. Sener & Sons have been quite 
active in making the merits of this material 
known to contractors, architects and to the 
public generally. Contractors and architects 
have been contacted by representatives of these 
lumber dealers, who have called personally, 
shown samples, explained to the contractors 


and architects the merits of this aluminum 
coated lumber and quoted prices. In addition 
to this work with the contractors and archi- 


) tects, descriptive circulars were mailed to the 


op earn — 





lames on the company’s mailing list, the facili- 
ties of a local radio broadcasting station were 
brought into play, and ads were run in the 
local newspapers. As a result of this barrage 
ot publicity, aluminum primed yellow pine 
lumber is becoming thoroughly well known in 
this community and it has had a quite satis- 
lactory reception. 

In presenting this new commodity to pros- 
pective users, G. Sener & Sons have stressed 
the following points : 


The entire area of the board is metallically 


Sealed against moisture absorption and the 
Proper moisture content is maintained in the 
lumber from the mill to the finished job, 


thereby preventing decay and paint failures. 
This aluminum priming at the mill prevents 
bleeding through wood stain. 
It retards bleeding through 
and Streaks. 
It seals knot surfaces. 
It will give more coverage per gallon of 
paint for the top coat and one less coat of 
Paint has to be applied on the job. 


pitch pockets 


ber to their trade. 


of value. 
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The protection is afforded without ultimate 


extra cost to the consumer, 

This product is recommended by the United 
States Forest Products Laboratory at Madi- 
son, Wis. 


G. Sener & Sons are quite enthusiastic over 
this new product and believe that it will be a 
material factor in assuring longer life to build- 
ings and giving them a greater value. To an 
AMERICAN LUMBERMAN representative, a mem- 
ber of the concern said: “We will readily an- 
swer any inquiry regarding this new  ven- 
ture.” 

The Brooks-Scanlon Lumber Corporation at 
Foley, Fla., is one of the latest concerns among 


yellow pine manufacturers to install equipment 
for aluminum priming of lumber at the mill, 
and many retail lumber dealers are becoming 


interested in supplying aluminum primed lum- 





Survey Emphasizes Need for 
Cribs and Granaries 


A survey recently made by C. F. 
agricultural engineer of the National 
Manufacturers’ Association, verifies the asser- 
tion that farmers are losing money running 
into the hundreds of thousands of dollars an- 
nually because of lack of adequate storage for 
their grain crops. Special emphasis is given 
to the fact that corn loses much of its nutri- 


Miller, 
Lumber 


tive value when improperly cribbed; that is, 


kept in cribs without good floors and roofs; 
or, worse still, when piled upon the ground. 
Not only the farmers, but all business inter- 
ests of the community, including the lumber 
dealers, suffer proportionately from this loss 


As a matter of self interest, if for 





no other 
deavor to 
and cribs. 

To aid dealers to inform farmers about corn 
crib construction, the National Lumber Man- 
ufacturers’ Association, Washington, D. C., 
has published leaflets describing several types 
of cribs, as well as other farm structures. 
Among these is a leaflet on “Grain Storage 
Units.” All of these leaflets are available to 
lumber dealers, and through them, to the farm- 
ers needing the information. 


reason, lumber dealers should en- 
stimulate the building of granaries 





Plan Broadcasting Campaign to 
Stimulate Building 


Wicuita, KAn., Oct. 5.—At the request of 
a number of the live lumbermen of Oklahoma 
the Stippich Lumber Co.,. wholesaler of this 
city, has taken the initiative in a movement to 
secure sufficient funds for providing a radio 


broadcasting program designed to stimulate 
building in that State. It is purposed to 
broadcast twice each week for six months, 


the programs to be put on at night. 

In addition to the radio programs, arrange- 
ments have been made for publication of news 
and other stories in the interest of building in 
three Oklahoma publications of wide circula- 
tion, two of these being daily newspapers, and 
the other a periodical reaching farmers and 
stockmen. 

In this campaign the fact will be stressed 
that material prices are on a most economical 
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basis, and that labor is ready and willing to 
do its part to make building attractive at this 
time. It will also be pointed out that build- 
ing will aid in relieving unemployment. 

W. A. Stippich says that many letters have 
been received approving the plan, and that even 
when manufacturers and dealers are inclined 
to disagree with anything that costs money, 
very few have expressed any doubt as to the 
basic merit of the plan. 

“We are in the process of getting the funds,” 
said Mr. Stippich. “The cost of eight or nine 
broadcasts per month is great, but we have 
tried to figure out a reasonably small cost 
per yard. While we are having wonderful 
co-operation from the dealers, we are finding 
more who do not feel financially able to come 
in at this time. We feel that every manufac- 
turing or jobbing concern that does business 
in Oklahoma should join in this movement to 
promote building. The more that come in the 
more we shall be able to accomplish. A list 
of all concerns that subscribe will be sent each 
month to all the live dealers in Oklahoma. 

“We feel that there are many people who 
have funds which they might use for building 
if the matter was presented to them in the 
right way. We are expecting real results from 
this campaign.” 





Float Features "Own Home" 


Idea 


GRAND JuNcTION, CoLo., Oct. 5.—Because of 
the attractive way in which it featured the 
own-your-home idea, a float prepared and en- 
tered by the Independent Lumber Co. in a 
parade held as a feature of a recent celebra- 
tion in this city attracted a good deal of atten- 





The central feature of 
the float was an attrac- 
tively designed minia- 
ture house, placed in 
the center and = sur- 
rounded with appropri- 
ate landscaping of lawn 
and shrubbery. This 
little house was de- 
signed on scale 2 inches 
to 1 foot, and built of 
three-ply panel board 





tion. Because the central idea may readily be 
used by lumbermen anywhere a description and 
picture of the float doubtless will be of inter- 
est. As the parade was a night affair, pass- 
ing along Main street after dark, a spotlight 
placed on the rear of the truck illuminated the 
outside of the house, which also was lit up 
from the inside, the light shining through the 
openings, presenting a very attractive appear- 
ance, 





New Farm Buildings Booklet 
Ready 


Approximately 1700 retail lumber dealers 
have asked for a sample copy of the new book- 
let “Southern Pine Farm Buildings” just pub- 
lished by the Southern Pine Association, New 
Orleans, La. The booklet contains 24 pages 
about practical farm buildings and equipment, 
and includes plans for’ five poultry houses, one 
range shelter, one catching crate, four hog 
houses, one self feeder, two alfalfa racks, two 
silos, one implement shed, one 800-bushel corn 
crib, one milkhouse, one greenhouse and one 
child’s playhouse. The booklets are to be dis- 
tributed at cost—20 cents each in lots of 100 
or more. 





Hersert C. VENO Co., operating a retail yard 
in Newton, Mass., at the suggestive address, 
11 Easy Street, has adopted the slogan: “Lit- 
tle Sticks or Big Timber Service.” The trade- 
mark is a truckload of large timbers. 








Small-Town Dealer's Display Helps Sell 


New Haven, Inp., Oct. 5.— 
Must a dealer be in business in a 
big city to make an up-to-date 
sales office worth while? A. E. 
Federspiel, manager of the New 
Haven Lumber & Supply Co.,, 
doesn’t think so. New Haven is 
a small town less than ten miles 
east of Fort Wayne, and the local 
yard is affiliated with the Stand- 
ard Lumber & Supply Co., of Fort 
Wayne. In fact it was Carl Hoff- 
man, salesman at the Standard 
yard on Leesburg Road, who told 


the visiting AMERICAN LUMBER- 
MAN representative about the 
splendid office in the suburb. 


“They handle everything out 
there,” he said, “that is in the 
lumber and building materials line. 
And they sell it, too.” Of course, 
the writer had to see how the of- 
fice was arranged to “sell it, too.” 

The accompanying illustration, if 
studied carefully (the picture was 
taken from near the entrance), will 
give a fairly clear answer to part 
of the question of “How do they 
do it?” This company chooses 
carefully those products that the 
residents of the community will be 
wanting to buy. Then, it is not a 
bit backward about letting cus- 
tomers know what products it has 
for sale. It is located on the 
town’s busiest street, and people 
when they pass by can easily see, 
through the large plate-glass win- 
dows, the building materials and 
specialties. 

For example: “We delivered a 
barn job of shingles this morning,” 
said Mr. Federspiel. Isn’t it rea- 
sonable to suppose that the large 
poster, telling about the advan- 
tages of good XXXXX red cedar 
shingles, had something to do with 


Makes 


JEFFERSON Clty, 


years,’ said H. V. Guhleman, 


Scruggs-Guhleman Lumber Co., “we have been 
kiln-dried, end-marked 
lumber, and during that time we have shown 
a steady increase in trade, mcnth by month, 
year by year, and this increase has been main- 
tained in 1930 and 1931, despite the universal 
Our best side-line has been paint, 
and though we are a strictly retail company, 
and our trade as a rule is confined to a radius 
of 15 or 20 miles, we dispose of more than 
Wire fencing, 
roofing material, and cement are all good sup- 


handling nothing but 


depression. 


two carloads of paint a year. 


plementary lines.” 
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that sale? Well, it did—had 
plenty to do with it. The customer 
knew, when he entered the lumber 
store, that his barn needed a new 
roof; the poster told him some 
specific things about a roof, and 
spurred him to immediate action. 
Some of the other things that 
the writer found in this bright 
cheery display room (no, the cus- 
tomer here does not have to go 
back in the yard somewhere to 
hunt up a yard man) are shown in 
the picture, also. Dominating the 
scene is the Bessler disappearing 
stairway, a device that always at- 
tracts attention and when dis- 
played and demonstrated usually 
creates a desire for one like it. 
At the foot of the stairway is a 
demonstration set of National barn 
door hardware, such as may be 
found in many retail lumber stores, 
and to the left of that may be 
seen part of a Majestic coal chute 
door, beyond which are samples 
of Creo-Dipt stained shingles. In 
the right background a coat is 
especially noticeable; this hangs 
on a little device for clothes 
closets, so designed that it will ex- 
tend forward to accommodate a 
half-dozen wraps, and the further 
it is extended the further apart 
are the coat hangers. The stock 
of Frantz hardware and Chantrell 
locks is complete indeed for a town 
of this size. The company sells 
Martin-Senour paints, Rogers’ 
brushing lacquer, and Wooster 
brushes, and finds Dri-Brite floor 
wax an especially popular item. 
At the time of the writer’s visit, 
redwood porch boxes and brilliant 
white trellises were good items for 
display, and samples may be seen 
in the left foreground. In the 


Effective Use of Mailing Lists 


Mo., Oct. 5.—‘“For five 


secretary 
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“There’s a reason” for this steady growth, 
and Mr. Guhleman told it: 
a firm is making a drive on any particular line, 
such as paints, in spring or fall, all methods of 
publicity must be adopted, but for steady, all- 
year-around pulling power there is nothing that 
equals the direct mail appeal. 

“In order to make this effective, however, 
mailing lists must be kept strictly up to date. 
Every envelope that goes out of our office bears 
the legend, ‘Return postage guaranteed.’ 
we know whenever a letter fails to be delivered, 
due to removal or some other cause. 
diately upon receipt of the returned letter we 
go through our files and take out that name. 





October 10, symmoctober 16 
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background is a beautiful set of 
Sellers’ kitchen cabinets, of the 
built-in type, that Mr. Federspiel 
finds attracts many customers. To 
























































































































































































































Your customer must know that you have the products to sell, and th 
way to let him know that is to display the products, says A. E. Fede} 
spiel, manager of the New Haven Lumber & Supply Co., New Haven, 
Ind.; knowing that you have the products, the customer wants to know 
if they’re really the best, and so your display must be such thé 
you can show him the quality built in; if, having these requisite, 










your products are what the community needs and can buy, you will wif, FREEPC 

; ~~ a .. +. .ppthis city, 
the right of it is a built-in tele- Red Top steel post, which is it hetter tt 
phone cabinet. Nearer the win- own best advertisement, and thy printed : 
dow was a display of Johns-Man- dealer handles a great variety @® monthly 
ville asbestos shingles, and there woven wire fence. The s 















Consequently we are never circularizing del 
addresses. 

“We have a general list of about one thor 
sand names, and new ones are constantly being 
added. We also have a number of special liss 
Some of our items are of interest to all of @ 
patrons, but many of them appeal only to ef 
tain classes, so we have lists of painters, @ 
penters, contractors and users of builders’ 
ware. Likewise we have a men’s list and @ 
of women. 

“One of our most valuable lists is thatd 
home owners and prospective home buildes 
which embraces about 300 names. Every matt 
we send these people information regardit 
building, remodeling and improving homes, 2% 


“Of course, when 


Thus 


Imme- 











Front and side view of store and office building, with sheds at rear 









= suggest that they come down and consult Vo 
regarding any improvements they wish to make 
“Another large and very valuable list is th the cus 
of the farmers. In order to get this, we greets 
low right after the rural mail carrier and 4 pleasar 
the name and box number of every pers The 
on his route. Thus we have a rural mail tends 
list that is 100 percent complete, embrac The 
every family served by the Jefferson City po of a fe 
office. We circularize or send a form letter! lo the 
every name on our general list every mol world 
always talking about something timely, ® oe 
mentioning the item several months before ® oy t= 
need for same will be felt. In this way ™ he 
talk of lumber, fencing, garage heating, pa! te oo 
etc., each in its appropriate season. The 5... a 
cial lists also are covered each month, 200% ing ¢, 





two weeks after the general list, and as 





er 10, ymoctoder 10, 1931 
f the specials are likewise on the general list, 
he majority hear from us regularly twice a 


es to our paint section—which I con- 
ider our best selling side-line—we give this 
; prominent display in our salesroom. In addi- 
‘on to displaying the goods on open shelves, 
hey are also stacked in tiers beneath the tables, 
here many small items are shown in the open 
stock fashion. At one side is an alcove, with 
aliboard painted in different colors. This al- 
ove is roofed over, and the porticos serve to 
display a number of varieties of roofing mate- 
rial. Within the alcove are a table and several 
chairs, painted in harmonizing colors, which 
bre frequently changed. Beside the alcove is 
4 tall rack in which brushes for every purpose 
are displayed. a 

“Twice a year painting demonstrations are 
given in this alcove, in connection with a paint 
sale. The demonstrator shows how easily paint 
can be applied in the home by the housewife. 
Before these demonstrations, our entire general 
list is circularized with paint leaflets, and in 
addition direct mail letters are sent to our 
women’s list, concerning lacquers, paints and 
enamels for interior decoration; to the men 
concerning paints for houses and garages; and 
to the farmer concerning paints for both inside 
and outside use. Thus, every patron receives 
two invitations to attend the paint sale and 
demonstration, the result being that our store 
is crowded on these dates, and the paint season 
gets off to an excellent start. Our newspaper 
ads at this season play up the value of paint 
as a preservative as well as an adornment, and 
our window displays feature quantities of paint, 
all of it of nationally advertised brands, which 
sell themselves without an exhaustive sales 
talk.” 
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uz will sell} Freeport, ILt., Oct. 5.—Accounts due Frederick G. Smith & Co., 

hich is # this city, lumber and fuel dealers, are being paid more than 50 percent 
Ich 1S better this year than they were during 1930. The reason is a small 

/ printed slip, a copy of which is reproduced herewith, enclosed with the 
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monthly bill, in place of the usual collection letter. 
The slip, devised by Alfred Rund, credit manager, wins a smile from 


Recommends Farm Building 
Modernization 


WasHincton, D. C., Oct. 5—A _ note of 
warning against too strenuous efforts to stimu- 
late new home construction on farms and in 
villages was sounded at the meeting here last 
week of the committee on farm and village 
housing which is preparing its report for the 
President’s Conference on Home Building and 
Home Ownership to be held early in Decem- 
ber. There are definite economic limitations 
which operate to limit the potential amount of 
new construction in this field, the sub-commit- 
tee on financing pointed out. It recommended 
that farm and village efforts be directed princi- 
pally toward stimulating reconditioning and 
modernizing of existing homes. 

Rural construction, committee members were 
reminded, differs essentially from urban dwell- 
ing construction, where there is always pres- 
ent a potential market for new units. In many 
villages one or two new houses could create a 
housing surplus and the need for new home 
construction is limited in proportion to the 
size of the community. New home construc- 
tion on farms depends largely on farm income 
in the light of actual family needs. New homes 
are principally fire replacements and are built 
largely out of insurance money. 

Farm and village structures need both mod- 
ernization and upkeep and it was urged that 
the committee keep in mind the possibility of 
stimulating owners to maintain equity values 
and insure family comfort through maintenance 
of their homes in good repair, enlargement and 
change of design along modern lines and in- 
stallation of modern living conveniences. 
Money for such purposes was reported avail- 
able on reasonably good risks. It was pointed 
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is, we {greets a collection letter. 


er and s pleasant mood, half of the collection battle is won. 

ery pers he average collection letter, no matter how politely it is written, 
‘al mail tends to make debtors assume a stubborn attitude. 

embracity The little slip, 31% by 5% inches in size, with text consisting merely 
City pote Of a few lines of type, stresses the value of cheerfulness and points out 
m letter @§ '0 the customer that it “is a goodly habit, both in its possessor and the 
ery monty World he is born to face.” At the bottom, the firm states that “in the 
imely, sm S4me cheerful manner we received and delivered your order, we now 
before tis k payment.” 

is way We ‘Counts of all persons who trade with the firm are carried for three 


ing, paifl months without any special attempt being made to speed payment. At 

the end of three months, however, all customers who have failed to pay 
are sent statements, but instead of writing a collection letter threaten- 
Ing suit if payment is not made, the Smith company merely attaches to 


The sp 
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d as mati 


Warehouse of Frederick G. Smith & Co. was formerly a factory 


the customer with its message, instead of getting the scowl that usually 
And when a customer can be kept in a 
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out that farm home financing is practically 
farm financing due to the close relationship be- 
tween the farm as a home and as a business 
unit. 

A home standard which applies equally to 
urban housing was submitted to the committee 
by the sub-committee on design and planning. 
It was designated as the “A, B and Six Cs” 
standard; A. and B combining artistic and 
beautiful and the Cs representing comfort, 
completeness, convenience, cofnmunication, cozi- 
ness and cost. This sub-committee has pre- 
sented a number of house plans meeting these 
requirements. They were obtained from such 
sources as the National Lumber Manufacturers’ 
Association, the Architects Small House Serv- 
ice Bureau, the United States Department of 
Agriculture and several agricultural colleges. 

Other farm and rural housing problems dis- 
cussed included tourist camps, Indian housing, 
migratory farm and factory labor housing and 
fishing and recreation village housing. 

The committee on farm and village housing, 
under the chairmanship of Dr. A. R. Mann, 
provost of Cornell University, comprises nine 
subcommittees devoted to studies of guidance 
and education; trends and needs; types of 
homes by regions and States; design and plan- 
ning; construction and remodeling; financing 
building and remodeling; beautification and 
farm plafning; housing and sanitation, and the 
housing of special groups. It has a large mem- 
bership, principally from agricultural colleges, 
economic, architectural, financing and Federal 
and State agricultural groups and services. The 
lumber industry is represented on this commit- 
tee by A. Trieschmann, of Crossett Watzek 
Gates, Chicago; and by Frank P. Cartwright 
and L. N. Ericksen, of the trade extension staff 
of the National Lumber Manufacturers’ Asso- 
ciation. 


Finds “Cheer” Message Aid to Collections 


the statement one of these little slips. 
customers respond immediately, and many of the others pay as soon 
as it is possible for them to do so, the firm has found. 

The Smith company during 1930 used the services of a collection 
agency exclusively in handling its accounts, but abandoned the metlfod 
this year in favor of the idea described. Besides keeping customers in 
a more cheerful mood and getting them to pay more promptly, the 
methed also saves a large part of the money formerly required to han- 


More than 60 percent of the 


The Smith firm carries a total of approximately three thousand ac- 
counts, of which an average of about eight hundred are active. 

This company was established in Freeport eight years ago by Freder- 
ick G. Smith and his son, J. Fred Smith, one truck and three teams 
being used for delivery purposes. 
expanding business made necessary the addition of three more trucks, 
and today the firm employs eight trucks for delivery and is still grow- 
ing both in size and in popularity with the people of Freeport. 

The lumber yard consists of approximately five acres of ground, ex- 
tending from one of Freeport’s principal business streets back to the 
Sixteen persons, including five office workers and 
eleven men in the yards, are employed by the firm. 

The lumber warehouse used by the Smith company was a factory 
building until taken over by the Smith firm eight years ago. 
length of 700 feet, a width of 100 feet and height of two stories, the 
structure was easily converted into a building ideally suited for lumber 


Two years after its start its rapidly 


With a 














Cheerfulness 
‘*Cheerfulness is a goodly habit, both in its 


possessor and the world he is born to face.” 
In the same cheerful manner we received and 
delivered your order, we now ask for payment. 


The attached statement shows the amount due. 


FREDERICK G. SMITH & CO. 














Reproduction (somewhat reduced) of slip enclosed with monthly bills 
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During the last twenty-four years the writer 
has tried out various systems of “Credit and 
Collections” records and changed them several 
times. The present system has been in use 
about two years, and is an outgrowth of years 
of experience. Credit today is a very intricate 
matter. Just whom to trust and whom not to 
trust is a problem. The man who had a good 
record for payment in 1929, after the grind of 
two years of depression might today have be- 
come a poor risk. Many have lost all they had, 
while the man with the poor record surely has 
become a poorer risk. In extending credit to 
an individual we are inclined to investigate 
what he was before “the slump,” as well as the 
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The name 
Each card is on a metal 
hanger and can be inserted and removed at 
will, A cabinet comprises eight shelves, which 
pull out and hang down for perusal 


One shelf of the card filing cabinet. 
is always visible. 
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way he has taken care of his accounts lately. 
It is true that many good risks have become 
poor, but usually the good customer of the past 
does not buy goods unless he sees where he can 


pay for them, and he 
stops buying when he 
sees a decline in in- 
come. That is partly 
the reason he became 
a good customer. Un- 
expected reduction of 
income through cuts 
in pay would make a 
difference. 

At the annual con- 
vention of the Ohio 
\ssociation of Retail 
Lumber Dealers, held 
at Columbus, Ohio, in 
1929, when the writer 
earned the first prize 
offered by the associa- 


tion in a contest on 
“Credits and Collec- 
tions,” he declared 


that his company (The 
Portage Lumber & 
Building Co., of 
Akron, Ohio) had 
charged off one-ninth 
of one percent as 
losses for the preced- 
ing year. This state- 
ment made quite an 


impression, and it was made possible by the 
fact that we go thoroughly into a man’s right 


to credit. 


When we are asked for credit, we make out 
a credit card which when completed and ready 
for an O.K. goes into a credit file which shows 
one name above the other for a space of twelve 
inches in each shelf of file. 
two such cards, one overlapping the other, is 
shown in the accompanying illustration. 

We can find a name for future reference by 
This cabinet is loose leaf and 
subdivided alphabetically. 
the Akron Credit Bureau, and the information 
we ask for and enter on the card enables the 
bureau to get us accurate information. 

In making out the card we first date it in 
order that we may know when we secured the 
bureau report, and can refer to this date when 
asking for a later and uptodate report. To 
identify the party easily for the credit bureau, 
we ascertain his trade and enter that. 


almost a glance. 
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A Retail Credit and Collection 
System That Works 


Part |—The Credit Card 














By RALPH B. WILSON 
Secretary-Treasurer and ; 
Credit Manager, 

The Portage Lumber & 
Building Co., Akron, Ohig 


times a man has moved just prior to his asking 
for credit, and a present address would ny 
amount to much: therefore we ask and enter 
on the card his former addresses, so that hj 


Date 9/ 20/ 30. His Trade (Carp.-Plast.-Mason, etc enter 
Former address 175 | Mc Gowan Former naiinees Smith _ — 
Reference O'Neil Co. Open or closed ( CLOBEG) aad § yas 
_M.M.Co. Report ACCount $100.1929 June apo.Paid July 1929 0.x. 
_ Reference ¥ CAGET Co. Open or closed (Open __) Add. 8.Mai ee 
M.M.Co. Report Just opened.Former apc. 0O.K. 
_Reference Lyman CO. Open or closed ( Clo ged) Add. John 
M.M.Co. Report ACCount 1928 Pd.es aggreed wing ¥256,0 
Reference Builders Co. Open or closed OpCn™ ) Add. S.Main 
M.M. Co. Report_ ApC .$250,00 June 1929 Pd,July 1 c 
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Our experience: Sold 7 1019 8 $s 0 Paid 19 Remarks 
Ont Sold 7/101928 $150.00 Paid 9/1 1928 Remarks OK, 
Our experience: Sold 19 $ Paid 19 Remarks 

onionpinenanineteentioisitis 
Our experience: Sold 19 $ Paid 19 Remarks 

inant 
Date 19 Our experience as of this date 

— | 
Date 19 M. M. Co. report as of this date 





(over) 


Address 975 E.Exchange St. OK-orNGlp y | 





Name Johnson, Alex. 








NomJones, William Adie 565 S.Main St. OK NG.§1.g,1 


The reasons for the inclusion of the data on this filing card are given 
in the accompanying article. The black line separates the overlapping 
upper card from the one below 





record at the different addresses may be learned, 
Next come the references he gives us, to those 
with whom he has carried accounts, and s0 
that the bureau may locate the account easier, 
we make notation whether it is an open or 
closed account. Most firms have different files 
for paid and unpaid accounts, which system 
makes them easier to find. The lines which 
have the “M.M. Co. report” are for the record 
of what is reported to us. Where we have sold 
a party before and he wants credit again, we 
enter our previous experience on the line, “Our 
experience.” At the bottom come the name, 
address and a space for entering O.K. or N.G. 
as the case may be, for quick reference. This 
card is reversible, and can be used for other 
accounts or to bring up to date from time to 
time the credit record of a particular customer 

[This is the first of a series of articles on‘ 
credit and collection system, others of which 
will appear from time to time. Watch for sue 
ceeding installments.—Ep1ror. | 
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Develops New Type of Boiler 


New York, Oct. 5.—Announcement has been 
made of the recent development of a new type 
of boiler which provides a logical solution to 
the problem of insuring adequate circulation 
liberation 
severe conditions of operation. 
now being offered to the steam generating in- 
This multiple circulation boiler de- 
parts from the conventional design in two direc- 
tions—tube arrangement and steam liberation. 
The tubes in the first pass of the boiler are 
arranged so that half of them enter the front 
drum and the other half the middle drum. In 
the second pass the tubes are so arranged that 
half of them enter the middle drum and the 
other half the front drum. 

The unique tube arrangements effect a dou- 


and correct steam 


dustry. 


ble circulation in the boiler; one circulation 
up half the tubes in the front tube bank to the 
front upper drum, then down the tubes, rut 
ning into the middle tube bank to the lower 
steam and water drum. The other circulation 
is up the other half of the tubes in the front 
tube bank, which run into the middle uppet 
drum; then down half the tubes in the midde 
tube bank to the lower steam and water drum 

In order to assure dry steam production, the 
steam circulators are increased in number ovt! 
the conventional design. The further change 
of design consists in connecting the steam cr 
culators from both the front and middle drums 
directly into the rear drum. This effects tw 
improvements over the conventional _ boiler: 


under the most 
This boiler is 








namely, drier steam and greater steam velocity 

This new type of boiler was developed by é 
well known engineering corporation of this 
city. 
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A Home for Educated Hens 


It’s Insulated, Ventilated, and Heated 


Eggs that are so good the customers will- 
ingly go or send out to the farm and there pay 
59 cents a dozen when they could have the best 
of “ordinary” eggs at only 40 cents, delivered— 
eggs for which, in spite of the price, there is 
always a demand greater than the supply—such 
are the products of the “Cackle Farm” near 
Bensenville, Iil., a Chicago suburb: and the man- 
ager, Eric A. Stake, believes that hens that lay 
these truly “golden eggs” should be well kept. 

So a new home, with all modern hen conven- 
iences, is nearly completed, and the accompany- 
ing illustrations show how it looked last week 
when a representative of the AMERICAN LuM- 
BERMAN visited the place. The building when 
completed (this will be within a few days) will 


second floor, where only a small area then re- 
mained to be paneled. The upper part of the 
building is divided into the stair lobby and two 
compartments each 30 feet long and 28 feet 
wide, with Insulite termite board partitions be- 
tween. Before Mr. Stake enters one of these 
compartments he always knocks on the door, so 
the hens will know he is coming, and as a result 
his entrance causes no excitement whatever, a 
sharp contrast to the usual happenings in a hen 
house. -All parts of the building have forced 
ventilation by means of an electric fan, instead 
of the syphon system commonly used. 

Two dealers had a hand in furnishing the 
materials for the poultry house. The Best Built 
Co., a Chicago firm, furnished the lumber and 
roofing. This included 





ten 20-foot lengths of 
6x6-inch Douglas fir 
timbers for center sup- 
port of the second floor ; 
3,000 feet of 2x8-inch 
shortleaf southern pine 
for the joists; 8,000 feet 
of southern pine 2x4s of 
various lengths, for the 
studding; 4,000 feet of 
1x6-inch pine for the 
roof boards; and 3,500 
feet of No. 1 clear 
Douglas fir drop siding. 
The flooring is 1x6-inch 








The south side of the new poultry house nearing completion at the 


“Cackle Farm” near Chicago. 


is one of the air intakes. 


have forced ventilation, heating and insulation 
to maintain an even temperature at all times, 
will have running water which will be luke- 
warm in winter, for the hens to drink, and in 
addition to the plentiful sunlight let in through 
the windows will have also artificial lights with 
a clock-switch attachment that will illuminate 
the place early in the morning and keep the 
fowls in perpetual ignorance of just when dawn 
is supposed to be. The two-story structure, de- 
signed by Mr. Stake, is 71 feet long and 28 feet 
wide; the lower part will house 3,000 chickens, 
and the upper floor, already practically com- 
plete, now keeps nearly seven hundred hens 
happy, comfortable, and laying eggs. 
_ An outstanding feature of the poultry house 
is the way it is insulated. It is the first instal- 
lation of the Insulite Co.’s new “termite board,” 
which was announced to the trade only a short 
time ago. Five thousand square feet of termite 
board were bought for this building, after Mr. 
Stake had tested the material by his own 
method. This method was to hang a piece of 
it in the poultry house, within easy reach of 
the flock, to see if the hens would peck at it 
as they sometimes do with a light-toned insula- 
tion. The soft brown color of the termite board 
did not anger the hens, or arouse their curiosity, 
or whatever it takes to make a hen peck at a 
board, and at the end of the probation period 
it was in perfect condition. This, combined 
with the lice-resisting properties of the ma- 
terial, and the fact that it is not damaged by 
moisture, thoroughly sold Mr. Stake on Insulite 
termite board. So all the interior was paneled 
with it, in a manner best described by the pic- 
tures themselves. The cracks were filled with 
plaster, 

The picture of the interior, showing the 
white leghorns “at home,” was taken on the 


Note the casement windows, by means 

of which plenty of sunshine is assured. In the center of the building 

is an electric fan which keeps fresh air circulating, and at either end to 

Nearly 20,000 feet of lumber were used in 

this structure; also it is the first installation of the Insulite Co.’s new 
Termite Board, 5,000 feet of which were required 


tongued - and - grooved 
southern pine. 

With this material 
ordered, Mr. Stake sent 
Albert Wille, of 
Mount Prospect, a near- 
by suburban dealer in 
lumber and building ma- 
terial, for the cement, 
sand and gravel for the 
concrete floors and foundation. When Mr. 
Wille learned what was to be constructed he 
started to talk insulation to him, and the poul- 
try raiser was interested. But he didn’t want 
any “ordinary” insulation. So Mr. Wille re- 
membered that the Insulite company had just 
brought out a new product that should exactly 
fill the bill. He got in 
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There still was much work to be done on the 

ground floor when this picture was taken. Here, 

too, the walls will be covered with the termite 

board, and this place will house 3,000 little 
chickens 


things, we get kelp from the Pacific Ocean, 
which contains organic iodine, and the fact 
that the eggs are iodized is another reason they 
bring such a premium. 

“Normally we sell about three cases, of 30 
dozen each, a day from these hens and those 
in the other poultry houses. The buyers come 
here for them. It is principally a Gold Coast 
trade, or hospitals or others who want them 
for special reasons of health. One big Loop 
hotel wanted us to contract to supply its needs, 
but I didn’t think we could do it, and I’ve had 
to turn it down, along with some other similar 
offers.” 

It is interesting to note, incidenta/ly, that 
the establishment’s odd name, “Cackle Farm,” 
is a registered trade mark, and will be used on 
all the cartons and crates full of eggs. 

—_—_—_———— 

MorE THAN 8,000,000 trees will be planted 
on about 12,000 acres of Federal forest lands 
in the Lake States area, comprising Wisconsin, 
Minnesota, and Michigan, this fall, according 
to H. Basil Wales, assistant regional forester, 
with headquarters at Milwaukee. 





touch with the manu- 
facturer’s Chicago office, 
and immediately E. F. 
Fagan got on the job. 
The termite board eas- 
ily passed all tests, as 
mentioned above, and 
the sale was made. 

“It is imperative,” 
said Mr. Stake, “that 
the temperature of the 
poultry house be kept 
constant; if the hens 
are not kept in the best 
of health they do not 
lay as many eggs as 
they otherwise would. 
They must have plenty 
of light, too, and that 
is why we are using 
casement windows in- 
stead of the type so 
commonly used, the kind 
that hinges at the top. 











We can open these win- 
dows wide and let in 
the direct rays of the 
sun, unstopped by glass 
or anything else. We 
are careful about how 
and what we feed them, 
too. Among other 


ket. 


In one of the upstairs compartments, where more than three hundred 
white leghorns contentedly eat kelp from the Pacific Ocean and lay 
iodized eggs that sell for fancy prices on Chicago’s “Gold Coast” mar- 


Here one sees how the walls are covered with the termite board, 
which gives the necessary insulation while keeping out lice; also, the 


hens do not peck at it 





National Production, Shipments and Orders 


Wasuincton, D. C., Oct. 5.—Following is the National Lumber Manufacturers’ 


AMERICAN LUMBERMAN 


Association report for the week ‘ended Sept. 26, and for 


October 10, 193) 





thirty-eight weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with Statistic; 


of identical mills for the corresponding period of 1930: 


ONE WEEK 

Softwoods: 

MOUGOT Fime. AAGOGIAtISR sc cvcccccccscccvers 
West Coast Lumbermen’s Association 
po RR eee 
California White & Sugar Pine Mfrs.’ Assn.. 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
North Carolina Pine Association............-. 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


PE <span ceed eves ranean de ebenes 
Cee SEE cctciceees ese Kens.eesucceeneee 
THIRTY-EIGHT WEEEKS 
Softwoods: 
Southern Pine Association.......cccccccsccce 
West Coast Lumbermen’s Association........ 
Western Pine AGBOCIION. cc cccccseccsvvececes 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
North Carolina Pine Association............. 


See DOE éoced dee cdeccdhseennebenves 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Wetted HarBWGGGS ccccccceccesccsevevences 
CE SEES cc cdckce ees ererivensseseecesene 


*Average weekly number, 





- oe 











Percent 





P ' 

Shipments of 1930 Orders of jy 
31,122,000 70 27,615,000 62 
99,601,000 74 85,908,000 68 
23,164,000 61 20,809,000 55 
11,991,000 77 10,303,000 57 
2,596,000 81 3,192,000 117 
1,321,000 78 988,000 64 
4,617,000 71 4,936,000 100 
174,412,000 71 153,751,000 ¢g 
17,714,000 82 16,866,000 75 
1,476,000 63 1,141,000 87 
19,190,000 “80 : ~ 18,007,000 h 
193,602,000 72 171,758,000 66 
,329,426,000 79 1,318,254,000 80 
7,238,000 76 5,878,334,000 76 
,044,412,000 78 1,002,264,000 77 
604,120,000 88 595,892. 000 83 
,944,000 71 97,500,000 73 
50,466,000 69 $7,499,000 70 
168,734,000 92 1 15,560,000 87 
5,940,000 “78 7,085,303,000 “18 
710,617,000 82 709,048,000 87 
$2,836,000 68 79,959,000 81 
793 3,4! 53,000 81 _ 789,007,000 "86 
8,1 29° 393,000 78 7,874,310,000 78 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Oct. 5—Following is a statement for six associations of the gross 
stock footage Sept. 26, and the percentage relationship of unfilled orders to stocks: 


—Association— 
Southern Pine ASGOGIGGMOCR. «oc ccccccececcccocees 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs. Assn...... 
Northern Pine Manufacturers’ Association...... 
Hardwood Manufacturers’ Institute............. 





West Coast Review 


{Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WasH., Oct. 7—The 226 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 


week ended Oct. 3 reported: 


Production 82,975,000 


Shipments 102,715,000 23.79 over production 
Orders 93,: 353,000 12.51 over production 

A group of 345 mills whose production re- 
ports tor 1931 to date are complete, reported 


as follows: 


Average weekly operating capacity 299,088,000 


Average weekly cut for 39 weeks— 


1930 ob.ed eae de dee ee 158,918,000 
[De wad ehehan mow de had daeitoe 120,550,000 
Actual cut for week ended Oct. 3. 94,239,000 


, Whose production for 
the week het ry 3 was 82,875,000 feet, re- 


ported distribution as follows: 





ports of production, 
complete for 1930 and 1931 to date, reported 


verlag and 





Sales Exceed Output - 8 Percent 


[Special telegram to 
WASHINGTON, D. C., Oct. 





tions for the week ended Oct. 3 reported to the 
production aggregating 151,283,000 feet, shipments, 
This week’s figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association.. 
Western Pine Mfrs. Association....... 
Calif. White & Sugar Pine Mfrs. Assn 
Northern Pine Mfrs. Association............ 
Northern Hemlock & Hardwood Mfrs. Assn 
North Carolina Pine Association 
Totals, softwoods .......... e 


Hardwoods— 
Hardwood Manufacturers’ Institute.. 


Totals, hardwoods 








AMERICAN LUMBERMAN] 


hundred and forty-nine softwood mills of seven associa- 
Lumber Manufacturers’ 
181,477,000 feet, and orders, 


er 


West Coast Lumbermen’s Association. . ng cteldh eae 


| Fed 
to cote 


t-1-10000 010" 


| 








’ 
i) 


eee eee eee eee eee 


Northern Hemlock & Hardwood Mfrs. Assn...... 








Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PortLanpb, Ore., Oct. 7—The Western Pine 
Association reports as follows on operations 
during the week ended Oct. 3: 
Total number of mills reporting, 83: 


Actual production for week..... 21,656,000 
SINE eee gia Btane: gab alcerwiarics 22,944,000 


COPGOO POCCTTOD onc cc vceceas vee 20,968,000 
Report of 60 mills: 
Operating capacity ......<ccceces 68,816,000 


Average for 3 previous years... 39,765,000 





Actual production for week..... 20,600,000 
Report of 76 mills: 
Average production ............ 40,994,000 
NO arr ere 78,078,000 
Stock on hand—Oct. 3.......... 1,284,737,000 
Identical mills reporting, 60: 
Production 
Operating capacity .......... 68,816,000 
Average for 3 previous years. 39,765,000 
Week ended Week ended 
Oct. 3, 1931 Oct. 4, 1930 
Actual for week.. 20,600,000 33,701, 00 
Shipments........ 21,375,000 38,298,00/ 
Orders received ... 19,581,000 $5,572, 00 
Identical mills reporting, 74: 
Production— 
Average for 3 previous years. $(),602,000 
Week ended Week ended 
Oct. 3, 1931 Oct. 4, 1930 
Unfilled orders..... 77,532,000 140,244,001 
Gross stock on 
ME Seeks oed woe 1,265,093,000 1,274,419,00 





Southern Pine Report 


New Or-eans, La., Oct. 5.—For the week 
ended Sept. 26, Saturday, 131 mills of total 
Capacity 137 units (a unit representing a 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Associ 
tion : 
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Production— Cars? Feet Ave. tual 
Aver. 3 years. ... 57,217,000 ; see 
[ee ... 27,211,000 

Shipments* ....1,571 32,991,000 





Orders 


Received* ....1,410 29,610,000 51.75 108.- 


On hand end 
weekt ........3,836 80,556,000 


*Orders were 89.75 percent of shipments. 
+Car basis is 21,000 feet. 


tOrders on hand at above 131 mills showee 
a decrease of 4.03 percent, or 3,381,000 feet, 


during the week. 
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Census Bureau Delivered Prices 


WASHINGTON, D. C., Oct. 5—The Department of Commerce has secured through the bureau 
of the census the following prices per thousand for lumber items and per hundred square feet for 
shingles, as the average paid Sept. 1, by contractors for material delivered on the job, these being 
selected from the complete list: 


Flooring, 1x4” Shingles, Extra 








No. 1 Dimension, Common 10to 16 r,16” 
S1S1E, 2x4—16 Boards Southern Douglas ee ore 
Southern Douglas 1x6” pine fir Red 
pine fir No. 1 “C” eg. No.2v.g. Cedar Cypress 

New Haven, Conn.............. $40.00 $32.00 ois eagle $5.50 
New Bedford, Mass i eraiueal Ganka: ee 36.00 32.00 80.00 65.00 "5.00 
poughkeepsie, N. Y...........+. oe 40.00 32.50 ss 75.00 casas 
Rochester, N. PR reer Cee 39.00 45.00 37.00 75.00 80.00 4.50 
Buffalo, N. ‘ SSS eS ee ee 36.00 pied 34.00 85.00 eee 5.25 
paterson, N. J.....-seeseeccoes atnia 40.00 35.00 80.00 75.00 6.40 ea 
Philadelphia, Pa, ..........e0ee 35.00 40.00 37.50 75.00 72.50 6.60 7.75 
Baltimore, Md. .......-ececcees 36.00 40.00 33.00 75.00 75.00 6.50 7.50 
ee OS eee 40.00 40.00 Rte 70.00 60.00 5.00 5.00 
TomIsville, BY. wccceccceccccscs 35.00 er 30.00 70.00 5.00 
Milwaukee, Wis. ............... ae sata — 70.00 ree 6.00 
TOE, MO. cc csc vccesecesoes 34.50 37.00 36.00 52.00 55.50 4.48 
Tenmeae CIty, MO... cccsecicens 38.50 38.50 68.00 75.09 1.40 
oe eee er s* 47.00 es sien 75.00 4.00 
ee Es | err 22.50 22.50 =e 45.50 4.00 
San Franciscg, Calif........... 20.00 20.00 aaetehin 45.00 4.00 
Seett, WARM. occ cec'ee ones cece 12.00 11.00 28.00 1.75 






: aN 

SOLID TRAINLOAD OF 108 CARS SHIPPED BY = ~~ 
. SUGAR PINE LUMBER CO. INC. , 
[BePtNEDALE CALIF, SEPT. 21, 193) 


._ —— 
- 
_ 








This notable shipment, as reported in a previous issue of AMERICAN LUMBERMAN, is now being 
distributed in the retail lumber yards and industrial plants in eastern territory 





do not know it.” Mr. Oxholm’s observations 
on this point are supported by United Kingdom 
and other market statistical reports showing 
that American sales have suffered less rela- 
tively from Soviet competition than have those 
of important European competitors. 

In European construction methods, which he 
investigated, Mr. Oxholm sees the possibility 
for introducing domestically certain economies 
which will call for utilization of species and 
grades not generally considered available for 
such purposes at this time. European engi- 
neers and builders, he reported, by the appli- 
cation of certain engineering principles to wood 
construction in connection with the use of 
other materials, are today employing certain 
qualities and species of wood which we in this 
country consider unsuitable for the purpose. 

Farsighted legislation characterizes forestry 
control in Europe, he reported, timber cutting 
and timber growing regulation being considered 


Recommends Program of Euro- 
pean Consumer Education 


w ASHINGTON, D. C., Oct. 6.—American lum- 
ber is not commanding the price abroad to 
which its quality entitles it, in the opinion of 
Axel H. Oxholm, director of the National Com- 
mittee on Wood Utilization, U. S. Department 
ot Commerce, who has just returned from a 
comprehensive investigation of European mar- 
kets and a study of forestry practices there. 
Mr. Oxholm also recommends a program of 
consumer education in European markets. He 
will make a full report on conditions which he 
lound abroad to Secretary of Commerce Lamont 
and to the U. S. Timber Conservation Board. 
r “In Proportion to its real worth,” he said, 
American lumber today is probably sold at 
lower prices than lumber from any other coun- 
ity. We have quality products, and apparently 
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of basic importance and being officially invoked. 
While our export market is not likely to be 
affected for many years, England, he states, 
learned a lesson from the war, and so as not 
to be caught short-handed again, is engaged in 
what Mr. Oxholm describes as the most exten- 
sive forest planting scheme in the history of 
the world. 





Lumbermen to Be Represented 
at Building Code Hearing 


Mapison, Wis., Oct. 5.—Gordan E. Nelson, 
building commissioner, has announced that pub- 
lic hearings on the new building code recently 
adopted by the common council will be held 
in the council chamber on Wednesday, Oct. 14, 
beginning at 2 p. m. These hearings will be 
conducted by the special committee which pre- 
pared the new code. Headed by J. J. Fitzpat- 
rick, key man for Hoo-Hoo in this territory, 
and assisted by J. B. Westover, building code 
expert of the National Lumber Manufacturers’ 
Association, local lumbermen are preparing to 
present recommendations for certain changes in 
the code that will be more favorable to lum- 
ber and at the same time meet all the require- 
ments of a modern building. code. This lum- 
bermen’s committee is composed of R. J. Con- 
nor, of C. C. Collins & Son; Mr. Cole, of the 
Gateway Lumber Co.; Mr. Kelly, of the Capi- 
tal City Lumber Co.; C. W. Davis, of the 
C. W. Davis Lumber Co.; William Marling of 
the Marling Lumber Co., and J. S. Timlin, of 
the J. S. Timlin Lumber Co. Architects and 
members of the Real Estate Board also are 
taking an interest in bringing about desira- 
ble revisions of the building code. Mr. West- 
over has prepared an exhaustive review of the 
code and is offering a number of helpful 
changes. 


Walnut Users Are Offered 


Free Services 


If the industrial user can sell walnut products, 
or if the architect can be persuaded that it is 
to the advantage of himself and his clients that 
they be specified, the walnut manufacturer will 
undoubtedly sell walnut lumber and veneer. So 
to help users, architects and lumber distributers, 
free services are being offered by the American 
Walnut Manufacturers’ Association. Secretary- 
Manager Burdett Green has made an attempt 
to set forth to users, and merchandisers also, 
the kind of services the association offers to 
supply promptly and without cost. It will co- 
operate in the merchandising of walnut products. 
To retail distributers it will give personal assist- 
ance of technicians in selling the use of cabinet 
woods on specific projects, instead of alternative 
materials, and will provide displays of treat- 
ments of walnut veneers that in their matching 
and character of finish are new and unique. It 
will provide technical data on the physical 
properties of walnut and its application to any 
specific purpose, provide information gathered 
from many sources as to uses of walnut in 
industry or architecture, and will give informa- 
tion as to the source of walnut lumber and 
veneers, particularly of unusual items. Those 
having walnut merchandising problems are cor- 
dially invited to write to Secretary-Manager 
Green at 616 South Michigan Avenue, Chicago. 








Employees Insured Under Group 
Plan 


MARSHFIELD, Whis., Oct. 5.—The Roddis 
Lumber & Veneer Co., of this city, recently has 
taken out a group life insurance policy, totaling 
$207,000 and covering 187 employees. The 
policy is of the contributory type, the employees 
paying a part of the premiums and the company 
assuming the remainder of the expense. The 
protection granted to each employee ranges 
from $500 to $3,000, the amount being deter- 
mined by rank and sex. 
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LOOKING AHEAD 


[By Alvan T. Simonds, President, Simonds Saw & Steel Co.] 


Wholesale prices have continued to fall until 
now they are at the level of 1913. In from 
thirteen to fifteen years after the inflated price 
peak which followed each great war, prices 
moved down to this level which is the normal 
(100) used for the purposes of this article. 
Then came a slight rise for a few years, after 
which prices again began to recede. In brief 
fluctuations but with a general downward move- 
ment, the extreme post-war low was reached 
in thirty to thirty-five years after the post-war 
peak. If we repeat the experience of the past, 
a rise in prices is about due. Banking leaders 
in Europe and America are urging that mone- 
tary influences co-ordinate and co-operate to 
bring about such a rise as speedily as possible. 
Price curves for some little time have been 
tending to flatten out instead of continuing their 
sharp downward slant. 

Since October, 1929, the purchasing power of 
the dollar has increased approximately 40 per- 
cent. In wholesale commodities, it will buy 
now practically as much as $1.40 would buy in 
September, 1929. For this reason many econ- 
omists, bankers and business executives believe 
a reduction in wages can not be avoided if we 
are to assure a return of prosperity. Of course 
many business managers have no choice. They 
must reduce dollar wages or quit. Others are 
not so hard pressed. Reducing dollar wages, 
however, does not necessarily mean reducing 
real wages. This depends upon how large a 
reduction is made. Study the chart carefully 
and it will be seen that any rise that we may 
reasonably expect according to past experience 
has little effect upon the present question of 
whether or not to reduce wages. We believe 
that a rising swing in prices will begin before 
long. It will mean improving business. 

Those who are willing to be guided by ex- 
perience since the war will be anxiously await- 
ing the index for the volume of industrial pro- 
duction for September. If this is lower than 
the August index, it will look “not so good.” 
If it is higher than August, they will bank upon 
the depression bottom having been passed. 
Since the peak in 1920, there have been four 
cyclical declining swings in the volume of in- 
dustrial production. This includes the present 
swing. The chart shows the years in which 
both August and September were a part of a 
cyclical declining swing, but did not mark its 
beginning or its end. It leaves 1931 in doubt 
for it now seems likely that August 1931 
marked the low. In no one of these swings was 
the adjusted index for August lower than that 
for September. In 1930 they were the same, 
but the October index was decidedly lower than 
that for August, indicating the decline was to 
continue. In every other case this was indi- 
cated by September being lower than August. 
Examining the unadjusted indexes, we find that 
in every cyclical downswing since the war Sep- 
tember is usually higher than August and Oc- 
tober always lower than September. In every 
cyclical upswing, September has always been 
higher than August and October always higher 
than September except in 1926 when Septem- 
ber and October were tied at the peak. 

If September, 1931, is lower than August, 
many will conclude, therefore, that the depres- 
sion low is still ahead of us. Of course, no 
one can present such proof as conclusive. It is 
possible that this year October instead of Sep- 
tember may give the correct forecast, as hap- 


pened in 1925 when September was lower than 
August and October higher and the correct 
forecast was that the upswing would continue 
into 1926 when September and October tied 
as peak months. In 1921, 1922, 1924 and 1928 
September was higher than August. If it is 
higher this year, many will feel confident that 
the upswing to the next cyclical peak has be- 
gun. Then confidence will be further increased 
if October proves to be higher than September. 
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There is a very general belief that the fal} gi. 
ways brings a seasonal increase. This js an 
error; but its existence may explain the almost 
unanimous prediction from the leading fore. 
casters that we shall have a seasonal improye. 
ment in business this fall. Whether the depres. 
sion low came in August or will come in De. 
cember next, economic factors indicate that 
1932 will be a year of revival. Ford spending 
millions on branch assembly plants which cap 
not show a profit “unless production is pegged 
at a high figure,” shows his confidence in the 
future even after nearly two years of extreme 
depression. Why should the great majority of 
those with less at stake lack his foresight ang 
his backbone? Can they expect to succeed with 
uncorrected myopia and a wishbone in place of 
a backbone ? 


Wisconsin Manufacturers Agree on 
Plan to Help Employees 


Mapison, Wis., Oct. 5.—Wéisconsin lumber 
manufacturers have signed an agreement with 
Gov. Philip F. La Follette, to maintain pro- 
duction during the next two years at 28 per- 
cent of the average for 1927, 1928, and 1929. 
The object of this agreement is to insure that 
each sawmill community in the State will have 
a fair share in the employment that can be 
offered by its sawmill industry. The contract, 
which marks the first practical attempt of an 
industry in Wisconsin to stabilize employment 
and production, has attracted widespread in- 
terest. About 75 percent of the lumber firms 
in Wisconsin have already agreed to the con- 
tract. 

The contract is the culmination of a num- 
ber of conferences between Gov. La Follette 
and his staff with practically all the large 
sawmill operators of the State. Following a 
meeting in Milwaukee during August, the first 
announcement of the plan was made, and de- 
tails have since been worked out. 

By means of the agreement, complete shut- 
downs, with consequent collapse of employ- 
ment in the communities affected, will be pre- 
vented. Gov. La Follette has been holding 
conferences with Wisconsin industrialists 
throughout the last ten months in an effort to 
analyze conditions and find practical measures 
to maintain employment. Emphasizing that 
the conferences are not seeking any single 
cure-all for present ills, the governor outlined 
his views to the executive council. 


To Rationalize Production and Marketing 


“This is a joint effort by industry in the 
State to create some order out of the present 
costly anarchy in marketing and production,” 
he said. “It is to stop the complete shutting 
down of plants. It is to apply to the lumber 
industry in Wisconsin some of the principles 
upon which the co-operative societies in other 
economic fields operate. 

“Naturally this contract is severely limited 
by economic conditions now prevailing in the 
industry. The field of competition is nation- 
wide. Nevertheless, efforts must be begun 
somewhere, and this is a start within the area 
in which we live. Likewise farmers who or- 
ganize a co-operative creamery do not sit back 
to await a nationwide organization. So the 
lumber industry in Wisconsin has expressed a 
determination to act, and has exercised its ini- 
tiative in acting now.” 





Adjusted Indexes of the Volume of Industrial Production 


IN CYCLICAL DOWNSWINGS 

Aug. Sept. Oct. 
sere 88 85 82 
rere 102 100 100 
eee 106 105 103 
SE ee 123 122 118 
| BEES Sees 91 91 87 
1931 ? ? ? 


IN CYCLICAL UPSWINGS 

Aug. Sept. Oct. 
ae 66 67 71 
ee 83 88 94 
| SR Se 89 94 95 
A 103 101 104 
aa 110 111 111 
eae 111 114 116 


The first paragraph of the agreement reads: 
“Regular employment of seasonal workers in 
the logging industry, and the steady employ- 
ment of workers normally employed in saw- 
mills, are among the first responsibilities of 
the lumber industry and are of vital impor- 
tance, not only to the industry, but to those 
who earn their living in other industries, to 
taxpayers, and to the State. Steady employ- 
ment, the rational uses of natural resources, 
fair practices, and reasonable profits and social 
and political stability would be promoted by 
better planned and more orderly production,” 

The present situation of the industry is out- 
lined in the contract. In the year ending 
July 1 this year, shipments of lumber by Wis- 
consin and Michigan mills were the smallest 
in any year of which there is a record. 


Committee Will Allot Production 


A committee of seven, representing the lum- 
bermen, and a committee of five appointed with 
the approval of the department of agriculture 
and markets, will supervise the carrying out 
of the contract, and will increase the produc- 
tion evenly throughout the industry as the de- 
mand warrants. 

O. T. Swan, Oshkosh, secretary of the 
Northern Hemlock & Hardwood Manufacturers’ 
Association, heads the lumbermen’s committee, 
which includes: W. A. Holt, Oconto; Charles 
A. Goodman, Marinette; J. D. Mylrea, Rhine- 
lander; C. J. Kinzel, Merrill; W. W. Gamble, 
White Lake; W. D. Connor, jr., Laona; and 
M. P. McCullough, Schofield. 

Members of the committee of five are: Prof. 
Harry Jerome, chairman of the University of 
Wisconsin department of economics; Dean 
Chris L. Christensen, of the college of agri- 
culture of the University of Wisconsin; A. J 
Altmeyer, secretary of the Wisconsin indus- 
trial commission and executive secretary of the 
legislative interim committee on unemploy- 
ment; Louis Schreiber, Oshkosh banker; and 
Hawley Wilbur, retail lumberman, Milwaukee. 
This committee of twelve will be in a position 
to make any changes in the allotment which 
are found to be necessary. 





Rearrange Shifts to Distribute 
Employment 


Tacoma, WasuH., Oct. 3—Lumbermen, seeing 
slight possibility of increasing their output dur- 
ing the coming winter months in the face of 
market forecasts, are turning attention to the 
problem of a wider distribution of their payroll 
money, to aid the unemployed. A number 0 
the large mills are rearranging shifts, so that 
more men will be employed without increasing 
the output. Some are working 6-hour shifts 
instead of 8-hour, for this reason. 
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Committee Appointed to Keep 
Lumber in Forefront 


New OrLeans, La., Oct. 5.—Formation of a 
standing committee of seven members to repre- 
sent the local lumber industry in securing the 
use of wood in building projects where this 
material should be placed, has been effected fol- 
lowing a concerted effort to replace a steel speci- 
fcation for sash in the projected Shushan air- 
port buildings with wood. The committee in- 


cludes P. A. Blanchard, of Madison Lumber 
Co. and R. L. Hill, of Hill Lumber Co., as 
representatives of the retail trade; O. N. Cloud, 


of Long Leaf Yellow Pine (Inc.), and W. H. 
National Lumber Manufacturers’ 
as representatives of lumber man- 
ufacturers; Cyril Geary, of William Geary & 
Son, and H. S. Riecke, of Riecke Cabinet 
Works, as representing the millwork interests ; 
and, H. E. Mathes, for the wholesalers. The 
committee will meet regularly at luncheon on 
the first and third Mondays of each month. 
The immediate basis for the committee for- 
mation was the activity in connection with a 
change of specification from steel to wood in 
the Shushan airport project. Representatives 
of the committee called on John Klorer, chief 
engineer, and A. L. Shushan, levee board presi- 
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best fitted in local projects, according to dis- 
closures. In calling on architects and officials, 
spokesmen for the group were advised by many 
called upon that millwork of local manufacture 
was not given preference because of inferiority, 
specific cases being cited in some instances. 
The assertions so made have been called to the 
attention of the thirteen millwork manufactur- 
ers here with the suggestion that if there is 
some foundation for complaint on quality an 
improvement of quality should be achieved or 
if there is error the misunderstanding that has 
been diverting business be cleared up. 

Cognizance of a recent report of a prominent 
commercial organization which classified the 
millwork interests as “probably one of the 
most disorganized, individualistic, and disheart- 
ened” groups in the city has also been made 
with the suggestion that a basis of mutual co- 
operation be reached as a means to better busi- 
ness. 





Will Seek Embargo on Lumber 


Imports 


Tacoma, WasH., Oct. 3—Considerable inter- 
est is being shown by lumbermen here in the 
announced intention of Congressman Albert 
Johnson, whose home is in Hoquiam, Wash., 

















Some of the unusually beautiful effects that may be obtained through the use of plywood 
paneling are shown in the office of Harold M. Zaug, superintendent of the American Plywood 
Corporation, New London, Wis. A partial view of this office is shown in the accompanying 
picture. In this room the wainscot is of butt walnut, the walls of Mexican mahogany, the frieze 
of zebra wood, the beams of mahogany, and the ceiling panels of plain maple. The American 
Plywood Corporation is one of the leading manufacturers of plywood from many species of wood 





dent, and were assured, after the facts were 
Presented, that wood sash would be utilized and 
that this material would be used wherever it 
was best fitted in the execution of the plans. 
In addition to the contact with local officials, 
the National Airport Engineering Co., of Los 
\ngeles, designer of the Shushan airport, was 
contacted through: the National Lumber Man- 
ulacturers’ Association on the use of wood in 
its proper place in such projects. 
Improvement of millwork manufactured in 
New Orleans may be one of the unlooked for 
results of the campaign waged during the last 
lew months by the Hoo-Hoo club to bring 
about the use of wood in construction where 


to seek an embargo on foreign lumber. Sena- 
tor Wesley L. Jones, who spent part of the 
last week in this vicinity, said he is heartily in 
favor of the embargo on lumber, and added, 
“T’ll do all I can to further it.” 

Not all the lumbermen believe that a lumber 
embargo would work for the permanent im- 
provement of general economic conditions, but 
practically all in this district who have ex- 
pressed opinions believe immediate benefits 
would be felt by the lumber industry if an 
embargo were adopted. Many are heartily in 
favor of such action, agreeing with Congress- 
man Johnson that “the importation of lumber 
costs American labor from $10,000,000 to $20,- 


43 


000,000 annually,” and that any retaliation of 
other nations, for action by the United States 
in limiting greatly or excluding lumber impor- 
tations, would be more than offset by the 
benefits. 





Boxing, Kiln Drying and Gluing 
Courses 


Mapison, Wis., Oct. 5—As a result of 
short courses of instruction just concluded at 
the United States Forest Products Laboratory 
here, a number of boxing and crating, kiln 
drying, and wood gluing operatives have gone 
back to their home plants with increased abil- 
ity to cope with the technical problems of 
their crafts. The laboratory’s boxing and 
crating course, the scope of which has been 
augmented by considerable instruction in evalu- 
ation of transportation hazards, was given for 
the second time this year. The kiln drying 
course and the course in the gluing of wood 
were given for the first time since the spring 
of 1929. The boxing and crating and gluing 
courses were given the week of Sept. 21 and 
the kiln drying course during the two weeks 
following. The following men were enrolled 
in the three courses: 

Box Course—Thomas B. Waddell, Deering 
Box Co., Chicago; L. S. Treen, J. E. Wilske, 
and J. G. Kurtz, Owens-Illinois Glass Co., 
Toledo, Ohio; L. L. Somerville, Weyerhaeuser 
Sales Co., St. Paul, Minn.; L. M. Hill, Fair- 
field, Ohio, and C. D. Bohannon, San Antonio, 
Tex., U. S. Air Corps; Lieut. Charles F. 


House, U. S. Naval Training Station, Great 
Lakes, Il. 
Gluing Course—George Bryant, Huttig 


Manufacturing Co., Muscatine, Iowa; Charles 
Harer and Homer Wilson, Keystone Glue Co., 
Williamsport, Pa.; J. H. Dea, Masonite Cor- 
poration, Laurel, Miss.; R. Sorenson, Red 
River Lumber Co., Westwood, Calif. 

Kiln Tryon H, 
American Fork & Hoe Co., Cleveland, Ohio; 
Lloyd Abair, Connor Land & Lumber Co., 
Laona, Wis.; W. B. Martin, Cummer Cypress 
Co., Lacoochee, Fla.; Stanley McCord, Hyde 
Park Lumber Co., Cincinnati, Ohio; Michael 
Healey, Keenan Bros. (Ltd.), Owen Sound, 
Ont., Canada; W. R. Smith, Seidman & Seid- 
man, Grand Rapids, Mich, 


Drying Course Ferguson, 








Logging Methods in Montana 


SPOKANE, WASH., Oct. 3.—In a recent in- 
teresting report on logging methods in western 
Montana, I. V. Anderson, of the Forest Serv- 
ice, directed attention to the almost universal 
use in that section of tractor logging methods. 
In his report, he said: 

Logging and milling practices, like manu- 
facturing methods in other industries, are con- 
stantly changing. It was, for instance, only 
eleven years ago (i920) that the first success- 
ful tractor skidding was started in the west- 
ern yellow pine region of western Montana. 
Prior to that time two of the largest operators 


conducted extensive steam donkey skidding 
operations, while the balance of the sawlog 


output was practically all horse-skidded. By 
1927 tractor operations were producing 


slightly over 50 percent of the sawlog output 
of western Montana, and today approximately 
75 percent of the sawlogs for this region are 
tractor-skidded. Donkey skidding in this same 
region has been entirely replaced during the 
last decade by tractors. 

A recent canvass of logging operations in 
western Montana showed the following trac- 
tors in use at the present time: Eleven ‘“Cat- 
erpillar Thirty’s,” 29 “Caterpillar Sixty’s,” and 
six tractors of the crawling track type of mis- 
cellaneous makes. Until just recently tractors 
were used for bunching, trailing in chutes, 
road engines and skidding with pans. Two 
operators are now using the Willamette- 
Ersted skidding arch on western yellow pine 


operations. Western Montana timber is some- 
what smaller than the timber of the pine 
region of Klamath Falls where skidding 


arches have been successfully used for a num- 
ber of years. In spite of the size handicap 
these two western Montana operators consider 
their arch skidding as successful. The use 
of arches will, no doubt, continue to develop 
wherever topography is favorable. 


Millwork Group Has 


Los 
Climaxing an 
by the publication of a portfolio 
containing 50 working drawings of 
architectural frame details, just off 
the press, the Millwork Institute 
of California has concluded a work 


Oct. 3. 
program 


\NGELES, CALIF,, 
extensive 











lL. G. STERETT, 
Fresno, Calif.; 
Secretary Millwork 


Institute of Cali- 


fornia 


etc.; emphasis being placed on 
water tightness, quietness, ease of 
sash operation and convenient in- 
stallation. Many different wall 
conditions, types of sash and win- 
dows are included besides details 
for various types of structures. 

Each member of the institute is 
being presented with a copy of the 
folio, although additional copies 
and those ordered by non-members 
are sold at $25 each. 

Because of the desire to inter- 
est architects in the use of wood 
in their specifications, the institute 
has undertaken to present leading 
California architects with copies of 
the new portfolio. The method 
used to interest the recipients is 
interesting from a_ psychological 
and advertising standpoint. First, 
they were notified that such a pub- 
lication was under way; then cards 
were sent out asking those who 
wished copies to sign and return 
the cards. In other words, they 
had to ask for them. Within 
three days 75 percent of the cards 
had been returned, together with 
comments of appreciation and let- 
ters, signifying the willingness of 
the architects to co-operate and 
learn more about woodwork con- 
struction details, inasmuch as the 
drawings are architecturally cor- 
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Successful Campaign 


with the publication of the frame 


details. A set of ten cards, printed 
in colors, each a different com- 
bination of color card and_ ink, 


were sent out each month to lead- 
ing architects throughout the State, 
advocating the use of “Certified 
Architectural Woodwork” and ex- 
plaining the “Ten Reasons Why 
You Should Specify” it. Each 
card bore ten colored circles which 
were numbered and the numbers 
were checked off consecutively, as 
the cards were mailed out, as 
shown in the accompanying illus- 
tration. 

“While it was expected that this 
direct mail literature would meet 
the usual fate of such mail, there 
were several factors that made it 
stand out,” Mr. Sterett said. “The 
color of the cards and the variety 
of ink combinations arrested atten- 
tion. The brief copy each con- 
tained and the wide margins made 
it readable. The check marks and 
the numbered circles would cause 
the recipient to reflect back on the 
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last cards he received, whether he 
had saved them or not. The re. 
curring ten reasons with the Check 
mark, together with the Insignia 
of the Millwork Institute of Cali. 
fornia, were identification marks 
at a glance. We not only think by 
we know that the  advertisiny 
aroused much favorable notice 
among architects and did much 


good.” 

The copy on each card began 
with the word “Because—”, and 
in no case was the answer longer 
than six lines. Then followed the 
words that amounted almost to a 


slogan, “Certified Architectural 
W oodwork Pri ‘tects—Specify ]t” 
Finally, the eleventh installment 


was a form letter printed on , 
folder which reviewed each reasop 
as it was stated individually on the 
cards, month for month. Various 
other information was _ likewise 
summed up briefly, together with 
a list of firms in California which 
are licensed manufacturers of cer. 
tified architectural woodwork, 





rect. ; ; : 10 REASONS 
_ The final phase of this program Why You Should Specify 
that has covered a period of two is that each portfolio is delivered 
years of research, study and ad- in person by the secretary, Lester pron 
vertising. The actual size of the G. Sterett. This not only permits ARCHITECTURAL 
portfolio -is 144 by 20 inches, of a personal contact and addi- woopworK 
bound flat and containing the tional sales talk but renews the 
drawings in loose-leaf form, architect’s interest in the drawings, 


printed on heavy bond paper. 
The purpose of the drawings is 


to simplify and standardize the at them immediately and asks 
specification of millwork in accord questions, thus giving him an ap- 
with the best practices current in  preciation of the work before him. i 7 
the industry and to serve archi- This is but one phase of the 


tectural requirements. The 
sketches are comprehensive and 
detailed and treat of moldings for 
exterior and interior trim, sills, just 


Cincinnati 


CINCINNATI, Onto, Oct. 5.—Cincinnati lum- 
bermen tonight took a stand in favor of the 
trade expansion program of the National Lum- 


ber Manufacturers’ Association, thereby cre- 
ating a record as the first lumbermen’s club 
in the country to adopt the program of the 


National body. The action was taken through 
a unanimous vote of the membership to support 
the program of the trade extension movement 
and the Cincinnati Lumbermen’s Club donated 
$100 from its treasury in addition to giving its 
moral support. 

A number of individual members of the or- 
ganization also pledged their moral and finan- 
cial aid to the movement and a resolution was 
adopted whereby the club placed itself on rec- 
ord as favoring the plan and “strongly urged 
its members to contribute to the trade expan- 
sion fund on a basis of 1 cent per 1,000 feet 
sold for the ensuing year.” 

Dwight Hinckley, president of the Dwight 
Hinckley Lumber Co., acting as chairman of 
the special committee on trade extension work 
presented the movement to the membership at 
the request of Edward H. Ward, president of 
the lumbermen’s club, and talks in support of 
the plan of the National association were made 


by I’, T, Atkinson, Harry L. Hollowell, E. W. 


instead of submitting to the tend- 
ency to lay them aside. 


year in its direct mail campaign, 
completed, 


He looks 





trade extension work that the in- 
stitute has been doing for the last 


simultaneously 


DeCamp, Wilbur J. Wright, Roy E. Thomp- 
son and Ben Bramlage. Mr. Atkinson, who 
is second vice president of the club, felt that 
the moral effect would be so far reaching that 
the club ought not to allow an opportunity to 
pass without offering to support so worthy a 
movement. Mr. Thompson said that moral 
support was all right but that he believed it 
would be more to the purpose for the club to 
be the first in the country to show its faith as 
a club by making a cash donation from its 
treasury to the trade extension fund. He first 
suggested that the club donate $50 and then 
raised the ante to $100. 

The latter suggestion was placed in the 
form of a motion and was carried. Mr. 
Thompson said that it represented what would 
be sales of 5,000,000 feet of lumber, charging 
the assessment on the basis of 1 cent per 1,000 
feet sold. 

Attention of the club was brought to the 





An Ad costing $5 sold an 


entire Sawmill. 


TRY AN AD OF YOUR OWN 


Reproduction of one of the series of ten cards sent out monthly to Cali 
fornia architects by the Millwork Institute. 
green and black on a white cardboard 


Club Adopts National TX Program 


Certified Architectural Woodwork is guaranteed. In the event 
that any of such products develop defects due to materials, con- 
struction or workmanship that are inferior to the requirements 
of the Accredited Standards, the Millwork Institute of Califor- 
nia guarantees their replacement by the licensee. 

Certified Architectural Woodwork Protects—Specify it 


Millwork Institute of California 


504 Call Bidg. 
SAN FRANCISCO 


910 Architects Bidg. 
LOS ANCELES 





FRESNO, 523 Patterson Bidg. 


8 9 10 


This card was printed in 


fact that customers of Cincinnati hardwood 
wholesalers were making remittances on 4 
basis of the depreciated Canadian currency 
place of the United States exchange. This 
meant a loss of more than 13 percent on the 
face value of the bill as the Canadian dollar 
is worth only 87 cents at this time. In addi- 
tion there was a charge of 1 percent additional 
to be paid the Canadian government as an ex- 
cise tax on the transaction. 

Chairman Theodore Davis brought out that 





effective Oct. 5 the Canadian railroads would 
exact a payment of 10 percent surtax on the 
railroad rates of freight to compensate them 
for the shrinkage in the Canadian exchange. 
Similar trouble was reported in dealing with 
Great Britain and other European countries, 
but in export sales to Mexico it was stated 
that the remittances had always been on 4a 
basis of United States gold. 

Several of the members wanted the club to 
go on record as favoring the payment of New 
York exchange on all export bills to Canada 
but the matter was left open for further discus- 
sion. The meeting was the first of the sea- 
son and was presided over by Edward H. 
Ward, newly elected president. 
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october 10, 1931 


Discusses Affiliation With Southern Piners 


Co.umBus, GA., Oct. 6.—Afhliation of the 
Roofer Manufacturers’ Club, as a club, com- 
posed of lumbermen of Georgia and Alabama, 
with the Southern Pine Association, head- 
quarters Ol which are at New Orleans, La., 
was considered at a joint meeting ot the two 
associations held at the Ralston Hotel here this 
morning. 

At the meeting and a luncheon that followed, 
the Roofer club members were guests of the 
Southern Pine Association. L. R. Putman, of 
Chicago, merchandising counsel for the South- 
ern Pine Association, presided and made the 
principal address, and introduced the following 
speakers: A. S. Boisfontaine, of New Orleans, 
assistant secretary of the pine association; H. R. 
Garrett, president of the Roofer club; H. Dixun 
Smith, A. C. Alexander and H. E. Hammock, 
of the Roofer club; J. M. Bissell, of Laurel, 
Miss.; Julian F. McGowin, of Greenville, 
Ala., and D. G. Bland and W. E. King, of the 
Roofer club. 

Mr. Putman emphasized the advantages of 
the Roofer group and the North Carolina Pine 
Association becoming an integral part of the 
Southern Pine Association, and of embodying 
in the organization all important manufacturers 
in the southern pine belt. Roofer club mem- 
bers speaking favored affiliating with the. pine 
association and it was pointed out that as a 
matter of fact many of the Roofer club mem- 
bers are individually members of the pine as- 
sociation. 

Some of the principal advantages of amalga- 
mation, it was indicated, would be the inaugura- 
tion of monthly inspection service, resulting in 
standardization of mill products, through grade- 
marking and trade-marking; further that but 
little change would be necessary for uniform 
grading. It was pointed out, by way of illus- 
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tration, that it is at present impossible for 
lumbermen in this section to sell lumber here 
at Fort Benning for construction projects on 
account of the lack of grade-marking. 


Roofer Club Meets 


Following the luncheon session, a business 
meeting of the Roofer club was held, with 
President Garrett, presiding; W. R. Melton, of 
Cuthbert, secretary. Affiliation of the club with 
the Southern Pine Association was discussed at 
some length, as to its advantages and possible 
disadvantages, and at the conclusion of discus- 
sions H. Dixon Smith and Gerald B. Saunders 
were named as a committee representing the 
Roofer club to confer with Mr. Putman with 
a view to working out details regarding the 
proposed affiliation and to report back at next 
meeting with recommendations. 

The time of next meeting was fixed on Tues- 
day, Nov. 10, which will probably be the last 
to be held prior to the annual meeting early 
in January. It was the expressed sense of the 
Roofer club, that in case of affiliation with the 
pine association as a club, the Club will con- 
tinue to function separately also as in the past. 
If affiliation is definitely decided on, as was 
indicated, a new group would be formed to be 
known as the Columbus group of the pine asso- 
ciation, headquarters of which would be in 
Columbus. 

Attending the morning session and luncheon 
were the following: 


L. N. Clanecey, Clancey Lumber Co., Albany, 
Ga.; Thomas E. Griffin, Colonial Lumber Co., 
Phenix City, Ala.; T. W. Reeves, Mixer & 
Co., Atlanta, Ga.; A. W. Gragg, Gragg Lum- 
ber Co., Amsterdam, Ga.; R. E. Sullivan and 
Abe Alexander, A. C. Alexander Lumber Co., 
Ellaville, Ga.; C, J. Sykes, North Carolina 
Pine Association, Macon, Ga.; Julian F. Mce- 


Gowin, W. T. Smith Lumber Co., Greenville, 


Ala.; J. M. Bissell, Laurel, Miss.; A. S, Bois- 
fontaine, assistant secretary, Southern Pine 
Association, New Orleans, La.; L. D. O’Har- 
row, New Orleans, La.; L. R. Putman, South- 
ern Pine Association, Chicago; H. Dixon 
Smith, H. Dixon Smith (Inc.), Columbus; J. 
Cc. 3urgin, Alexander-Burgin Lumber Co. 
(Inc.), Buena Vista, Ga.; J. Hallman Bell, 
Bell Lumber Co., Richland, Ga.; W. L. Long, 
Auburn Ice & Coal Co., Auburn, Ala.; H. E. 
Hammack, Turman Lumber Co., Edison, Ga.; 
W. R. Melton, King Lumber Co., Cuthbert, 
Ga.; G. L. Hume, North Carolina Pine As- 
sociation, Norfolk, Va.; G. B. Saunders, Alex- 
ander’ Bros. Lumber Co., Cataula, Ga; 
Charles W. Moore, sr., and R. P. Blythe, Junc- 


tion City Manufacturing Co., Junction City, 
Ga.; H. R. Garrett, Hancock Lumber Co., 
Faceville, Ga.; L. P. Ellington, J. H. Steed- 
man Lumber Co., Clayton, Ala; L. T. Cobb, 


Southern Pine Association, New Orleans, La.; 
B. T. Slade, Whittle & Slade Lumber Co., 
Eufaula, Ala.; D. G. Bland, D. G. Bland Lum- 
ber Co., Lumpkin, Ga.; Bob Burgin, Burgin 
Lumber Co., Cuthbert, Ga.; H. D. Gedney, 
Associated Lumber Mutuals, Atlanta, Ga.; W. 
R. Turner, Cordele Sash Door & Lumber Co., 
Cordele, Ga.; B. A. Hitchcock, Alexander & 
Bland, Lumpkin, Ga.; J. B. Robertson, In- 
ternational Harvester Co., Columbus, Ga.; W. 
H. Turner, jr., A. C. Alexander Lumber Co., 
Omaha, Ga.; A. H, Watson, Manhattan Rub- 
ber Co., manufacturing division, Columbus; 
W. G. Wallace, Georgia Forest Service, Co- 
lumbus; W. E. King, King Lumber Co., Cuth- 


bert, Ga.; O. D. Penniman, Mobile & Ohio, 
Atlanta; R. D. Stripling, Pennsylvania Rail- 
way, Atlanta; M. A,-Calhoun and R. L. Ma- 
gruder, jr., Seaboard Air Line, Columbus; 
W. W. Fell, Chesapeake & Ohio Railway, At- 
lanta; C. E. Givin, E. F. Stone: and W. T. 


Divets, Norfolk & Western Railway, Atlanta; 
Cc. W. Young and A. M. Chastain, Baltimore 
& Ohio Railway, Atlanta; H. S. Shepherd, 
Montgomery, Ala.; B. E. Moore, Winston- 
Salem Southbound Railway, Atlanta. 


Suggests Organization of Lumber Sales Company 


MontcoMery, Ata., Oct. 5.—Following a 
meeting of associate subscribers to the Southern 
Pine Association here today, L. R. Putman, 
merchandising counsel, of Chicago, discussed 
with several of the interested sawmill operators 
the formation of a lumber sales company. In 
this connection Mr. Putman said: 


For four years it has been 
apparent that lumber production and distri- 
bution are passing into the hand of a larger 
number of unorganized smaller units. This 
is not good for those with permanent invest- 
ments in the business, regardless of their 
size. For three years lumber consumption 
has been slipping and for two years the pro- 
ducers have been practically demoralized. 
During the last few months the industry has 
become thoroughly aroused and many con- 
ferences of leading producers have been held. 
Out of these conferences, particularly that of 


becoming more 


July 1, in Chicago has come a definite plan 
of action 

_ This plan is simple of statement but dif- 
ficult of accomplishment. Briefly it is this: 


Curtailment of 

Production and 

Their immediate 
given. 


production, legal control of 
legal control of distribution. 
importance is in the order 


_Mr. Putman then told of the efforts of the 
Southern Pine Association to assist the pro- 
ducers by making a thorough study of the mar- 
ket and ways of meeting the present: situation. 
The first step in this direction was to increase 
representation by obtaining more subscribers. 
In this connection he said: 

Realizing that the smaller producing units 
would hesitate to pay the scale of dues 
adopted by the larger manufacturers, a line 
of fundamental services was formulated and 


offered to the smaller producers at cost. The 
more substantial small mill operators were 
quick to see and seize this opportunity and 


consequently 
than we 


has been 
Although in 


our 
anticipated. 


success 


the field 








greater 


with this service but 
we have some 
controlling the 


little more than a year, 
eighty associate subscribers, 
output of more than four 
hundred small sawmills. We have not made 
this a widespread campaign, but have built 
up this membership in groups centering about 
important shipping points and then only as 
we could arrange to give them efficient serv- 
ices. Our work all has been west of Georgia, 
but now we are ready to proceed east through 
Georgia, the Carolinas and Virginia. 


Difficulties of Smaller Operators 


Mr. Putman then said that the smaller opera- 
tors reported their greatest difficulty in the sale 
and distribution of their product. While the 
association has been helpful in the matter of 
standardization and identification of products of 
these small mills, the sale and distribution ‘of 
lumber is not within the legal province of any 
association. However, realizing the need among 
the smaller mills especially for group selling, 
the president and secretary of the association 
assigned to Mr. Putman the personal task of 
developing a sales plan and presenting it to the 
individual operators of small mills. Explaining 
that this activity has no connection whatever 
with the Southern Pine Association, Mr. Put- 
man said: 


The idea is to organize a corporation with 
headquarters in Montgomery whose purpose 
it will be to take on the exclusive sale of 


lumber produced by those in this section who 
are interested in the plan. 

In keeping step with the law of supply and 
demand we must produce only the quantities, 
sizes and grades of lumber that the trade 
will profitably consume. In observing the 
law of the survival of the fittest, we must 
expect to develop a more efficient sales or- 
ganization than can or will be done by the 
rank and file of your competitors. We can 
expect and will have opposition to any steps 
we take. You have nothing to fear if you 
are fair and honest in your efforts to co- 


details in the suc- 
company which 


There are no 
operation of a sales 
be satisfactorily solved. The owner- 
ship of the company will be in your hands 
and its policies will be dictated by you or 
those whom you select to represent you. The 
best available talent will be secured to carry 
on the business. You will set the prices at 
which your lumber will be sold. Each par- 
ticipating mill will at all times be given its 
pro rata of available orders. Other local 
sales companies will be formed similar to 
yours. Later, a general or parent headquar- 
ters may be established in Chicago or some 
other important financial and consuming cen- 
ter which will assist in financing and 
ordinating the business of all these 
companies. 

We said 


operate. 
cessful 
can not 


co- 
local 


that you may expect opposition. 


We already are hearing of this opposition. 
It is coming from those who place their own 
selfish interests ahead of those of the manu- 
facturers. These, no doubt, are the same 
interests that in the past have Kept our 
industry disturbed and added to its demor- 
alized condition. This determination of the 
manufacturers to lay aside some of their 
individualism for the general good of the 


some of 
divided 


the surface 
have Kept us 


industry is bringing to 
the weaknesses which 
and held us back. 

Strong, efficient selling units 
more finances into our business. 
element of distributers will welcome any 
constructive program which the lumber 
manufacturers may work out in their own 
behalf and in behalf of the industry. I have 
felt all along that the wise, worthwhile dis- 
tributer will fit into our plan and become a 
part of it, so don’t let that kind of opposition 
annoy you. Give them time, and they will 
eliminate themselves. 


attract 
The better 


will 


Mr. Putman expressed the opinion that when 
these groups of small operators have been or- 
ganized they will be joined by many of the 
larger southern pine mills. 
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“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. 


Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 





SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 
+ - . meat «6 Stave and Heading 

| Bolts, etc. 


Standard Book throughout the United States 
and Canada. 


oon Fon. © 50 Cents 


S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 


HOTEL RADISSON 


MINNEAPOLIS, MINN. 











In the center of 
the commercial 
district. 


You wil! appre- 
ciate its courte- 
ous service and 
thoughtful at- 
tention. 





*?¢¢ 


The Home 
of the 
Lumbermen 


Rate $2.00 up. Four Beautiful Cafes 
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arker a oe 
rimerless Ne Primer of any kind is 


needed. It is applied to the 
utty— 






bare wood and works just 
as well on bare wood as if 


primed. 
Is Just Whatthe Name Implies ALSO USE AND SELL— 
“Parker’s’’ Calking Putty. ‘“‘Parker’s’’ Steel Sash Putty. 


“*Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
SE NL AV 


WARREN AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 
ee 
ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AXES-LOGGING TOOLS 


Were awarded highest 
honors Panama - Pacific 
international Exposition 


AND DROP FORGINGS 
tory capacity 3500Axes& Tools 


Daily fac- 
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What the Associations Are 
Planning and Doing 


Oct. 15—North Carolina Pine 
cello Hotel, Norfolk, Va. Meeting of members 
with Southern Pine Association officials. 
15-16—-Wood Industries Division, American 
Society of Mechanical Engineers, Robert E. 
Lee Hotel, Winston-Salem, N. C. Annual. 
20—Western Pine Davenport Ho- 
tel, Spokane, Wash. 

20-21—Southern Logging Association, 
Roosevelt, New Orleans, La. Annual. 
21—West Side Hardwood Club, Pine Bluff, 
Ark. 
21-23—Pacific 
Hotel, Spokane, 
Idaho. Annual. 
27-30—National 
sociation, 
Annual, 
Nov. 10-12—Associated 
America, 
annual, 
13-14—National 
Manufacturers, 
Hotel, Klamath 
ing. 
19-21 
ciation, 


Association, Monti- 
Oct. 


Oct. Association, 


Hotel 


Logging Congress, 


Davenport 
Wash., 


and Headquarters, 


Oct. Retail Lumber Dealers’ 


As- 
Book-Cadillac Hotel, Detroit, 


Mich. 


Cooperage 


Industries 
Brown Hotel, 


Louisville, Ky. 


of 
Semi- 
Novy. Association of Wooden Box 
Pacific Coast Division, Willard 
Falls, Ore. Tri-annual meet- 
Nov. California Retail Lumbermen’s Asso- 
Hotel Oakland, Oakland, Calif. Annual. 
Dec. 7—National Homes Finance Corporation, Con- 
gress Hotel, Chicago. First annual stockhold- 
ers’ meeting. 
7-9—Associated Leaders of Lumber & Fuel 


Dealers of America, Congress Hotel, Chicago. 
Annual. 


Dec. 


Pacific Coast Box Makers Postpone 
Meeting 


San Francisco, Cauir., Oct. 3.—Because the 
third 1931 tri-annual meetings of the Pacific 
coast division of the National Association of 
Wooden Box Manufacturers, scheduled for Oct. 
23 and 24 at Klamath Falls, Ore., will conflict 
with the annual of the Pacific Logging Con- 
gress, it has been deemed advisable, announce- 
ment from A. 
ager of the box association states, to postpone 
its meeting until Nov. 13 and 14. It will be 
held in the Willard Hotel in Klamath Falls as 
originally planned. 





Plan for Pennsylvania 1932 
Convention 


PHILADELPHIA, PA., Oct. 5.—The annual con- 
vention of the Pennsylvania Lumbermen’s As- 
sociation will be held on Jan. 20, 21 and 22, 
1932, at the Bellevue Stratford Hotel here. A 
novel feature of the lumber and building ma- 
terials exhibit accompanying the convention this 
year will be the assembling of outstanding dis- 
plays in a model display room, as they would 
be arranged in the sales room of a modern re- 
tail organization. Another novelty on the con- 
vention program will be a fashion show for the 
ladies. Whether the delegates of the fairer 
sex will be permitted to play truant on the busi- 
ness sessions to attend has not been announced. 





Oak Flooring Manufacturers to 
Curtail Production 


MeEmMPHIs, TENN., Oct. 5.—At a_ meeting 
here last Wednesday, sponsored by the Oak 
Flooring Manufacturers’ Association, about 20 
flooring manufacturers decided to curtail pro- 
duction at least 50 percént, in order to avoid 
what they claimed would otherwise be a “ca- 
tastrophe.” The manufacturers present repre- 
sented about 80 percent of the total produc- 
tion of flooring. 

The action was taken as a result, they say, 
of a falling off of demand during the last 
thirty days, which has brought the price of 
flooring so far below the cost of production 
as to make curtailment imperative. 

Robert G. Bruce, president of the E. L. 
Bruce Co., Memphis, presided at the meeting. 
Those present said inmimediate prospects for 
business were not encouraging and that as a 
result of the present financial condition in 


H. Gordon, Pacific coast man-* 


England, and a virtual embargo on floorin 
to France for the balance of 1931, export bysj. 
ness is much below normal. 

Firms represented at the meeting were: E 
L. Bruce Co., Long-Bell Lumber Co., Arkan. 
sas Oak Flooring Co., Memphis Hardwood 
Flooring Co., Perfection Oak Flooring Co 
Bradley Lumber Co., Harris Manufacturing 
Co., Miller Bros., Kellogg Lumber Co., Hodge. 
Hunt Lumber Co., A. B. Cook Co.. Fordyce 
Lumber Co., Desoto Hardwood Flooring Co 
Nickey Bros., M. B. Farrin Lumber Co., and 
W. M. Ritter Lumber Co. 





Special Meeting of Western Pine 
Association 


PorTLAND, Ore., Oct. 3.—Special notice has 
been sent out this week that a called meeting 
of the Western Pine Association will be held 


on Oct. 20 at the Davenport Hotel in Spokane, 
Wash. 





California Retailers to Meet in 
November 


GARDEN City,. CALIF., Oct. 3.—H. A. Lake, 
this city, president of the California Retail Lum- 
bermen’s Association, announces that the annual 
convention of the organization will be held on 
Nov. 19, 20 and 21 at the Hotel Oakland in 
Oakland. 


' 


——_ =U 


JA Digest of All Forest Tax Laws 


WASHINGTON, D. C., Oct. 5—A digest of 
forest tax laws, as enacted or revised up to 
June 30, 1931, has just been made available 
by the United States Timber Conservation 
Board to its members and advisory members. 
This constitutes a progress report of the “For- 
est Taxation Inquiry” of which Fred Rogers 
Fairchild is director. The compilation and 
digest were prepared by the Forest Service. 
The limited advance publication is for the study 
of board members. The digest is not expected 
to be available for general distribution for sev- 
eral months, but those having special interest 
in the subject may be able to cbiain copies from 
the limited surplus of the advance publication 
by application through the United States Tim- 
ber Conservation Board, in the Department_of 
Commerce Building, Washington, D. C. 

This digest covers all special forest tax laws 
of the States and other laws which specifically 
affect forest taxation. It includes the Delaware 
exemption, Kentucky rental, Virginia deferred 
tax, Washington yield tax, and Porto Rico 
exemption, all new laws of 1930-31, together 
with the Hawaii exemption and New Hamp- 
shire donated tract exemption, not previously 
digested. Digests of the Idaho, Michigan, and 
New York yield tax law revisions are also in- 

\ corporated. 





: Ea 
\New Kiln to Utilize Exhaust 
Steam 


Vancouver, B. C., Oct. 3.—An_ interesting 
feature of a new dry kiln installation at the 
plant of the Interior Sawmills (Ltd.), Snow- 
shoe, B. C., is that exhaust steam will be em- 
ployed in the drying operations. Both common 
and clear grades of Engelmann spruce will be 
seasoned in this new kiln. This kiln installa- 
tion was sold through the Cawston Dry Kiln 
Co. (Ltd.), of Vancouver, sales agent in British 
Columbia for the Moore Dry Kiln Co., which 
shipped this kiln of the Moore reversible cross 
circulation design from its factory at North 
Portland, Ore. 
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ice has 
a } a If a window is to provide what is considered neces- 
ochane iq = ; sary in the way of protection against the elements 
; which we regard as warring continually against our 
health, comfort, and safety, it must possess durability ; 
for at certain seasons of the year it is extremely incon- 

venient to make replacements. Efficient service is 
' ~ also a matter which is very important to us, as, when 
annual L we desire fresh air, we do not want our windows to 
reld on : = == stick, and when we want quiet, we do not like to 
land in = hear them rattle. 
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In selecting suitable lumber for sash, therefore, one 
should make certain that he is getting material, the ui 
dimensions of which will not alter by reason of cli- Pela - 
matic changes. If the lumber used swells OF Warps, In selecting material for sash, one should 
the window sticks. If it shrinks, the joints open up make certain that he gets lumber the eer 
and admit dust and moisture, even though plenty sions of which will not alter with climatic 
, : : ; changes. 
of paint has been applied. A window which can- 
not be raised and lowered is a great aggravation, and where moisture enters the joints, decay 
is certain to develop. 
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<pected The White Pines of North America, of which Madera Sugar Pine is an outstanding ex- 
Or sev- 


| ample, have always been consid- 
nterest ae: R’ - a = cs . 
s from = . i ae Bb 4 ay « ee wm! ered the premier of all woods 
ication y ek Ags ART for sash manufacture. In them 
rye i <3 Pe. hai | tes @| durable heartwood has always 
predominated, and their 
Phar strength, lightness, and ability 
incally , : : ° . 
laware - Sa to resist decay, admirably adapt 
ferred f - ae them for this purpose. 
» Rico — 2a 
gether P= ae The preponderance of mature, 
Hamp- Oe < : ba ‘f ; : 
viously * a s old-growth timber in the Ma- 
n, and (f° i dera forests assures high-class 
tian heartwood factory lumber in all 
) ; ‘ ve thicknesses and widths, and the 
st (i ae = di Madera Sugar Pine Company’s 
: ay time proven methods of manu- 
me facturing, water curing, and air 
resting drying absolutely insures a prod- 
at the (. ~ uct which will not warp, shrink 
Snow- a Bos The preponderance of mature, old-growth Madera timber assures P; ’ 
e em- p= ° = high-class heartwood factory lumber in all thicknesses and grades. OF swell. 
ymmon : 
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ee aS MADERA SUGAR PINE CO., MADERA, CALIF. 
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“Trebled Their Sales” 
By Handling 
BROWN'S 


SUPERCEDAR 


CLOSET LINING 


The letter below reveals the quick- 
est and easiest way to greater cedar 
sales. Customers of today demand 
merit and guaranteed merit is 
the basis for Brown’s Supercedar 
Closet Lining Success. Supercedar 
is guaranteed 90% or more red heart- 
wood and 100% oil content. Only 
the red heartwood contains the val- 
uable moth-repelling aromatic oil. 


This Letter From a Dealer 
Proves It 


“Read your attractive ad in ‘American Lum- 
berman’ of July 18th, regarding Supercedar 
Closet Lining. We have handled cedar lin- 
ing before, but not your brand. We re- 
cently took in a fresh supply of Brown’s. 
Since then our sales on closet lining have 
almost trebled. Please send us your free 
miniature sample box with circulars, etc.” 


It Will Be Just As Easy for You 


to increase your sales with Brown’s 
Supercedar Closet Lining. It requires 
but small investment. Makes quick 
turnover, quick profits and real 
friends. 

Send today for miniature sample 
box with descriptive literature and 
quotations. 





BROWN s 
SUPERCEDAR 
: CLOSET _— | 


~ 


Geo. C. Brown & Co. 


MEMPHIS, TENN. 


World’s Largest Manufacturers 
of Tennessee Aromatic Red Cedar. 







































Surface Measure 


ESTIMATOR 


By J. M. LEAVER 





This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 


circular containing sample pages. 
Pocket Size (41/2"x6'2") 


Postpaid $5.00 
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AMERICAN LUMBERMAN 


Offers Summary of Business 
During 1930 


“An unexcelled source of reference and an 
authoritative guide for business men,” are the 
words justly used by the Department of Com- 
merce in announcing Commerce Yearbook, 
1931, Volume 1. It is the official, compre- 
hensive summing up of developments in all 
branches of American business during 1930. 
“Construction” is the title of Chapter VIII, 
which deals with the position and character 
of the industry, construction activity, building 
costs, labor, financing, market conditions and 
progressive construction tendencies, while 
Chapter IX, Construction Materials, has 14 
pages devoted to lumber, with data, tables and 
graphs giving the facts in regard to production, 
transportation, consumption, wholesale prices 
on key items for a series of years, and in re- 
gard to exports and imports. Similar facts in 
regard to foreign countries will be obtainable 
in Volume 2, which will be ready soon. 

The volume starts out with a group of 
graphic and tabular barometers and a sum- 
mary, followed by chapters on the general eco- 
nomic position and progress of the United 
States, employment and wages, prices and liv- 
ing costs, treatments of individual industrial 
groupings, and winds up with transportation 
and communication, banking and finance. The 
book, containing 700 pages fully indexed and 
bound in durable buckram, may be obtained 
for $1 from the Superintendent of Documents, 
Washington, D. C, 


Red Book in 100th Edition 


The one-hundredth edition of Clancy’s Red 
Book, the credit guide for lumber manufac- 
turers, wholesalers and those in all other lines 
of business who sell to or buy from the same 
trade, has been distributed by the Lumbermen’s 
Credit Association of Chicago and New York, 
the publisher. 

It is fitting that this “Century” edition will 
be found to be the most complete and accurate 
credit rating guide ever published covering the 
lumber and woodworking industries, according 
to W. C. Clancy, secretary of this association. 
He says it is also proper that this edition be 
of the highest quality because the Red Book 
has always had that reputation with the ma- 
jority of the lumber manufacturers, whole- 
salers and others using it. 

He adds that the association’s new reciprocal 
report of ledger experiences has met with great 
enthusiasm. This is an exclusive feature in 
that the report on any one name is compiled 
from the experience of sellers in all lines of 
trade scattered all over the country; also such 
reports are furnished on a separate piece of 
paper for each name, making it possible to file 
an individual report under a debtor’s name. 
Thus experiences are gathered about a retail 
lumber debtor, at times, from more whole- 
salers of lumber or more wall board, roofing 
or cement manufacturers etc., than from lumber 
manufacturers. Likewise, in the case of fur- 
niture factories, they have many ledger experi- 
ence reports from sellers of woodworking ma- 
chinery, glue, stain, varnish etc., as well as 
hardwood lumber manufacturers and whole 
salers. This insures the earliest possible dis- 
covery of slowness in payment by preventing the 
debtor from hiding the condition for a time by 
paying any group of his creditors that he knows 
to be especially watchful. 

Mr. Clancy states that the association’s col- 
lection department is functioning highly eff- 
ciently and that the volume of collection busi- 
ness is extremely heavy considering the small 
volume of lumber sales. Consequently, although 
it does not broadcast receipt of a claim until 
it is collected, unless failure is impending, its 
subscribers are benefited by the largest volume 
of such information that is available anywhere. 

Although annual financial statements are 
solicited by the association, Mr. Clancy points 
out that for several years greater care than 
usual has been exercised in its analyzation be- 
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cause very few concerns have a sufficiently con. 
servative viewpoint about their own affairs and 
under present conditions, therefore, credit rat. 
ings can not be granted on such statemen 
without a much more complete investigatio, 
among the trade than has been customary jp 
the past. In this connection the two above de. 
scribed sources of information are invaluable 
to them. 


Builds Railroad Extension 
Despite Present Conditions 


KLAMATH Faris, Ore., Oct, 3.—This ci 
is recognized as one of the greatest centers 
of the pine industry. This from the stand. 
point of quantity, but Klamath Falls operator; 
are wont to speak in rather boastful language 
of the quality also of Klamath Basin timber 

One of the former white pine operators oj 
the East and North who has more recent 
picked Klamath Falls as the scene of his pres. 
ent and future activities, is Huntington Tay. 
lor, for many years associated with the Weyer. 
haeuser interests, formerly in the East, mor 
recently at Coeur d’Alene, Idaho. Mr. Tay. 
lor is general manager of the Crater Lake 
Lumber Co. at Sprague River, Ore., about 4 
miles southeast of Klamath Falls. 

Regardless of depressed business conditions 
and ruinous prices for lumber, Crater Lake 
Lumber Co. has shown its courage and its faith 














(Left) Fred Madigan, woods superintendent o 
Crater Lake Lumber Co., and (right) Hunting 


i) 


eich 


ton Taylor, general manager, out on company’: 
new railroad line 





in its own business future in the constructio 
of ten miles of new railroad recently finished § 
Primarily this road tapped the company’s ow & 
timber, connecting with its former main line 
a short distance from the mills, which at pres 
ent takes the logs in on a 12- to 13-mile haw. § 
Further than that the railroad also taps thre § 
Indian reservation units, on which the com 
pany has contracts, namely the Whiskey Cree 
unit, the Rock Creek unit, and the Chern 
Creek unit. 





The Lumber Dollar 


WasuHincton, D. C., Oct. 5.—According t 
statistics compiled by the United States Depart 
ment of Labor, the 1926 dollar will now bu 
more than $1.50 worth of lumber. Taking 192 
as 100, lumber in August, 1930, was 81.1, 1 
July, 1931, was 66.3, and August, 1931, wé 
66.0, and the purchasing power of the dollar 1 
August, 1931, as applied to lumber was 1.51) 














3RITISH HonpuRAS production of mahogaty 
logs for 1931 was completed before June 30, at 
cording to reports from Belize given out by th 
Lumber Division of the Department of Cont 
merce. Total production was estimated to 
about 5,500,000 board feet, about 5,000,000 0 
which was logged in British Honduras. 
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The Quiet of the Country 


The quiet of the country, 

How beautiful it seems— 
The farmer up at half past five 
To feed his neighing teams, 
The lovely crows are cawing, 

I hear the roosters crow— 

The quiet of the country 
Is the loudest thing I know. 


And so I rise for breakfast, 
It’s usu’ly at six. 
The darling dogs begin to bark 
And chase the screaming chicks, 
And then the busy housewife 
Turns on the radio— 
The quiet of the country 
Is the loudest thing I know. 


And then we go to market, 
A quiet little town 
Where folks with open cut-outs 
Are driving up and down, 
Then back to quiet Clark Street 
Again I long to go— 
The quiet of the country 
Is the loudest thing I know. 


Speaking of Taxes 


European property is taxed so 
soldiers it may be sold for taxes. 


much for 


Over here we have no army at all, or it 
would have been called out long ago. 

We would like to see three Texas Rangers 
turned loose on the New York gunmen. 

And a couple of the Canadian Mounted might 
do some good in Chicago and Detroit. 

While a smart corporal and his men could 
locate some of this booze the police can't. 

In the United States of America, every 
eleventh wage-earner is on the public payroll 
now. 

Of course you understand that, when we 
said “wage-earner,” we said it with our fingers 
crossed. 

It's about time for the old ship of state (and 
also county and township) to clean off the 
harnacles. 

And don’t talk about Chicago and New York. 
What are you getting for your money in your 
own home town? 

To begin near the top, the United States 
Senate could be cut in two tomorrow, either 
way, and no harm done. 


Let any schoolboy read their records and 
decide which ones should be sent home. Be- 
cause any schoolboy could do it. 


The list would include the radicals, the treas- 
ury-raiders, the professional farm relievers, 
and the plain darn fools. 

Some people say that the trouble is that sal- 
aries for public service are too low. That, and 
the fact that there are too many. 

_In many city halls a city official’s hours are 
Irom 9 to 4—if he is there. One mayor visited 
the city hall three times in two years. 

A judge generally sits on the bench from two 
to six hours. A business man has to sit and 
make decisions from seven to ten hours each 
day. 

_And the business man must make his de- 
cision in ten minutes. The judge generally 
takes from ten days to ten months, and then 
finds out he’s wrong. 

Whenever you help a friend get a public 
othce, follow him up, see how much he does, 
and then decide whether he is so much of a 
Iriend of yours after all. 


Never vote for a politician who wears a long- 


tailed coat. You want to be able to watch the 
seat of his pants. That is often the only place 
where he shines. a 

Some say that this is no time to add to un- 
employment. Byt no depression was ever ended 
by waste. The trouble with keeping up pur- 
chasing power is that that those who have it 
don't use it. 


We See b' the Papers 


The only good farm board is bacon and eggs. 

Selling against the box isn’t only against 
the box but against the country. 

Investment bonds don’t seem to be doing 
much better than marriage ones. 

One thing that has declared its usual divi- 
dend is the over-extension of 1929. 

Chicago is going to play Yale, and we’re 
thinking of challenging Schmeling. 

Before you criticize anybody, let’s hear what 
you are doing to help the situation. 





There is no unemployment among employ- 
ers; most of them are working nights. 

Funny, how we always consider the candi- 
date, when what we ought to consider is the 
job. 

Someone ought to buy that picture “The 
Stag at Bay” and present it to Chicago uni- 
versity. 

England, as the English say, will “muddle 
through some way.” America will probably 
just muddle. 

Mayor Cermak has reduced Chicago’s run- 
ning expenses $6,000,000 a year. Other mayors 
pleases copy. 

The weak banks are being weeded out, but 
unfortunately a lot of other things are being 
pulled up in the process. 

Every national emergency has a leader like 
“Alfalfa Bill” Murray, of Oklahoma. Just 
the same as every circus has a clown. 

A radio has been installed in the Franklin 
County (Illinois) jail. We thought there was 
a law against cruel and unusual punishment. 

Aviators talk about their altitude records, 
but look at the rest of us: we fell out of a 
balloon in 1929 and haven't hit the earth yet. 

There is one kind of unemployment that is 
helping the country—the fact that we haven't 
employed a lot of remedies that have been sug- 
gested. 

The other night we heard a banker sa} 
“when the depression was at its height,” which 
shows you how much you get for your money 
when you send a boy to college. 


Shouting Friends 


How much a pine or oak must know, 
And yet it only whispers low 

A language none can understand, 
While through the world we mortals go 
With shouting voice and waving hand. 


How strong in storm an oak or pine, 
While men who shouted only whine, 
Or hide beneath the pine or oak. 
It was the courage of the swine 
That loudest shouted soonest broke. 


How well men might observe the trees 
And learn the lesson taught by these, 
Not try to teach but try to learn. 
For, when the gale succeeds the breeze, 
’Tis to the silent that we turn. 


How well mankind might imitate 
The oak, the pine, the truly great. 
He is a fool who much depends, 
When buffeted by storms of fate, 
Upon the words of shouting friends. 
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ForDealers Who 
Want More Sales 


The quality and fine ap- 
pearance of Meadow River 
Hardwood Flooring and 
Hardwood Trim build sales 
for dealers who sell this 
stock. 


It’s produced from fa- 
mous soft-textured West 
Virginia timber —the 
“Cream of the Appala- 
chians.” It is well manu- 
factured, carefully han- 
dled and loaded. 


Go after more business 
with Meadow River Qual- 
ity. 


IN ONE CAR 


We can ship Red and 
White Oak, Maple, Birch 
and Beech Flooring; Chest- 
nut, Birch, Ash, Oak and 
Poplar finish and trim; 


Oak, Poplar, Basswood 


Chestnut and Birch-mould- 
ings; Oak and Birch step- 
ping and risers, and Pop- 
lar bevel siding. 


The Meadow River 


Lumber Co. 


RAINELLE, W. VA. 
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Me tlow Pine 


The Aristocrat of Structural Woods 





—the material that 
guarantees long serv- 
ice to builders and a 
steady, profitable busi- 
ness to dealers. It’s 
genuine Long Leaf— 
the strongest and most 
durable lumber. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 


























. e ID 
White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO { Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 


L. | 











PcotpsBoro 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 
JOHNSON & WIMSATT 
WASHINGTON, D. c. Jd 
Lumber and Its Uses 
By R. S. KELLOGG 
In this book the author has dealt in 
interesting and instructive fashion 


with wood structure, physical pro- 
perties, grades, sizes. lumber and 














log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 
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Among the Lumbermen’s Clubs 


Get Pointers on Legal Questions 
STEVENS Point, Wis., Oct. 6—Don S. Mont- 


gomery, secretary of the Wisconsin Retail 
Lumbermen’s Association, and James T. 
Drought, general counsel, were guests of 


honor at the meeting of the Central Wiscon- 
sin Lumbermen’s Club, held at the Hotel 
Whiting here, with Edgar F. Kellogg, of the 
Kellogg Lumber Co., Wisconsin Rapids, and 
president of the club, presiding. 

Following the roll call of members and re- 
ports on absent members, Mr. Drought took 
the floor and spoke for two hours during which 
time he was deluged with legislative and legal 
questions on which the lumber dealers wanted 
advice. 

Mr. Drought explained the broadening of 
the lien law to provide that all moneys paid 
in on construction jobs become a trust fund 
under penalty of embezzlement. He pointed 
out that the mechanics’ lien law is on the 
statutes for the protection of the material men, 
and he cited decisions on various court cases 
to give specific illustrations of all the points 
of the law. Thorough understanding of the 
law is necessary, it was pointed out, if the 
lumber dealers are to derive the benefits justly 
due to them. 

Collection agencies, advertising schemes, 
silverware coupons etc., were discussed by Mr. 
Drought. He told the retailers that if they 
can not get collection on two strong, stiff let- 
ters, and a threat to sue, the case is practically 
hopeless. Collection agencies were not recom- 
mended. 

The architects’ registration and licensing law 
which was passed at the regular session of the 
1931 Wisconsin legislature was discussed also 
by Mr. Drought. 

H. A. Vetter, 


Elbert Kellogg and James 


Chicago Buys Many Pool Cars 


Quietness prevails in all divisions of the 
Chicago market, though some of them are do- 
ing a little better than others. Few distributers 
have any expectation of a revival in demand 
this fall. Though the city yards radically re- 
duced their retail prices some weeks ago, there 
has been practically no buying response. A 
line-yard executive with many branches in this 
territory said that it had put into effect the 
third reduction in retail prices, but that de- 
spite it the farm demand was low and that, 
reversing the usual seasonal trend, sales re- 
ports showed a smaller volume in September 
than in August. Distributers freely admit that 
their stocks are at a very low point, but say 
they are adequate for the current volume of 
business, so they are not tempted by offers 
of lumber at what they regard as less than it 
costs to produce it. Prices have so long and 
steadily trended downward that they believe 
hand-to-mouth buying is the only safe course. 

The soft pines are probably moving better 
than any other species, and especially the west- 
ern pines. One distributer, however, said that 
while normally 75 percent of his orders come 
from retailers, they are supplying only about 
20 percent of it at the present time, the best 
buyers being the industrials. Sellers of the 
soft pines have themselves been surprised at 
the footage that has been going into special- 
ties in recent years, and sales seem to be fairly 
well maintained on small and inexpensive arti- 
cles of wide distribution. Earlier in the year, 
the true white pines, like Idaho, were bringing 
prices that gave the manufacturers a little mar- 
gin, whereas it did not pay to cut the western 
yellow pines, but the white pines have soft- 
ened considerably. Shop items are undoubt- 
edly the best sellers. There has been a good 
call for storm sash stock, and recently frame 
lumber has been moving better. Mill stocks 
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Kellogg took part in questioning Mr, Drough; 
on points of interest to the dealers. A ds 
cussion of what constitutes a continuous ¢op, 
tract by M. R. Laird and B. B. Baker op. 
cluded the evening program. 





Players 


MempPpHIs, TENN., Oct. 5.—D. B. Gibson 
representative of E. C. Atkins & Co. Mem: 
phis, was the “dark horse” that ran away wit 
honors in the fifteenth annual golf tournamery 
of the Lumbermen’s Golf Association of Mem. 
phis which was held over the course of the 
Colonial Country Club last Friday. Mr, Gip. 
son shot an 83 in the morning, but came back 
in the afternoon with a 79 for a total of 19 
for 36 holes, all-day play. He won the preg. 
dent’s cup, donated by Jack Welsh, retiring 
president. L. E. Cornelius, last year’s cham. 
pion, who hails from St. Louis, did not wip 
a prize in this year’s tournament, although he 
shot a very consistent game. The runner-up 
was F. Crager, of the E. Sondheimer (Co. 
Memphis, who shot 81-85 for a total of 166, 

At the banquet, which was served in the 
evening, prizes were awarded, and_ several 
snappy talks were heard. Stanley Horn, Nash. 
ville, was the toastmaster for the occasion, 

George Land, secretary-treasurer for last 
year, was the unanimous choice of the mem- 
bership of the club for the new president, and 
A. D. Adams, of Helena, Ark., was named 
vice president. Clark Burnett, Memphis, was 
elected secretary-treasurer. Directors named 
were: W. S. Sims, William Haughey, C. F, 
Work, K. L. Emmons and Jack Welsh. 

About 150 attended the banquet, and 110 
players teed off in the tournament proper. 


of 5/ and 6/4 shop are getting quite low, and 
one distributer told of having an order to place 
for two cars of 5/4 and of having wired three 
different mills in an unsuccessful attempt to 
place them. There has also been an improve- 
ment in the call for D select. Many of the 
western mills are now limiting the amount of 
the 16-foot lengths they will load in a car. 
This is the popular length, and western mills 
have had quite a bit of it in pile for a long 
while, but find that end checking and soiling 
has made it necessary for them to trim it down 
to 12- or 14-foot lengths, hence the shortage 
of the 16-foot. 

There is not much to be said about the de- 
mand for construction lumber like southern 
pine and Douglas fir. City and farm builidng 
is slow, public work is held up for one rea 
son and another, and the railroads are not i 
the market for the usual fall supplies. Most 
of the Chicago distributers are keeping a care- 
ful watch on the development of larger proj- 
ects, and expect that even into the winter there 
will be considerable purchasing of highway 
material and construction timbers for such 
projects, on some of which a start is being 
made. But they say that competition on large 
bills is usually so keen that they are left no 








worth-while margin of profit. The genera 
feeling is that the offerings of smaller mills, 
both in the South and on the West Coast, are 
having a bearing influence on prices, but some 
of the larger producers have also been quot 
ing low figures. None of the distributers re 
member a time when order pooling for retail 
yards was so general, or so large a proportion 
of their business was in pool cars. The et 
couraging thing is that there is every indi 
cation that yard stocks are almost unbelievably 
small in many cases. One lumberman got 4 
‘phone call from a customer asking him t 
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wire the mill to rush an order, and had to 
explain that there wasn't much use in doing so, 
since the mill was in the South and the order 
had left Chicago only a few hours before. 
When a distributer wants lumber badly enough 
to order it these days, he wants it in a hurry. 

One Chicago lumberman was wondering 
about the effect of the drop in Canadian ex- 
change on the northern United States markets. 
Some Canadian producers have been feeling 
out the market, for if they can sell for Ameri- 
can exchange, they can cut prices, stand the 
small import duty on lumber, and probably 
have a little more left in Canadian currency 
than they would by selling in their domestic 
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market. On the other hand, some hardwood 
sellers who cover Canadian markets have had 
to notify customers that invoices will have to 
be increased 15 percent if they are to be paid 
in Canadian currency, others asking payment 
in American currency, so that trade is ham- 
pered. 

Hardwood men say that some business is be- 
ing done, but that prices have to be closely 
figured. Trade is spasmodic, coming from one 
source today and from another tomorrow. Re- 
cently there was an encouraging pick-up in 
demand from the eastern States that they 
hoped would continue, but after a few days it 
fell off again. 


Status of the Hardwood Trade 


Demand Slow; Prices Weak 


Boston, Mass., Oct. 6.—Domestic hardwood 
demand is generally for mixed cars wanted 
quickly. A few orders are being taken from 
the automobile trade. Export business is ham- 
pered by the international financial situation. 
Prices continue to be unsatisfactory. 

The recent reduction in the price of clear oak 
flooring has not stimulated buying. Flooring 
quotations: Clear plain white oak, $62.50@ 
64.50; select, $48@52.50; No. 1 common, $33@ 
36.50; clear maple (Michigan), $60@63.50; 
clear birch (Wisconsin), $53@56.50. 

Current range on FAS and No. 1, 4/4 hard- 
woods: Ash, $68@77 and $44@49; basswood, 
$63@67 and $42@48; beech, $67@72 and $46@ 





[Sales-o-gram No. 80] 


THE SECRET 


The veteran dealer took the reporter into 
his office and showed him a little red cov- 
ered memorandum book on which he had 
lettered in black ink: "I'll get you yet." 
In that book was a page for each of about 
twenty names already entered, and space 
for some more. Six of the twenty were 
crossed off with red ink. “Just crossed off 
Bill Smith today—been trying to sell him 
for three years. | got him when his neigh- 
bor, Green, was so pleased with the service 
we gave him on a rush order for shingles.” 
In the little red book he would enter hard- 
boiled prospects and keep them constantly 
in mind, studying ways and means of over- 
coming their opposition. 





50; birch, $70@80 and $45@52; maple, $70@75 
and $48@53; plain red oak, hard, $68@72 and 
$50@53; plain white oak; hard, $88@93 and 
$53@55 ; soft, $105@110 and $61(@67 ; quartered 
white oak, medium texture, $120@125 and $75@ 
8; soft, $145@150 and $83@90; poplar, me- 
dium texture, $73@80 (saps, $50@53) and 
$40@44; soft, $97@103 (saps, $66@72) and 
$48@52. 


Asking Prices Easier to Get 


Louvisvitte, Ky., Oct. 6.— The hardwood 
market has been fairly steady or a_ shade 
stronger over the week, but demand has been 
nothing to brag about. There is a fair move- 
ment of veneers, and plywood is in larger call. 
A little export business, chiefly in oak, is re- 
ported, and scattered orders for gum items. 
Sales of cottonwood, sycamore and the auto- 
motive woods are small although strong efforts 
have been shown to move cottonwood and 
sycamore. A little beech is moving to the chair 
manufacturers. Walnut is in somewhat better 
inquiry, but buyers are doing a lot of shopping. 
Inch common and FAS red oak and sap gum 


For Current Market Prices on Hardwoods See Pages 59 and 60 


in No. 1 and 2 common have been the more 
dependable items. White oak is getting scarcer 
in inch, but from 5/ to 8/4 thicknesses are still 
in very good supply. Poplar has been moving 
a trifle better. Southern plain FAS red oak is 
firmer at $58, Louisville. Wormy oak cannot 
be sold for more than $24. The rest of the 
market shows no actual change, but asking 
prices are a little easier to get. Prices of inch 
stock f. o. b. Louisville are: Poplar, FAS, 
southern, $70; Appalachian, $80; saps and 
selects, southern, $45; Appalachian, $50@52; 
No. 1 southern, $29@33; Appalachian, $42; No. 
2-A, southern, $25; Appalachian, $30@32; No. 
2-B, $19@21. Walnut, FAS, $195@197; 
selects, $125; No. 1, $65; No. 2, $30. Sap 
gum, FAS, $35; common, $23@25; quartered, 
FAS, $48@50; common, $32@34. Red gum, 
plain, FAS, $72@75; common, $37. Ash, FAS, 
$65; common, $37. Cottonwood, FAS, $34@ 
37; common $26. Southern plain red oak, FAS, 
$58; common, $37; plain, white, southern, FAS, 
$70@75; common, $39; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62(@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $24. 


Export Trade Recovering 


MeMPHIs, TENN., Oct. 5.—Southern hard- 
wood production continues about 30 percent of 
normal, while sales and shipments are 40 per- 
cent of normal. Some mills are considering 
reopening within a short time, but other mills 
are closing, as production keeps at about the 
same level. 

The business being received is at an excep- 
tionally low price, and is mostly from auto- 
mobile manufacturers, who are still operating 
body plants. Resumption of operation of the 
Murray Wood Products Corporation plant in 
Memphis has not resulted in a heavy demand, 
because the company has lumber coming on old 
orders, but some buying may be done a little 
later. The flooring manufacturers are curtail- 
ing their production, and are not in the market 
for a large volume of flooring oak. Box and 
crate manufacturers are buying low grades 
fairly well. A_ slightly better demand was 
noted of late from retail lumber dealers in some 
parts of the United States. The demand from 
the furniture plants continues spotted. 

The export demand, while slightly off as com- 
pared with recent weeks, is beginning to show 
some improvement with the strengthening of 
the pound sterling. The drop in value of the 
pound has had a temporary effect on the plac- 
ing of new business, but exporters are begin- 
ning to get some new business from England. 
The demand for ocean space has not been good, 
because some orders have been held up tem- 
porarily. There has also been many requests 
for extensions of drafts, which have been 
granted to concerns highly rated and old cus- 
tomers. 








GRADE MARKED—TRADE MARKED 


YELLow PINE 


YARD AND SHED STOCK 
LATH AND SHINGLES 


Our modern dry kiln facili- 

ties enable us to season lum- 

ber to the moisture content 
you require. 































INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 
Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 
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Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
*“*Ask the Wholesaler”’ i 


The Alger-Sullivan Lumber Co. | 
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INVESTMENT 
COVERING 
This Policy Certifies the Hidden Value 
* «* of Your Property + + 


2 SUT amrem HOA 








Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
futvee. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 


MAIL COUPON NOW: 


AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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Los Angeles, Calif. 


Oct. 3.—Although building permit totals 
are low, there was considerable building of 
smaller frame homes during September. It is 


estimated that well over a million dollars 
went into this type of construction within 
the last summer, while a half million addi- 


tional was devoted to frame apartment dwell- 
ings. 


A $220,000,000 water bond issue was voted 
by southern California by more than five to 
one Sept. 29, thus insuring the immediate 
work upon the Colorado River aqueduct that 
will bring more water to the metropolitan 
water district. One of the points at which 
a koom is anticipated is Vidal, Calif., up 
until recent years only a trading post. Other 


points will also develop and new towns spring 

up, as roads and other improvements will 

need to be made along the water tunnels. 
The Standard Battery Separator Co. is mak- 


ing extensive improvements and adding new 
and special equipment at its plant in Los An- 
geles, where the output of Port Orford bat- 


tery separator stock will be greatly increased. 


The preparation, drying and working of this 
stock requires highly specialized methods. 
The Riverside (Calif.) Chamber of Com- 
merece held a home exhibit Oct. 5 to 10. It at- 
tracted thousands. The West Coast Lum- 
bermen’s Association and the Millwork In- 
stitute of California exhibited. According to 


the building trades of 
470 modern homes are 
tion of the California 
tects was held during the exhibit. 

A permit has been granted by the bureau 
of reclamation to Fred C. Snell and P. §S. 
Webb, Beverly Hills, Calif., to open and op- 
erate a building material yard at Boulder City, 
Nev., the site of the Hoover Dam project. 
It will be known as the Boulder City Build- 
Supply Co. 


Seattle, Wash. 


Oct. 3.—Demand for lumber on the Atlantic 
has decreased. The steamship lines are 
working on plans tto curtail tonnage, and 
mills engaged in intercoastal trade are cur- 
tailing production. 

One buyer declared that 
market is taking about 60 
amount of lumber absorbed 
is very little buying. Some sixty vessels are 
laid up, about thirty-five of which probably 
will never run again. The remainder, if run- 
ning in the coastwide trade could transport 
some 50,000,000 feet of lumber a month. The 
movement is restricted efforts to 
maintain minimum prices. demand 
from California is expected Novem- 
ber and December. 

One wholesaler reports more inquiries com- 
ing out of West Virginia, Missouri and lowa 
—and generally speaking from territory east 
of the Missouri River. 

Little or no business 
the United Kingdom 


least 
conven- 
Archi- 


this vicinity, at 
needed. The 
Association of 


ers’ 


coast 


California 
of the 
There 


the 
percent 
last year. 


because of 
Little 
here for 


has been booked for 
and Continent since an- 
nouncement of Great Britain’s discontinuance 
of the gold standard. One exporter declared 
the British are insisting upon paying in their 
own depreciated currency, but that new con- 
tracts are being made on the American dol- 
lar basis, with very little business consum- 
mated. Steamship freights to the United 
Kingdom, which averaged 42/6, are now ecal- 
culated at $10.50. It appears that exporters 
here are simply marking time until the ex- 
change goes up. Yesterday the pound 
sterling was valued at $3.91 here. There is 
talk that some buyers are purchasing lum- 
ber in Canada and paying for it with depre- 
ciated Canadian money, but this is denied 
by one exporter here, who stated that while 
theoretically a saving of $2 a thousand could 


be made, in praetice it did not work out 
that way. 

The shingle market remains firm. All 
clears are oversold and last week advanced 
about 5 cents. All shingle stocks are low. 
Production in Washington, Oregon and 
British Columbia is about 38 percent of ca- 
pacity. Resumption of production at some 
mills this week is about balanced by cur- 


tailment at others. The Reed mill at Shelte, 
the M. R. Smith Lumber & Shingle Co, 4, 
Whatcom Falls Lumber Co. and the ty, : 
Bloedel Donovan mills at Skykomish ind 
Bellingham are resuming operation, a 

Although cedar siding dropped about $5 
thousand last week, no business resulteq . 
sales representative of several mills stated 
This was almost a 20 percent reduction, Pro. 
duction of cedar siding the week ended Sept 


26 was but one-eighth of capacity 
A log inventory will be completed next 
week. Apparently stocks of cedar logs hay: 


decreased, and there would be a scarcity « 
cedar logs for shingles if the demand fy 
shingles were to improve enough to perm 
mills to increase production. Prices are 
unchanged. 


Spokane, Wash. 


Oct. 3.—A committee to co-operate wit} 
the white pine blister rust eradication diyj. 
sion of the Forest Service in obtaining faets 
on the ability of the white pine forest owp. 


ers to co-operate with the Federal Goverp. 
ment in eradicating this pest, was name 
recently by the timber products bureau oj 


the Spokane Chamber of Commerce. 


A. D 
Decker, of the Potlatch Forests (Inc.), js 
chairman, the other members: P. H. Jack. 


the Diamond 
Thorpe, secretary Chamber of Commerce 
bureau. The committee was named at the 
suggestion of Stephen Wyckoff, in charge of 


son, of Match Co., and E. W 


the blister rust eradication in the Northwest 

The Clearwater unit of Potlatch Forests 
(Ine.), at Lewiston, Idaho, Oct. 1, went o 
an 8-hour instead of a 9%-hour daily shift 
Cc. L. Billings, general manager, announced 
There will be”"no change in the hourly wage 
scale. An 8-hour shift has been in effec 
for several years at the Rutledge (Coev 
d’Alene) and Potlatch units of the Potlat 
Forests (Inc.). The company will have the 


usual shutdown for repairs during Decembe 
at the Lewiston plant. No second shift has 
been in effect at the Spokane plant this yea 


Mr. Billings recently returned from a tript 
California. R. E. Irwin, manager of Potlate} 
Forests (Inec.) plants at Potlatch and Elk 


River, was in Elk River (Idaho) recently and 


informed the trustees of the 


village that the 
company was to build a line from Bovill t 
Elk River, and buy the electricity from the 
Washington Water Power company there 
The planing mill will run indefinitely. The 
mill at Potlatch will close as soon as the 


present log supply is 

The Scott sawmill at 
down Sept. 17. The 
cut early in May and 
two monihs, after which 
started work on boxes, turning out 330,00 

The Harry Wall sawmill and box factor! 
at Chelan, Wash., closed the last of Septem- 
ber, after having cut over 1,000,000 boxes this 
season. 

Sawing operations at 
ber Co., of Cashmere, Wash., will soon be : 
brought to a close for another season, but 
the box plant is operating, it was stated by 
W. W. Jones, manager. 


consumed. 

Dayton, Wash., closed 
mill began the 
was in operation some 
the box factor 


seasons 


the Schmitten Lun- 


Tacoma, Wash. 


Oct. 3.—The Lumbermen’s Club 
at its reguiar weekly luncheon yesterday 
devoted most of its time to a discussion 0 


the coming Pacific Building Officials’ Confer- 


Tacoma 





ence in San Francisco. Sales managers © 
the Tacoma plants met the representatives 
of the West Coast Lumbermen’s Association 
who outlined plans for the conference, # 
which the association will be represented 
City ordinances and building codes are e& 
pected to come up for discussion there ane 
the lumbermen will offer their. co-operatio 
in matters pertaining to the proper use 0 
wood in construction work. 


The volume of foreign door trade is hold 
ing up pretty well. During the first nine 
months of this year, more than 1,000,000 doors 
were shipped from Tacoma. The largest 
month so far was July, 160,000 doors having 
been shipped. The first large shipment for 
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this month, 12,000 doors, was made yesterday. 
Door men point out that the prices are not 
satisfactory on the whole, and that the vol- 


ume of shipments does not tell the whole 
story. 

Boston, Mass. 
Oct. 5.—Local wholesalers say that not 


enough business is being found in the North- 


east for Ponderosa pine to encourage an in- 
sistence on firm prices, and concessions of 
$4@6.50 are being offered on D select, and 
of $1 on No. 2 common. Business in Idaho 


white pine is far from robust in volume, and 
some eager sellers offering concessions 
of $1.50@2 on No. 2 common, and also shad- 
ing the supposed firm lists for D select. 

A sharp increase of cargo receipts of Nova 
Scotia and New Brunswick spruce was re- 
ported last week, a total of 1,014,445 feet of 
boards, plank and random, and 1,211,500 lath 
heing brought in by the Godfrey Lumber Co. 


are 


and the Blanchard Lumber Co. for distribu- 
tion in Massachusetts. The Downes Lumber 
Co. has just unloaded 150,000 feet eastern 
spruce. Other receipts of foreign lumber 
included 1,556,759 feet of fir and hemlock 
from British Columbia. 

The auction sale of the A. T. Stearns Lum- 
ber Co. assets brought offers of only about 
$175,000, whigh must be approved by the 


United States District Court L. 
(Inc.), of Quincy, bid in 
containing more than 500,000 feet of lumber 
n addition to four other parcels of real 
estate, millwork, machinery ete. 3ut the big 
bidder at the auction, to whom the bulk of 
the property was knocked down, was a com- 
plete surprise to the local trade, a_ re- 
juvenated A. T. Stearns Lumber Co., organ- 
ized by three veteran employees. Further 
details are eagerly awaited. 


Baltimore, Md. 


Oct. 5.—The Baltimore Lumber 
following a recess during the 
its quarterly meeting at the 
last night. In the absence 
Dreyer, who was called away 
on business, L. Alan Dill, the vice president, 
occupied the chair. The usual routine busi- 
ness was disposed of, and Secretary-treasurer 
L. H. Gwaltney read the quarterly reports, 
which showed the exchange to be in a good 
condition financially and otherwise. Various 
matters calculated to work ‘to the advantage 
of the trade were discussed and acted upon, 
and thereafter a supper was enjoyed. Some 
fifty of the members attended. 


Philadelphia, Pa. 


Oct. 6.—The October meeting of the Lum- 
ber Exchange of Philadelphia was held Thurs- 
day evening at the Manufacturers’ Club. A 
dinner to the members and guests preceded 
the meeting. The exchange adopted a protest 
against the increase of freight rates. The 
principal speaker was former State Repre- 
sentative F. S. Edmonds, who is also a leader 


Grossman & 
one warehouse 


Sons 


Exchange, 
summer, held 
Merchants’ Club 
of Henry D. 
from the city 


in affairs concerning the Port of Philadel- 
Phia. He styled his address “Hard Times 
and the Way Out.” 3ernard J. Newman, 


chairman of the speakers bureau of the Wel- 
fare Federation and director of the Philadel- 
Dhia Housing Commission, gave an interest- 
Ing address. Dr.. Frank Parker spoke on the 


Proposed Federation of Philadelphia Con- 
Struction Industries. 
Amos Y. Lesher, head of the Lumber & 


Millwork Co. of Philadelphia, has been named 
representative of lumber and millwork inter- 
ests on the managing committee of the newly 
formed Federation of Philadelphia Construc- 
tion Industries, uniting thirty-five divisions 
in the most comprehensive organization of its 
sind ever attempted in Philadelphia, and 
harles Warner is designated as representa- 
tive of the building materials dealers. 

The Philadelphia Wholesale Lumber Deal- 
ers’ Association will hold its fall quarterly 
dinner-meeting at the Manufacturers’ Club 
on the evening of Oct. 22. 

Joseph P. Comegys, a past president of the 
Wholesale lumber dealers, has moved perma- 


Middletown, 
residence and his 


nently back to 
both his 
place. 

John J. McKinley, jr., of the newly organ- 
ized McKinley Lumber Co., has been re-nom- 
inated as a Republican candidate for the city 
council. 


Del., transferring 
business to that 


Ralph Souder, jr., of Hallowell & Souder, 
now in the new Broad Street Station Build- 
ing of the Pennsylvania Railroad, left this 


week on an extensive tour of the Carolinas. 


Max Sussman, proprietor of the Ring and 
Roxboro lumber companies, and Theodore 
Hersh, of the Tree Street Lumber Co., have 


just returned 
Canada. 


from an extensive trip through 


Buffalo, N. Y. 


Oct. 6.— Long-continued mild weather is 
stimulating building in some sections, and 
stocks of retailers are being replenished. 
Wholesalers say that they are receiving a 
larger number of hurry orders than usual at 
this season and are being asked to trace 
cars that are wanted immediately. The same 


situation as to hurry orders prevails in hard- 
woods, in which consumers’ are very 
low. 

The decline in Canadian exchange is a mat- 
ter that causes considerable disturbance to 
various lines of business in Buffalo, most of 
which are asking their Canadian buyers to 
add about 15 percent to the invoice where 
payment is made in Canadian funds. 3uffalo 
is so to the border that a large amount 
of trade is carried on with Canada. Some 
lumber is exported into that country from 
this side, while some hardwood stocks, spruce 


stocks 


MOS 
ciose 


and pine come from across the border. The 
hope is generally expressed that the Cana- 
dian dollar will soon be back to par. 


L. W. Suppe, representing the Shevlin Pine 


Sales Co. at Cleveland, Ohio, is now operat- 
ing from 2159 Olive Avenue, Lakewood, Ohio, 
a suburb of Cleveland. 

Visitors last week included: Cc. Arthur 
Bruce, E. L. Bruce Co., Memphis; A. E. Hart, 
Dierks Lumber & Coal Co., Kansas City; A. 


C. Farris, Farris Hardwood Lumber Co., Nash- 
ville: Norman H. Beer, Dant & Russell, Inc., 
Portland, Ore. 


Kansas City, Mo. 


6.—Mills trying to 
stocks before winter weather in, and 
prices are quite soft. Retailers are back- 
ward about taking advantage of concessions. 
Yard men say that unless consumer demand 
revives they will be able to get along with 
even smaller stocks. There seems to be 
virtually no buying in preparation for winter 
repair work. Buying by southern yards has 
dropped off to almost nothing, mills say, the 
difficulties of collecting eliminating the South 
as a dependable outlet. The eastern and cen- 
tral States offer much more attractive sales 
possibilities, while locally there is but scant 
demand. 

Railroads have failed to show much inter- 
est in buying any of their forward needs. 
Industrial consumers are taking on about the 
usual amounts. While motor car and body 
manufacturers have curtailed their buying, 
radio and furniture manufacturers find sales 
volume sufficient to enable them to book 
ahead several months. Both southern pine 
and hardwood mills report a good demand 
for box grades. 


New York, N. Y. 


Oct. 6.—The lumber 
A chaotic money market 
of financing new buildings, 
vents much international trade. 
started that several transatlantic 
well as a number of intercoastal boats, 
will spend the winter tied up. Despite the 
fact that intercoastal space is not selling 
readily, there has been no break in the $10 
rate, and there was no distress space selling 
at the end of last month under the $10.50 
rate. 

The second Nylta Club meeting of the year 
will be held next Friday evening. Andrew 
H. Dykes, of the Dykes Lumber Co., will tell 


Oct. are reduce their 


sets 


very dull. 
stands in the way 
and also pre- 
A rumor has 
freighters, 


market is 


as 
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Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER Frrté 
OSTRANDER, WASH. 
“The original long timber mill.” 


The Polleys 
Lumber Co. 


Pondosa 
ce Pine 


Dry Selects 





Manufacturers of 


pS 


General Offices and Mills: 


Shipments via N. P. 
Milwaukee Rys. 


Missoula, Mont. 


an 





























Pondosa Pine eae 
MOUNTAIN GROWN 
Wrapped Trim Qronoosa 
is only one of our big yt, t= Bi 
selling items for SOFT TEXTURED 
dealers. Order it in 
LOOK 
MIXED CARS for this 
with cut-to-length Dimen-| Label 
sion, Moulding, Selects| on all 
and Common lumber,| Wrapped 
11/16ths Shiplap. Products 
Get our quotations now 
on stock you need. 
PONDOSA PINE 
LUMBER CO. 
neat : MEMBER 
ELGIN, OREGON WESTERN PINE 
MFRS. ASSN. 

















K. D.Window and Door Frames 
Also Frame parts 
Garage Doors House Doors 
Cut Door Stock 
Plywood or Veneer Panels. 


Porch Columns 
Porch Newels Porch Rails 
Balusters and Baluster Stock. 


Straight —_ or mixed with 


We Can 


Furnis 


" yard stock. 
John D. Collins Lumber Co. 
White Bidg., SEATTLE, WASH. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 





Feather River Canyon 


Soft California 
Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 























THE 


WILLIAM TAYLOR 
HOTEL 
in San Francisco 
Rooms with bath 


from $3.00 


WOODS-DRURY CO., Operators 
James Woods, Pres. 
Ernest Drury, Genl. Mor. 


























ENGLISH BROWN OAK 
FRENCH WALNUT 
SLAVONIAN OAK 


ROBERT R. SIZER & CO. 


654 MADISON AVENUE, New YorK, N. Y. 








Resawed Fables 


is a collection of the funniest 
prose writings of “the lumber- 
man poet.” 

It is the everyday experi- 
ences of the lum in, told 
with a smile. Every lumber- 
man owes it to himself. 


Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
431 Se. Dearborn St.. CHICAGO 
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some of his personal experiences in the re- 
tail lumber businéss in the Times Square 
district. There will also be a _ surprise 
10-minute speaker. Hugh J. Krampe, of the 


Armstrong Cork & Insulation Co., has be- 
come a member of the Nylta Club. He was 
sponsored by Henry Eaton and Alexander 


Wood. 

An informal meeting was held yesterday 
between officials of the Southern Pine Asso- 
ciation and committeemen of the National- 
American Wholesale Lumber. Association. 
The wholesalers’ association outlined its plan 
whereby small mills could be encouraged 
to join the pine association and benefit by 
its inspection and grade-marking facilities. 
Action may be taken at the next executive 
meeting of the National-American. Attend- 
ing the meeting were C. C. Sheppard, presi- 


dent, and H. C. Berckes, secretary, of the 
Southern Pine Association, and Arthur E. 
Lane, president, W. W. Schupner, secretary 


and Frank S. Davis, 
National-American. 


Shreveport, La. 


5.—Southern 


committeeman, of the 


Oct. pine demand continues 


very light, considering the season. Most of 
the orders are from retail yards for mixed 
cars, the filling of which is causing some 


difficulty. Practically all orders placed are 
for immediate needs. All mills face a diffi- 
cult fight for a small margin of profit. 

At Barksdale field, the Federal airport near 
the city, many hundreds of men are em- 
ployed on buildings under construction. This 
project is requiring a considerable volume 
of lumber and other building materials. Lo- 
cal building is otherwise very quiet. 

The Louisiana State Fair will open in 
Shreveport Oct. 24, and will run nine days. 
E. A. Frost, head of the Frost Lumber In- 
dustries (Inc.), is a director. Tuesday, Oct. 
27, will be celebrated as Lumbermen’s Day. 


Birmingham, Ala. 


Oct. 5.—Rough Bé&better air dricd sap, 
stained stock, which has been dormant so 
long, shows signs of life. Industrials indi- 


cate interest in remodeling and repairs. New 
building has not developed, although per- 
sistent rumors of large structures continue 
to be heard. Yard and shed stock demand is 
slightly better than it was last week. Re- 
ports from Gulf coast export points indicate 
an increase in demand for timbers and inch 
saps. Kiln dried export items are in less 
demand, and prices are low. 

Sawmills continue ‘to cut off one and two 
days operating time, and most of them in 
Alabama are on 2- to 4-day schedules, using 
only one crew. Small-mill operations have 
increased within the last month, since most 
of the cotton has been gathered, and plenty 
of labor may be secured at low cost. Most 
of these small mills closed down late in the 


ei Norfolk, Va. 


Oct. 5.—North Carolina pine demand 
showed a little improvement last week. 
There is still much complaint as to prices. 
Quite a bit of lumber is being used all the 
time, but the buying is done on such a nig- 
gardly basis that millmen have not been 
able to get any better returns. 

There has not been very much activity in 
better grades. Inquiries have been coming 


in for mixed cars of finish, rough and 
dressed, also for solid cars of 4/4 edge 
B&better, but buyers are holding back in 


placing orders. Prices remain steady, for 
there is not a great deal of good finish to 
be had. The mills could sell more 4/4 by 
10- and 12-inch, but are limiting the quan- 
tity of these widths on every order. 

The box market has been rather quiet. 
Box makers are making too low offers on 
4/4 No. 2 common sap and tupelo gum and 
poplar. The yards and others using stock 
box, rough and dressed, have also slowed up 
in buying temporarily. More inquiries have 
been received for 4/4 box bark strips, rough 
and dressed. Prices on box lumber have not 
changed. 

Planing mills have been kept fairly busy. 
If the demand for flooring continues to show 
an improvement, the mills should be able to 
get a little better price. Air dried 6-inch 
roofers are far from plentiful at mills in 
Virginia and the Carolinas and most mills 
have been asking more money. Georgia and 
Alabama roofer mills are holding firm for 
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their last lists, though demand has not been 
so large. Many shipments on old orders are 
held up because wholesalers are not” desiroys 
of having too many cars in transit under 
present conditions. 


Jacksonville, Fla. 


Oct. 5.—Practically all southern Dine 
wholesalers and mills in this territory con- 
tinue to report a decrease in orders and algo 
in inquiries. The few inquiries are for One 
to three carloads, and after much price cyt. 
ting and correspondence a small order is 
sometime offered and often rejected due t 
low price. 

Timber orders, that have held up rathe 
well, are falling off, but prices are about the 
same as they were two weeks ago. A greg: 
number of mills cutting from 35,000 to 50,099 
feet a day are cutting out, and smaller 
operators have been forced down for lack 
of orders, so the few remaining large mills 
are selling direct at firm prices. Shed stocy 
demand is poor, except for a few items, ang 
prices are exceptionally low. Mills recently 
cut out have large quantities of shed stock 
on hand that they are eager to sell, even at 
low prices. It is known that several cars 
of 1x3-inch No. 2 common flooring were sgolq 
by a mill in Florida for $7.50, f. 0. b. mil, 

Florida retail trade reports that orders for 
repair work are showing a slight increase 





[Sales-o-gram No. 79} 


IN SOME 


ways you have as fine an opportunity to be 
the "class" of the field as the biggest yard 
in the biggest city. In the first place, your 
yard and warehouses can be spic and span 
with paint and fine arrangement. Your 
delivery equipment, though not as num- 
erous in units perhaps, as his, can be just 
as well kept, as attractive. If you have 
display windows, you can give care and 
attention to their dressing. Your letter- 
heads and other stationery can give the im- 
pression of dignity and real "class." Your 
handling of details, such as answering the 
phone, mailing out statements, and recep- 
tion of customers may be graded up until 
it is as well done as any one can handle 
it. Step up the "class," and ultimately 
you step up the sales volume—and the 
profits. 





but orders for new construction are show- 
ing a decrease. However, the yards are ex- 
pecting the month of October to show a good 
gain over September. 

Exports from Jacksonville have been very 
slow. Prices ‘are now so low that the mills 
are not cutting nearly as much regular stock 
export sizes as they were a month ago, and 
are demanding a fair price or holding the 
lumber. 

The J. M. Griffin Lumber Co., at Holopaw, 
Fla., it is understood will be cut out Oct. 15. 


Minneapolis, Minn. 


Oct. 7.—With line yards taking only 
enough northern pine to keep their stocks 
assorted, northern pine trade is_ rather 
erratic. Practically all orders are for badly 
mixed cars, for immediate shipment. Indus- 
trials are inactive, and little stock is going 
elsewhere. With mills closing down for the 
season, thir stocks are smaller than they 
were a year ago, but in most cases are in 
good assortment. There has been no change 
in list prices for several months, but in some 
cases concessions are being made to meet 
competition from other sections. 

Northern white cedar manufacturers re- 
port a fair number of orders, most of them 
for mixed lots. Prices are at low levels. 
Inquiries have fallen off appreciably but con- 
siderable fence material is being moved. In 
those areas not hard hit, by drouth, fair 
sales of posts are reported. 

The sash and door market continues fairly 
satisfactory in the larger cities of the North- 
west. Building activity has been speeded 


(Continued on Page 62) 
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New ORLEANS, La., Aug. 15, 1931. lina factories stay off South Carolina gum, but 
gorGE A. WHEELER, Sheraton Hotel, High they have changed now. 
GEOR* + 3. C. There is a tendency toward buying more fin- 
rN pine ar ie. Wheeler: We have received your ished, or partly finished products, such as 
TY con f ..veral letters reporting your calls in the Caro- squares, bed rails, plywood, panels, taped ve- 
— also lina and southern Virginia territory, and we or ee agg da eg aed — 
TOr One oow pretty well, the situation. As a basis has been eliminated; and as a basis of studying 
‘ice cyt. rn ayns it further, however, we wish you the situation, therefore, we want, as wholesale GRISW OLD-GRIER LUMBER CO. 
der is B youl write us fully your impressions of your  distributers, to consider all these factors. Philomath, Oregon 
Ue to ts ip: any suggestions you care to make, saw 9m our section e . 
= ome ideas as to what we may expect for other day who was really discouraged. He saw Carlton Manufacturing Co., Carlton, Ore. 
» Tather a. remainder of this year. nothing but a checkered past and no future at Pedee Lumber Co. _ - Pedee, Oregon 
out the F "While we have not received much from your ll. It is that attitude which makes things 
A great rritory, our business, on the whole, has been worse. I think our policy of doing twice the Affiliated Manufacturers in 
© 50,009 roe up to this writing, and we have enough Work for the same, or even less business, is DURABLE DOUGLAS FIR 
Smaller orders to maintain capacity in the way of ship- ight. That is why we have done as well as we A in Fi 
or lack nts through August, but we have nothing be- have up to now. We will get something for ry 
se mills ee mat. September, and I think the volume will increase Eve thing in ir 
ze stock § °° Yours truly, ~ October. I think it is all right to discuss the Sales Offices: 
mS, and a a as situation, because you can’t win a fight unti 
recently —_ = he nt ge you know the size and position of the enemy. THE GRISWOLD LUMBER CO. 
d stock » G, Mogan, Fresident. ‘But it makes it hopeless when one looks at it Failing Building, Portland, Oregon 
even at = + hopelessly. ° 
“al cars HIGH POINT, N. C., Aug. 17, Hoping these few observations will help some, 
ry sold HicH GRADE LUMBER Co., New Orleans, La. and assuring you of my desire to co-operate in 
>. mill, ais , es — every way possible, I am 
: Dear Mr. Logan: That was a large order you ’ ’ "4 ? 
spose wee ave me in yours of the 15th. About all I have Yours truly, 
ncrease B Rie bie GEORGE A. WHEELER 
done is talk conditions, but writing about them B fi. SELER. 
— i s thing definite and worth while YELLOW Fl ms 
ron eas tobe ie 8 different aataee. I think the NEW ORLEANS, La., Aug. 19, 1931. 
trouble is like the story of the man who went GEORGE A. WHEELER, Sheraton Hotel, High Point, Flooring Siding Ceiling 
into church just as the services were about over. N. C. : ; E Finish Mouldings 
As he entered the vestibule the congregation Dear Mr. Wheeler: We appreciate your let- Thick Clears 
began to file out. ‘Is it all over?” he asked one’ ter of the 17th and believe you have the situa- 
of the members. The member replied: “It has tion sized up pretty well. We will cast about Factory and Industrial Stock 
} “ all been said, but none of it has yet been done.” and get a good square connection and will try Fir Plywood 
yar And thus it is. We have discussed every phase handling some of this stock, although our pre- 
of the situation. We have done nothing in a vious experience has not been very happy. SPRUCE CEDAR 
your 
s large and concerted way to take the “bull by If it takes twice the work to get half the i WESTERN PINE 
fan the horns.” business, we are willing to put out to that ex- and HEMLOCK 
Your The industries to which we cater are all tent, but the chief problem is still more difficult = 
num- struggling for orders the same as we, and the than that: It is the matter of credits. We do S llivan 
just lumber business is no worse off than any other. not know just who is still O. K. and who is BS oie u 
h I find the furniture men in good spirits and fac- broke. You can help a good deal along the p 
mer ing the situation calmly. They do not talk pes- credit line by keeping your eyes and ears open ORTL D 
and simistically and are not afflicted, like some lum- and sending us in all the the dope you can that d P AND, 
tter- bermen, with the permanent blues. They feel will aid in the extension of credit. We have fi | OREGON 
> im- that, while they will have to practice economies just learned that one of our old sa gr ner is 
Y and sell their products cheaper, they will be asking for a year’s extension. It just happens 
our able to get enough business to keep going with that his account with us is closed, but it is our 
the fair regularity. They are passing on to their luck and not our good judgment, as we would 
cep- customers the reduced prices of their raw ma- have sold him right along. Another customer 
until terials and more economical manufacture. has been unable to collect his main account, on . 
; There is a lull in buying right now, but I think which he was depending to pay his own obli- Old Growth Yellow 
indle they will begin looking about for stocks again in gations, and it has him just about crazy. If he 
ately October and we can expect a reasonable share does not collect it he is ruined. ’ ; 
the of orders coming our way at that time. As I One salesman asked another: “How's busi- OUG LAS in 
have written you, we can hope to get in this ness?” The reply was: “It’s getting pretty 
market only on certain items. You know ten bad. Even those who never intend to pay will a : 
—- years ago a furniture factory in North Carolina not give me an order!” S ] 
would not consider a car of gum from South Car- We heard the story that your good customer, pecia ists 
show- olina and only some of them would use Georgia the Clear Springs Manufacturing Co., bought 
ire ex- stock. Now they give the stock from these sec- two cars of 8/4 quartered sap gum. They had Wholesale Lumbermen and 
a good tions preference. It is because the mills not the 7-inch and wider loaded in one car, and the Exclusive Mill Representatives 
only produce and care for it better, but the narrow in another car. They accepted the wide 
n very factories have learned more about kiln-drying and turned down the narrow car. Find out if p OF 
e mills and caring for it themselves. Some of the best this is true. : ; FAST SHIP ERS 
r stock and most scientific manufacturers, as you know, Now that we have talked it over and written 
o, and have opened up in South Carolina during the some of it out, let’s get busy and put some of DEPENDABLE MERCHANDISE 
ng the past few years. They have an advantage in it across, and thus do our part toward keeping 
freight of an average of 10 cents over us, which the wheels turning. For, after all, it is an in- ° 
ylopaw, puts us more or less up against a brick wall in dividual matter. If each of us keeps plugging All Yard or Industrial Items 
et. 15. this territory. They are buying 4/4 No. 1 com- away, and at the same time buys something, Quoted Quickly 
mon sap gum for $22.50 to $25. $25 is the top. the corner will soon be turned. 
We can not do it, but when you reduce the Yours truly, If are having difficulty in 
freight rate 10 cents it is not so bad. HIGH GRADE LUMBER Co. securing quality stock on 
__only As a matter of correct distribution I have H. G. L. H. G. Logan. resent day market prices do not 
Father Pp fhe ceaeee nen caver gf working, more closely Another instalment of these Letters From fail to communicate with us 
badly real business out of this territory, it looks as the — of 6 _———— will appear tn a later 
Indus- though we will have to take over a South Car- ‘SS#@.— DITOR. 
—_r olina mill. The old idea that nothing would do a ocKe umper UO 
or the but delta stock is all shot. Tupelo suits them “" a " 
) Pay as well as sap gum, and red gum has gone beg- Camps in the Woods Spalding Building 
on» ging. So we have to meet these changed condi- “he : ae : —s 
hange tions and develop a source of supply that will PR hee peg Fg cone Bm: <2 PORTLAND OREGON 
| some reach this territory on a competitive basis. tu pages, 77 » DY 
meet I also find quite a demand for squares. Many Augustus D. Shepard, devoted to plans and 








firms would rather buy squares than to buy thick _ illustrated descriptions of woods lodges, country 








rs re- lumber and make their squares. A square cut houses and camps or homes. The illustrations e By 
them green dries out on all four sides the same. The are made chiefly from actual photographs. Both Logging Ralph C. B 
a pull is the same all around and it dries straight. landscaping and structural details are sketched alp ryant 
ry i If the middle is wet it does not matter so much, and described. Studies of fireplaces and acces- Have you a problem to solve in log 
fai as they work around it. But a piece of thick cories are an attractive feature of the book transportation o k 
alr lumber that is heavy in the middle, develops one >. ; . : 4 n economically? “Logging’ 
or two sides green when ripped into squares, which contains also sketches of rustic furniture, how. An invaluable reference book 
fairly thus making more of a kiln-drying problem, con. auxiliary buildings and bridges. “Camps in the for ——— 
—_ sequently more waste, and a greater risk of not | Woods” is bound in cloth and is supplied by the etc. 0, postpaid. 
ee det 


staying put. I know you have always stayed off AMERICAN LUMBERMAN at the publisher’s price, American Lumberman ol Go. Deasboen &. 
the square business, but so did the North Caro- $6 a copy, delivered. 
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A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
nen are listed in each new edi- 
a tion of the Red Book and 


fj . many others are announced 
Ue by us TWICE a week as 
Le they start in 

ia 


business Red 
ppt f Book credit rat- 
CuecYs Sup SOGR srevce #ings and reports 
e ba are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer, 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 S. William St., New York City 


































Fix Your Credit Loss 
in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 





the excess. 

Thus your credit 
months is determined 
nothing can increase it. 

The cost of Credit Insurance 


twelve 
and 


loss for 
in advance 


is small | 
compared to the security afforded. | 
Over $9,500,000 paid to our policyholders | 

The American Credit-Indemnity Co. 
OF NEW YORK 


220 So. State St. 537 Mer. Exch. Bldg, 
Chicago, Ill. San Francisco, Cal. 


511 Locust St. 
St. Louis, Mo. 
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GILBERT NELSON & CO. 


Public Accountants 
\| SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 














Establishedi847 


Foreign Forwar- 
ders, Customs 
Brokers. We 
handle allclasses 
of cargo and at- 
tend to collection 
of invoices. 


Richard Shipping Corp. 
44 Beaver Street. NEW YORK 
Ocean Freight Brokers 
and Contractors 
Special department handling export lumber shipments 











VEST POCKET 
READY RECKONER 


A useful vest pocket manual 
including a lumber calcula- 
tor for standard sizes, log 
rules, estimated weights of 
lumber and miscellaneous 
useful lumber tabulations. 


Prepaid, 50 cents 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 





A. Trieschmann, of Crossett Watzek Gates, 
Chicago, is spending three weeks in the South, 
visiting mills of affiliated interests. 

E. E. Heineman, of the Heineman Lumber 
Co., Merrill, Wis., was in Chicago on Friday 
of last week, and visited at lumber offices here. 


George W. Schmidt, wholesale and commis- 
sion man, of Louisville, Ky., has been visiting 
Chicago during the week, and called on the 
Union Lumber Co., redwood manufacturer, 
whose product he handles. 


C. R. Tustin, who formerly operated the C. 
R. Tustin Hardwood Co. in Memphis, Tenn., 
was in Chicago last Saturday on business, and 
took advantage of the opportunity to call on 
some of his friends in the trade. 


W. R. McMillan, manager of the Hammond 
Lumber Co., with headquarters at 601 W. 138th 
Street, Chicago, left last Sunday for New Or- 
leans, La., from which point he will sail for 
Cuba. Mr. McMillan expects to be away about 
three weeks. 

Jamie M. Forbes, who for some time 
been associated with the Duncan Lumber 
in suite 1027 Straus Building, Chicago, has 
re-established himself in business under the 
name of the Forbes Lumber Co., and is lo- 
cated in 848 Straus Building. 


has 
Co. 


W. W. Payne, president of the Pacific Ex- 
port Lumber Co., Portland, Ore., left last week 
for Europe on the liner Europa, for the purpose 
of looking into market conditions and establish- 
ing connections with a view to trade develop- 
ment. He plans to return about Christmas. 

Ralph H. Burnside, of Portland, Ore., re- 
ceiver for the Pacific Spruce Corporation, ac- 
companied by his wife, was in Chicago last 
Wednesday. Mr. and Mrs. Burnside were on 
their way to Covington, Ga., where a relative 
of Mrs. Burnside recently passed away. They 
expect to return to Portland by the southern 
route. 


C. C. Sheppard, of the Louisiana Central 
Lumber Co., Clarks, La., and H. C. Berckes, 
of New Orleans, La., secretary-manager of the 
Southern Pine Association, are members of the 
special party of trade leaders visiting prominent 
laboratories and industrial plants in the North 
under the auspices of the division of engineer- 
ing and industrial research of the National Re- 
search Council, New York. The party left 
New Orleans Oct. 5, and will return Oct. 15. 


C. D. Johnson, president of the Pacific Spruce 
Corporation, Portland, Ore., was in Chicago 
the latter part of last week on his way East. 
Mr. Johnson believes there is a tremendous po- 
tential demand for lumber in the agricultural 
sections of the country and is of the opinion 
that the lumber industry should use a slogan 
to the effect that there is nothing that takes 
the place of good lumber. He believes in the 
sale and use of good lumber and thinks there 
will always be a demand for a quality product. 


George W. Schmidt, one of the old time lum- 
ber wholesalers of Louisville, Ky., accompanied 
by his son, has been spending a short vacation 
in Chicago this week and renewing a number 
of old acquaintanceships. Mr. Schmidt reports 
a greatly decreased volume of business in his 
territory and says that for the first time in all 
his experience he has found it necessary to sell 
pool cars of southern pine. He has been quite 
successful this year in holding up his volume 
of redwood sales. He represents the Union 
Lumber Co. in Louisville territory. 


Burdett Green, secretary-manager of the 
American Walnut Manufacturers’ Association, 
has just returned to Chicago from an exten- 
sive trip throughout the Southwest. He vis- 


el 





ited Indianapolis, Jasper and Evansville, Inq 
Oklahoma City and Tulsa, Okla., and Spring. 
field and Kansas City, Mo. Part of his trip 
was by automobile, but he covered a good part 
of the ground in double-quick time by airplane 
He devoted some attention to trade promotion, 
and feels gratified with the results. He cer. 
tainly hasn’t changed his belief that the man 
who goes after business hard, even under pres. 
ent conditions, will find the effort worth while 


W. C. Trout, vice president and general map. 
ager of the Lufkin Foundry & Machine (Co, 
Lufkin, Tex., spent a few days in Chicago this 
week and then went on to Milwaukee to spend 
a short time visiting among his old home syr. 
roundings. The Lufkin Foundry & Machine 
Co., under Mr. Trout’s management, has become 
one of the outstanding successful industries jp 
the Lone Star State. Mr. Trout reports cop. 
ditions greatly improved in the East Texas oj 
fields as a result of the enforced limitation of 
production and is of the opinion that the return 
of dollar oil in that section is near at hand. 
His concern, which manufactures the famous 
Harvey Hog that is an important part of the 
equipment of so many modern sawmills, is a 
large producer also of oil well machinery, its 
products being found in practically every oil 
field in this country and abroad. 


A Valuable Contribution to the 
Wooden Box Industry 


All the information that the staff of the 
National Association of Wooden Box Manu- 
facturers has been able to collect on the proper 
materials to use for such boxes, exact informa- 
tion on each wood species as it applies to the 
manufacture of boxes, and a host of technical 
data, have been, and are being, included in a 
loose-leaf “Ready Reference Manual” which is 
being sent to members of the association as 
each set of information is compiled. This pro- 
cedure is followed so that the members may 
begin using the information as fast as it can 
be made ready, instead of waiting for the com- 
pletion of the work. The mimeographing is 
being done at the association’s headquarters in 
Chicago, and a representative of the AMERICAN 
LUMBERMAN who dropped in at the office in 
the Conway Building found L. P. Blattner 
very busy at the task. 

The first section which was completed con- 
sisted of a foreword, discussion of the stand- 
ard styles of nailed wooden boxes and the use 
for which each is best suited, and a compila- 
tion of laws from every State regulating and 
prescribing containers for the shipment of fresh 
fruits, vegetables, melons and other commodi- 
ties. The foreword itself clearly describes the 
nature of the work. It says, in part: 

The discussion of the fundamental princi- 
ples of wooden box construction has been di- 
vided under the following general headings: 
Styles of Boxes; Lumber; Thickness of Sides, 
Tops, Bottoms, Ends and Cleats; Number of 
Pieces in Sides, Tops, Bottoms and Ends; 
Joints; Nails and Nailing; Battens and Strap- 
ping; Inside Packing; and Crating. Under 
each of ‘these headings has been placed all 
available authentic information on that par- 
ticular subject. 

Following this general discussion is a con- 
tinuous series of practical applications of the 
fundamental principles of wooden box con- 
struction for different individual commodities. 
For example, one section makes recommen- 
dations for wooden boxes for the shipment 
of canned foods, another for fresh fruits and 
vegetables, still another for paint and var- 
nish, a fourth for shoes, a fifth for. textiles 
etc. 

In presenting this information to our mem- 
bers in looseleaf form, the National Associ- 
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“It is our hope that this Ready Reference 
Manual of Wooden Box and Crate Construc- 
tion will develop into a most useful refer- 
ence book ior wooden box and crate manu- 
facturers,” R. H. Morehouse, executive 
secretary of the association. “It will enable 
them to construct nailed wooden boxes and 
crates which will be light enough in weight 
to compete successfully with other kinds of 
shipping containers. At present the light weight 
containers that are competitive to nailed 
wooden boxes and crates claim the advantage 
to shippers that their freight charges are less, 
although in many instances the loss and dam- 
age in transit increases when containers that 
are neither rigid nor self supporting are used. 
The laboratory recommendations which will be 
contained in this ready reference manual will, 
in all cases, be for nailed wooden boxes and 
crates of sufficient strength to carry merchan- 
dise safely to destination.” 


says 





His Avocation ls Carving 


San Francisco, CAuir., Oct. 3.—B. W. Ad- 
ams, president of Adams Lumber Co., this 
city, is a lumberman of long experience. He 
was for many years sales manager of the Fruit 
Growers’ Supply Co.’s lumber division, and 
later was sales manager of the western opera- 
tions of the Pickering Lumber Co. 

He is not a man of a single hobby, but is 
a keen sportsman, who is hard to find at home 
on week-ends during the hunting season. In 








Reproductions of remarkable wood carvings 
made by B. W. Adams, president of the Adams 
Lumber Co., San Francisco, Calif. (Left) The 
Mythical Paul Bunyan made from California 
sugar pine. (Right) Mrs. Maybelle D. Adams 
made from California white pine 


the lumber industry his special attachment has 
been for pine, and he not only is always in- 
terested in the manufacture and sale of pine, 
but he likes to work with it. 

Over at his home in Berkeley he has a 
large, airy room fixed up as a workshop, 
where he has many woodworking tools, in- 
cluding lathes, drills, etc. This equipment also 
includes a set of wood-carving tools. 

Mr. Adams has turned out some rather re- 
markable pieces of wood carving, and he likes 
to combine the practical side along with the 
artistic side. In other words he thinks in 
terms of the quality of the material used, and 
has carved large, thick pieces of kiln-dried 
California white pine, or California sugar pine, 
which were remarkable in the showing made 
because of the entire absence of any checking 
when these pieces were carved into delicate 
dimensions. 

Two of his latest masterpieces are shown 
herewith. One of these is the bust of his 
wife, Mrs. Maybelle D. Adams, and is an ex- 
cellent likeness of Mrs. Adams, carved in life 
size from a solid piece of kiln-dried California 
white pine. Even the eyeglasses are carved 
ifom the wood. 

The other example is a carving of the head 
ot the mythical figure, Paul Bunyan, made 
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from the well known drawings of W. L. Laug- 
head, of Westwood, Calif., which he uses to 
illustrate advertising copy for the Paul Bunyan 
pine of the Red River Lumber Co. This Paul 
Bunyan head is made from a block of kiln- 
dried California sugar pine. 





When They Forget Lumber 


There have been plenty of things, during the 
week, to divert the minds of lumbermen tired 
of the chase for orders. The bridge game at 
the Boston Oyster House lasts longer than 
usual, and if that is too tame (as though it 
could be, with those men doing the playing 
and post-mortem) there has been at the Chicago 
Federal Building the trial of a famous gang- 
ster, which has attracted large crowds. And 
there has been the city baseball series between 
the Cubs and the Sox, which has made it dif- 
ficult to keep the mind on board feet. 

3ut there was something even better than 
that, last Friday and Saturday, for four Chi- 
cago retailers. P. J. Willis, of the Berwyn 
Lumber Co., Frank O’Dowd, of the Edward 
Hines Lumber Co., John Touchstone, of the 
George Green Lumber Co., and Walter G. 
Cashion, of the Hill-Behan Lumber Co., went 
to St. Louis, Mo., to sit in at a couple of the 
world series games between the Cardinals and 
Connie Mack’s warriors from Philadelphia. 

In St. Louis, of course, everybody was think- 
ing about baseball, and the offices of the W. 
T. Ferguson Lumber Co., in the Arcade Build- 
ing, became a center of attraction for lumber- 
men. There was a reason. A. L. Davis, audi- 
tor of the company, installed a radio so he and 
his friends could sandwich Rogers Hornsby 
in between No. 1 common and FAS, f. o. b. 
the ball park, 2 percent 10 days, net in the 
seventh inning, 60 percent 10 inches and 
wider, straight grained and what a sock that 
was! 


Moves Chicago Office 


The Chicago offices of the E. L. Bruce Co. 
and of Cell-ized (Inc.) now are both located 
in suite 1246 at One La Salle Street, and the 
phone number is Franklin 4572. 

M. H. Bissell has moved to Chicago from 
Memphis, Tenn., and he and O. H. Boyens 
will represent the Bruce company. E. G. Mor- 
ris will continue to be the representative of 
Cell-ized. 

Mr. Bissell has been connected with the 
Bruce company at its offices in Memphis, since 
the Marathon Lumber Co., with which he for- 
merly was associated at Laurel, Miss., cut out. 
He will make his home in Evanston, a North 
Shore suburb. 





Oak Gutter 600 Years Old 


A Chicago reader has sent to the AMERICAN 
LUMBERMAN a clipping from a Chester, Eng- 
land, newspaper, giving an account of the find- 
ing in an historic church at Plemstall of a 
wooden gutter, this having been hewn out of 
solid oak. According to authoritative records, 
this was a piece of the old original gutter dat- 
ing back to Saxon times. It was made of 
pieces of oak 8 or 10 feet long, cut out of the 
solid log. The rector of the church, who has 
investigated the history of 
church, says that “the gutter which has now 
been taken out has probably been there for 
500 or 600 years.” 





Correcting an Error 


In the Kansas City news letter in the Oct. 3 
issue of the AMERICAN LUMBERMAN an unfor- ’ 


tunate error occurred in reporting that the A. 
O. Thompson Lumber Co. was closing its yard 
at 7ist and Wornall. The AMERICAN LUMBER- 
MAN now is advised that the A. O. Thompson 
Lumber Co. has no thought of abandoning this 
plant. This company operates four retail lum- 
ber yards in greater Kansas City and is one of 
the large and substantial retail lumber concerns 
of that city. 
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Check Over Seidel’s 
Merchandise Chart 


IT'S 100% COMPLETE IN 
EVERY DEPARTMENT 


LUMBER WALL BOARD 


Fir, Redwood, 


Red Cypress, ROOF NSULATION 

Wash. Cedar, e 

Cal. Sugar Pine, PLASTER BASE 

Pondosa Pine, os 

Oak Flooring, ACOUSTICAL 

Maple Flooring, TILE 

Cedar Lining, e 

Red Cedar Posts, GYPSUM BOARD 

| ted 

go og WALL FINISH 

ASPHALT. FLOOR FINISH 

aaa LAWN FURNITURE 
. 

MILLWORK PLYWOOD 

Frames, Sash Fir 

and Doers, Fir Wallboard 

Finish and Hardwood 

Mouldings. Plywood 


Let Seidel Supply Your Needs 
With “Seidel’s Sudden Service” 


(%Z, 


lee 


LUMBER 
St. Louis, Mo. 


























“WARSAW-#1 COM 
LONG -LEAF PINE” 


GRADE MARKED 
2x4 2x8 


2x6 


THOROUGHLY AIR DRIED—STRAIGHT 


WARSAW LUMBER CO. 


WARSAW, GEORGIA 








HI WELLOw Pine ||) 
YOFERS ann DIMENSI 

' Our Specialties ul 

150 Anything you Need in 

LUMBER OR CRATING 

Air Dried-Kj/n Dried-Rough 


Dressed or Dressed and Resawn 
otations 


Get Our Qu 
P.M.BARGER LUMBER C0, Inc. 


MooresviLte ,N.C. 



































the famous old | 


EMPORIUM FORESTRY CO. 
General Office: Conifer, N. Y. 
Mills: Conifer, N. Y., Cranberry Lake, N. Y. 


New York Office New England Office 
5635 Grand Central Term. 161 Devonshire St., Boston, Mass. 
Phone, Murray Hill 6514 Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 














17 17 





VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 


of Northern Hardwoods 
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LUMBER RICES i ceda 
SOUTHERN PINE — 
East and west side mills hav 
we ; , y s have reported the followi P ; is, | 
Exchange, New Orleans, Lz e following average f. o. | ; ’ , Royals, < 
. ans, La., for sales made i ori . 0. b. mill sales prices on south i ‘ No. 1 
month to date have been inserted and mech ndete period Sept. 23-25 but, where prices for this pe ie pine to the Southern Pine Lump No. 2 | 
West Eas guished by asterisk: s period were not available, prices f #2 No. 3 
t West East Or the A 
Side Side Side Side 4 on East West East Perfectic 
Flooring, Standard Surfaced Pinish Me =e Side Side West East West a & 
Lengths * 10-20’ Ceiling, Standard Side Side Bas, No. 2 
20 cs No. 1 Fencing and N Side gig No. 3 
1x3” rift— B&better engths Boards, 10-20’ o. 1 Shortleaf No. 1 Lo ; a 
Babetter Inch thick— %x4"— as * 0-20 , Dimension Dimensica" — * 
Sr ran  ~«srwes 28.35 32.00 B&better.. 23.79 *20.5 1x6” weewe 23.50 24.00 2x4” 2x4" on No. 1, 
nortleaf.. 54.71 *53.74) 6” ..... 31.42 30.93] No. 1 38.00 20.58) at Se , 22.84 23.43)12 & 14’.. 16.91 15.43) 12 & 14’ 7 a 
Longleaf. .°38.65 61.25] 8” ...... 32.63 ees sees coer *1743] 1X8" 2.0. 20.95 24.18]16° ...... 18.01 15.77| 16’ itn coaihe 
No. 1— ” eee 38°90 35:94] @=2°— et - 24.92 31.58 |2x6" ais lai 17.95 18.4 
Shortleaf.. 36.83 *45.61|+2 0,28 °c43 55.07 47.79|B _ . 41.36|12 & 14’.. 14.55 13 ‘ , ‘ 
Longleaf... .... %51.46 Beit ie “ieee” cee fee {¥o, 1 Shiplap, 10-20’ —_areapalien aa tgasliee * ee ee Bee 
No. 2 .... 26.50 %26.50 tae . 43.57 50.33 os OU 20.54 1m seeee an 34 *22.11 2x8” ox3” 00 16.95 Extra 5 
1x3” flat be 51.25 49:75 Casing & Base, 10-20’ 27.00 *24.50 as & 14’ 15.43 13.92112 & 14’..*15.65 choice 4 
grain— teers 12s besilo eee OO S'| Wo. 2 Pencing, Stand-|2x10” 6.2 5 ; 5.6% 4 Yommo 
Babe ae , C— 96.81) Benetter, No. 2 Pencing, Stand- |2x10” tated \aneee 19.00 Pe No. 2P 
etter 28.50 27.82 wd thick— a ard Lengths 12’ we a 2x10” 5, } 
a & : 23.64 23.04] 4% «...- 29.75 ©23.79| -=*® . 36.00 34.10 ~ tate 21.03 17.901 13° 22.25 
No. 2 . 14.14 14.40 6” oe *98 11 23°00 i eeves 12.48 11.7813@ -" '* 20.75 18.09 planar: 54.00 22.04 
1x4” rift—  < Eee #30 98 ©3439 Drop Siding, Stand- x6 a" 21.50 17.53146 °°°°"° — .00 22.67 
B&better 10% teens 33.00 31.00 aca Lengths cede 12.70 12.98 12 & 14’.. 24: 9 2x12” oS SR Royals, 
Shortleaf.. 52.79 53.00]/% ----:: 48.00 *40.00}No. 117— No. 2 Shipla a |16’ 24.53 20501129 @ 14°..9: No. 
Longleaf... .... *63.91| Bough Pinish 10-20 |1X°" Boards, § ee 8 it 27.10 18.78) 1g Seaton ae No. 2 
No. 1— B&better— B&better.. 25.46 *23.11] Shortl b oo No. 2 Shortleaf wo. 8 00 39.33 No. 3 
Phertieas.. 38.30 60.75|Inch thick— No. . 24.75 *22.34 ins” oat— 13.83 13.61 Dimension ‘_——on Peto 
on ae ri ” aa. . . ” 810 0. 
No. + af Cpt eee a venue *925.69 23.50 Assorted patterns 1x10 13.99 13.70 ax¢ 2x4” = No. 2 
So cees 27.00 *26.00| 6” ...... 39:96 23.50| 1x6” Leagieaf— ° 12 & 14’ 13.99 11.33112 & 14’ << No. 
1x4” flat rae 40.06 23.50| B&better.. 25.87 26.08] 1x8" 16.25 __ [16° ..--e 14.98 12.00] 16’ 15.50 1469 B 16"— 
Fane + 38.82 28.50|No. 1 * 34:53 21.28| 1x10"... Ae a6 *ib es oy  ———_— 18.50 #163) No. 1 
yetter.. 26.60 25.26 2+. 54.00 62.50 ae ; 5.25112 & 14’.. 10.82 9.91 12 & 14’ 2 No. 2 
No. 1 .... 22.95 22.73 aae/4 thick — Car Sittes, Mining No. 2 Boards, 1x12” a6 artnet 11.29 10.92 — ors 12.00 dis No. 3 
2 .... 16.50 13,32 an eecee ry +4 33 50 and Roofing Standard Length — i 5 ag | 2X8” if 
Casing, Base. & Jamb |12” ...... ass thelr . Shortleaf.. 16.64 15.14 16’. A165 33.00112 & 1¢°..°15.17 tim P 
4" §° 4on af.. 2 ¢ ‘ Dal lect - 6.0 D cevcoee eee 2.94 
mahetter Boston Partition, | 1x4” 9’... 23.75 ie re 6a 2x10” : = 
ins”... 41.89 s6.a8]11/1exe— NS a See ee 16"... 16:08 #10:93| 16°... .#14.60 16% 
1x5&10" || 42'6 .38|11/16x4”"— Pog x1%”, 4’— eke es *10.93| 16" ......914.5 9: prices 
x5&10"-: 42°64 40.05| B&better.. 27.62 1x4” 5-207. 15.50 *14.25 No. ‘gaee 237 «2.33 ye sw. a — 14.50 162 Bt owaue 
> -20°. 15.92 eee No. 2 115 135 16° 15 11.00]}12 & 14’..*19.38 16 
“Ae ee etkeas 2 5 019.3 x) B&bett 
ENGELMANN SPRUCE 20.00 °12.44116" ...... *21.75 23.00 2 dre 
LONGLE 
Prices f. o. b. Chi DOUGLAS FIR Rou 
gh 
mann white spruce pease on air dried Engel- F WESTE §&8-inc 
siding and ceiling: oards, D&M, shiplap, drop Poe telegram to American LumBERMAN] (Special tel mn PINES $35.0 
Inch— 4” @ ‘0: n " ac z = elegram to AM 
Daebtr., 8-16" $45 00 6 8" 10" 12° on aetunt » Gms Ay - o F.0. b. mill prices Portland, Ore Ses Lon GEORGI. 
No. 1 & : 00 $46.00 $46.00 $67.00 $77.09 | Omly, straight and mix _ an 3 and 5, direct mill prices id Oct. 7.—Following f. o. b Tongu: 
btr..* 6-167. 43.00 West Coast mills t h ed cars, reported by the Wes s on actual sales were reported to $19.0 
No 1, 6-16’... 42.00 14:00 f o0 Hi 00 74.00 reau, were as Fang Davis Statistical Bu- Sten toe theen a i ae 7 KIL | 
oO. 2, 8-16’... 40.50 338. -50 64.50 as 6. Averages age ys ended Wednesday, Oct. 
No $: 207:: $800 $009 go5d atse $58 WEet Ge Shee Rate ‘sales and are based on ‘mixed car order ek 
agg? icncibrir 26.00 27.00 27.00 2 B B&btr Cc Quotations follow: a ae Nort 
” tS : : NorTH 
toot. whieh may int-tnch end wider, ¢- tp 20- 1x3” Sie eS. heel Ponderosa Pine 10-I2 
8-foot, is $26.0 n 20 percent of 4- to | °/4x4” leapried eed = . ee INCH SELECTS AND CoMMON, S2 NoRTH 
6&6/4, 6-16’— 4” : 6” 8”——«d” . B&b 
Dé&btr. veoro es 46600 g8.00 10” 12” ix4” Plat Grain Plooring C selects AL..... $35.17 oe. $3 ge $656 NoRTH 
wo 1&btr. ..... $2. 00 64. 00 $71. 4 $81. M4 SO poeta eae 14.25 ae selects AL..... 26.42 32 9 49.75 B&b 
4 E sesessecss GE . On +3 os; +4 Le +4 . oa 7.50 16.2 No : oe AL. 30.00 30. 50 4010 at 
add $9: 8 5/&6/4 in No. 2, 4-inch, add $6; 6-1 ch, 1x4” a No. 3 common AL. it 0 ety 19.13 25.83 ter— 
edd $9: $-inch, add $6; 10-inch, add $8; ‘12-inch, i aah - -.. $10.00 | SHoP, 5/4 AND 6/4, S2S se ae ee 
1 -, 5- an 10- ‘c - . “sar bys Ne PT > ee 2x3- 
oe "y8:'No! 4; add for Fie ey ry 2s cael a 12.5 ek we Reet Se ee. Were eee wil 
ntains 40 to 60 percent Dé&bette ae ‘Scasweas 15 25 2.50 .... | SELECTS S2S, 5/4 AND 6/4, 4” AN 
Specified lengths—In Dé&better - : = 12.75 .... | G select AL...$43.72 I AND WIDER— 
better and No, 1, add for 16- foot bs, for other 106 Drop > miaing, 1x6” BzveL SIDING, 6" C..... duct 
lengths, including 18- and 20-foot, $2.. In No. | 117 2.02.0... 16.75 12.75 No. 4 Common, S28, RW RL. ......... at 
i; =. ae ie and 20-foot, $2; eines R. ~~ me. hanes eens 50 15.00 pei i a we 9.37 Sale 
No. 3 a ae ir pxiz- -inch, add $4. ‘Finis ge + 10.50 | INcH SELECT og to Fine mills 
inch, add $1: : for 10. and 12-foot t ss. Sa sh, Kiln Dried and Surfaced ee oan ae ——— os 
. : 7 1x6” 1x8” ™ , 6” 2 10” 12” ‘ 
B&better . ‘ 1x 1x12 C selects AL.. 51.97 $47 fl 
Bevel siding, %-inch, odd lengths, 3- to 20 Mr $28.00 $30.00 $36.00 D selects AL... 35:84 +39:60 *4hce4 $100.8 Oct. | 
sae but not over 20 percent shorter than Common Boards and Shiplap oe , com. AL.. 38.13 38.92 45.36 73.01 | 
. 1x6” 1x8” 1x10" - No. 2 com, AL... 29.74 29:76 30.12 "e x21 
Devtr., ¢-inch..$32.00 HL d-inch......$16.00 ee  csceess $12.75 = 98.75 (912.08 $15.50 Ph cn Be a feel iste a137 ea p fixlt 
o* A nch ** "18 N + wenn D.0 5.7 6.75 ~~ ‘ s S2S, 5/4 anp 6/4, 4” “ nae 
Lath, spruce and pine, 4- aS rere 4.00 4.7 7.75 < AND WIDER— 
3, 36.45. a es $6.60; No. So wa wie Eg EE P oe D select AL. . .$59.2 
, , ee eee 32.28 
WISCONSIN H N <a 14° 16" «618 20’ - 22824’ 26-32’ No. 4 Common, S2S, RW RL. ......... i 
No. 1, 2” thick— aid Larch an Eve 
teen ane 0 EMLOCK a a to $11.00 $12.25 $13.00 $12.25 a No. 1 dimension, 2x 6” — ‘ Fir 
Wa. 1 Hemlock B i - > Waneae, Wis., prices: 3” a. 3 1.6 11.50 11.25 $14.25 $15.00 sally Saas, eee eer ee eee tre $148 2 $1 
x . ” 10.25 10.50 11.25 11.25 11.50 12.75 14.50 r. flooring, C&Btr., 4” RL..... : ) 
8 10,12 & 14’ , 10” 11.25 11.00 12.00 12.25 2 : Drop siding L..... 23.48 $14; | 
= i eheeseadanes ..$19.50 $20.50 1 $2150 12” 11.50 11.25 12.25 12.25 13:30 eae . 50 Pp g or rustic, C&better, 6” RL. 27.00 a 
Rue Seasveeses tens 33.00 © 34.00 35.58 2x4”, 8’, $11.00; 10’, $10.75; 2x6”, 10’, $10 25 1196 
1x10” Zi aaa peti als > 26.50 + .50 Random— 2x4” 2x6” 9 ee 9 ’ 40 W = | 
me Ceeneenenesenes 27.50 29.00 | No. 2. 5 : 2x8” 2x10” 2x12” T " 
iret ereeraenin os anh aelimi:c. aw”. “. ™.. [Speci aepenad SPRUCE ~- 
For shiplap or flooring, add 60 . - ae eee cial telegram to American LumB 
price cents to N ERMAN] 
s on No. 1 boards. . o. 1 Common Timbers Portland, Ore., Oct. 5.—The f 
Me 3 Seufeck Sinencion, QS $x3 to 4x13" to 20, surfaced.......... sence | SS SS ee ee peovaiiing under. 7 Et 
ox 4” $2 10" 12&14" 16° on to tantee o. aol RRR ae 12.00 | Finish— ea 
+ re Ese $24.50 $24. 50 $25.50 2x12” to 40’, surfaced.......... 12.50 Factory stock— Pri 
- ce eoecscceoe 22.50 23.50 00 25.50 Pir Lath 1x12” ...... $43.00 4/4 F mills 
2x10" |......... $380 29:60 24 69 25.50 | No. 1, 1%”x4’, dry $2.75 Ixd—10" 2 552°34.00 05/4 52... ete 
a” eeeeececce . ‘ 28. é 7 6 ecceccscese & e 4/4 
Stee bic 3 dimencion, Goduct | ee en a ee ee, “— Cn me 
of No. 1. am, Sees SE CaM Gee | Eee 7°88 tO RON Tere eros erereesereeees $20.00 ex 4” 1. ee $19.00 10&12/4 ..... 29.00 6/4 
Rib t vaennuaeninida seas ulananenin 21.00 mx6", Sint gr. 20.00 Lath .....-.... 22 10/4 
ert. gr. 25.00 Green box 11.00&13.00 12/4 
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RED CEDAR SHINGLES NORTH CAROLINA PINE NORTHERN HARDWOODS 
seattle, Wash., Oct. 3.—Eastern prices of Following are typical average f. o. b. Nor- Following are peices of northern hardwoods, 
red cedar shingles f. o. b, mill are: folk prices received during the week ended | f. 0. b., Wausau, 
ph nny Oct. 3, as reported by the North Carolina Pine iii FAS Bel Ne. Mek Mat 
ssociation: el. o. oO. o. 
: 24"— 4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28.00 § 16.00 
. arene $2.00@2.85 | BOER |. 5/4 :.. 60.00 50.00 45.00 33.00 18.00 
a,c sxterenedeanedibenonhinn 1.65@2.45 | peneter 34.05 | 8/4 ++. 65.00 60.00 60.00 35.00 18.00 
Tanabe SC. séjecensnveonnneatendie <A Ew qeuinatenetectnaoeebianemanzbes: $34.25 | 8/4 ... 85.00 75.00 55.00 40.00 18.00 
OF the : ” ee pepe eeapte chee epeenctepeireatees ‘05 | BIRcH— 
perfections, 18”— 7202.25 | Box No. 2..20DIIIIIIIIIIIE 1336 | ade, 60 ae 288) 8600 «16.00 
BE, 5. Bes 02 Ko Seo SKC Se MHET ESF CO'Ds 1104 “SY ee ; 5/4 ... 68.00 48.00 38.00 28.00 17.00 
est Bay Mo. 2 scccccccceccccccccccsevece 1:00 D120 No. 1 No. 2 6/4 ... 172.00 52.00 44.00 30.00 17.00 
de Side No. 3 TTR TT TC Te ee ee ° @ ° ‘ ‘ Bahotter No 1 box box one cee q7-80 63.08 $4.08 36.00 18.00 
ue x Te ale lt ao 0 ee esee ee . ° . ° eeee 
— yo. 1, XXXXX_ Perfects......... 1.50@1.90 | 1x 5” .o.i..... 35.38 eae ne ; 12/4 ... 95.00 86.00 75.00 0.00 oe 
No. 2 or All Clear.............. 1.30@1.51 | 1x 6” .......... 37.00 $28.00 $18.05 $14.85 | 16/4 ... 130.00 1156.00 100.00 aa cals 
43 164 No. 3 or 10” Clear or better...... .80@1.25 eee ea 36.70 : “2 z tm oe ; ar : 6/8 a 58.00 9.00 26.00 20.00 ot 
95 ” RS. wdieae xem & 39.00 28.40 19.35 15.10 see . . . 1. eee 
95 184i et ead Oe ern 42.65 32.20 18:70 16.25 | Thin 474 60.00 42.00 80.00 .... 0 i20: 
ow 4 27 @ 99 
06 199 gxtra Clears 5/2.....c.csceceseees $1.30@1.69 | 1X12” ......++-. 54.10 37.60 22.10 16.35 Price of No. 2 and better, ix4 inch and 
00 16.9; Extra stars 6 . RR eee eer ewe ne 1.30@1.55 Edge B&better— wider, 4- and 6-foot lengths, $26 
: choice A's, 513+ a5, cceecccccccsccccs cot oy pate Sass Raa ee a ee ee me” $38.00 For select red, add $10. 
5 13,89 Comm op ey lta liad -- ° Wp TERRE EERE SET eee tena reat ees 3. 0 Rough birch, 6- to 16-foot, 1x4 inch, two 
00 153; No. 2 Perfections (10” clear)...... 1.65 oo iat lila tala a a aretn te Ge eC a ae 57.15 face clear, $60: one and two face clear, $42; 
Rite-Grade Inspected Stock = | 8/4" ---eeeeeeeeeeeeeees Crete teen eee eee 42.35 | 1x6-inch, two face clear, $60, one and two face 
25 22.09 New Grades Bark Strips— clear, $42. 
00 22.47 Per Square SE EE ere wa sw éace sense ie eee $22.80 Sort MaPLe— 
78 25.59 Royals, 24”— MS Sena see cane hacked baseee Rees 10.05 4/4 ... 65.00 40.00 82.00 22.00 16.00 
og SFR era $2.40@2.67 | pressed ahi ne 5/4 ... 62.00 47.00 38.00 27.00 17.00 
86 29; DA siasenteonssincuciavenubes 1.60@1.80 | Fresring— on wit | 6/4 ++. 85.00 60.00 40.00 28.00 17.00 
MT. oc ctackpansnengieoueeoke as 1.30 B&better, 12” $32.46 Sito | 8/4 = 65.00 50.00 45.00 80.00 18.00 
1 Perfections, 18”— i ji omen 2... oan 98 OF Sorr Etm— 
— Pe SO chihashawsenseasewous es ehne 1.90@2.40 No. 2 ie ei te. Syne Oe TET tt AS No. 1&sel. No. 3 No. 3 
oS ere errr 1.05 @1.20 [ae ee eee . : em. 48.00 33.00 23.00 20.00 
2 De wink atin kh kek week he aw a aied -90@1.20 B&better, bark strip partition......... $26.20 BPG. sec 5.00 40.00 26.00 22.00 
50 14.69 16"— Bex bark strip, Gremmed.....csccccsess 12.60 6/4 ... 60.00 40.00 26.00 23.00 
50 *16,33 Me 1, KEKE Porlects..<..cs..: att ty - No. 2 8/4 65.00 45.00 32.00 23.00 
‘ No. 2, or All Clear a coca anil Antics 2 1.35 Roofers dreascd Rock Eus— 
17 18 No. 3 or 10” Clear or better...... PPT CE si senreckantincsetacnnnnvescasains $17.15 | 4/4... 80.00 55.00 25.00 19.00 
ll oS, Be ee PT ee eee y+ 3/8 y+ ‘ yt + + e+ ap} 
17 116 ILADELPHIA PRICES Woes io ace athe oe. oo 2 nn 95.00 * 75.00 38.00 26.00 
*» 122 PH E 10/4 ... 105.00 85.00 652.00 .... 
e 18 Palladeiphia, — ~~ yp el are 12/4 ... 115.00 95.00 67.00 30.00 
: 40 prices prevailing today in this market: Basswoop— 
~~ LONGLEAF YELLOW PINE FLoorING, 1x3-inch— WESTERN RED CEDAR e/¢ wee os .o8 65.08 35.00 21.00 16.00 
38 16.99 B&better, $38.00; No. 1 common, $34.00; No. Seattle, Wash., Oct. 3.— Prices for red 8/4 .. 665.00 85.00 45:00 35:00 18:00 
75 23.00 2 droppings, $27.00. cedar siding in mixed cars, new bundling, 8 to 8/4 70.00 60.00 60.00 26.00 21.00 
LONGLEAF YELLOW PINE TIMBERS, 18 foot, f. o. b. mill, are: 10/4 75.00 65.00 65.00 35.00 eee 
Rough, merchantable grade, water delivery— Beveled Siding, 14-inch 12/4 80.00 70.00 60.00 40.00 ve 
6&8-inch 10-inch 12-inch 14-inch 16-inch c releee oe Keystock No. 1&better, 4/4, $65; 
$35.00 $43.00 $57.00 = $65.00 $75.00 | ys, $2000 $1800 ~~ gipoo | grades, FAS, $ 55; No. i&better 4/4, 
MAN] Guoncta Air DRIED ROOFERS— Sefmely sos -sss-s++ 830.00 $18.00 $18.00 | $79! Gt on grades, FAS, $80; No. 1, $60 
fob Tongued and grooved, %-inch, 6-inch width, | 6-inch .............. 24.00 19.00 17.00 One and two face clear, 6- to 16-foot, 1x4- 
orted ts $19.00. Clear B alow Siding inch or 1x4-5-inch, $50; 1x5-inch, $55. 
members Kin DRIED YELLOW PINE RoorERS— . % inch %inch | 22 C4=— 
lay, Oct : ‘ ' , ine inc 4/4 ... 85.00 65.00 650.00 82.00 14.00 
, Tongued and grooved, standard, 6-inch width, Re ee $39.00 26.00 
| whole. : - 5/4 - 90.00 70.00 60.00 38.00 18.00 
d $23.00. ED, ade kate des eaneee kere 48.00 38.00 
> exdamn ; i 6/4 ... 105.00 85.00 70.00 40.00 18.00 
P NorTH CAROLINA PINE RouGH Box, No. 1— PES ss ae ha Ree aeee 60.00 55.00 8/4 ~« 110.00 $0.00 75.00 45.00 18.00 
10-inch, $25.00. 12-inch, $26.50. Finish, B&better Harp MAPLE— 
NorkTH CAROLINA PINE FINISH, $28 - se Hr coe 9 £3.08 ry +4 os.28 13.08 
; Y or Roug ee Y x y ¥ 4 
12” BEdetter, IXGIMER ...00-eeeeeeseeess i ee $45.00 | 6-4 75.00 55.00 40.00 30.00 16.00 
5 $65.63 | NOBTH CAROLINA PINE STEPPING, MN us. ccnbubig be deinecaneanenes 50.00 | 8/4... 75.00 55.00 45.00 32.00 16.00 
9 "4975 B&better, 5/4x12-inch .............4- $63.00 | 1X12" oes eee e eee cee ee cesta eee 65.00 10/4 ies 120-99 70.00 60.00 40.00 ean 
f J, " IPE AA. i nen talaria' lee anaaacuattas Bata aca ets Nara a ane ati 85.00 eee : . sees 
, Ee “ee Coneeees Pee Ree, He SSO fT tele’ |... s,s sss ccskcsccsccccsccsecees 90.00 | 16/4 ::: 150.00 130.00 120.00 .... vi 
2 13.36 S48, %-inch scant, 2x3-inch, 9-foot, $18.50; par + Can ee at re ere ee ienee HARD MAPLE RouGH F.Loorine STockK— 
2x3-inch, 16-foot, $20.00. Rough, 2x10-inch, 1x22 and 24” ee 105.00 a 1 yank 2 No. 3A 
’ $12.54 10- to 16-foot, $21.50. ee ee ee . com 
ei Clear Ceiling or Flooring, One Side V or B Hr ee eT ee eT #34. 4.00 $34. 09 te: 
, ie 2S Arr rey er —— # sa aes Re eer ea ee i 
. $27.30 =, : er eer eoee 38.00 18.00 
$24 MAPLE FLOORING WG oO Milas co scence aeesecaseus 40.00 | peson—_ ete. Sant tether 
04 Sales by Michigan and Wisconsin flooring Discount on Moldings eis Cnehigtbher ates eben Gian ke ees . - $38.0 
mills of northern hard maple flooring as re- —— —_ = and under.......-+.+.++. a US oreccosss FAS "Sel. "No.1 "No 6.2 0.3 
ported to the Mapl 1 1 Made from other sizes...... eee eececeoes 59 
oi Association, a soanee pea = M. — For 50,000 feet or more additional discount 5% 6/4 ..... $66.00 $656. 00 $46. 00 $35. 00 $22. 00 
$100.00 flooring mill basis during the week ended Clear Lattice, S4S, 4 to 16’ Additions for speciul widths of No. 1 and 
83.44 Oct. 3: 100 lin. ft. better in all hardwoods, standard lengths, are 
73.01 ee I icc ctancscpevuxccecuisnececeeons $0.26 | 8-inch and wider, $10; 10-inch and wider, $20; 
33.75 Peer $54.56 $43.95 $26.07 SU | acu waa bahddicaas agaie cuabecmsalicans : 12-inch and wider, $30. 
24.41 NE a Ee Ne ees” ee 22.45 DE” pee Seka abate a heehee eae 25 
-R— 
$59.2 As OAK FLOORING 
or EST COAST LOGS CROSS TIES Following are averages of actual carlot 
Everett, Wash., Oct. 3.—List prices of logs: St. Louis, Mo. Oct. 5.—The following | S218 pee RB og ee ee See 
& = - 2% Fe ha asis, as reporte o e Oak Flooring Manu- 
$14.55 9 4 Nos, Sound territory: No. 1, $16; No cross tle prices prevail f. o. - i aa facturers’ Association for business done dur- 
0 rth z , ntreated S’th’n | ing the week ended Sept. 26: 
23.4 Rs te EN, FR, SO: ‘on Gene Tae ° —Hx2M" Hx1h" %x2" x14" 
2. 27.00 a apPine Pine | gel. qtd. wht. poet .. $38.00 
SB sear: Shingle logs $8@10; lumber logs, | No. 5, 7x9”, 8’, 9" face..$1.15 $0.95 $1.80 | Sel. qn. ted... ae > $42.00 perv 
No. 4, 7x8”, 8’, 8” face.. 1.05 85 1.50 | Cir. pln wht.... 57.97 aes 47.79 35.55 
* Hemlock: No. 2, $10.50@12.50; No. 3, $9@11. No. 3, 6x8”, 8’, 8” face.. .95 75 1.28 Cir. pin. red..... 49.60 $48.91 43.33 40.89 
, Spruce: No. 1, $20; No. 2, $15: No. 3, $10. | No. 2, 6x7”, 8’, 7” face.. .85 65 1.12 | Sel. pln. wht..... 42.01 38.7 34.50 29.00 
ae No. 1, 6x6”, 8’, 6” face.. .75 55 -96 | Sel. pin. red..... 39.27 39.06 30.50 29.56 
: Red oak and heart cypress ties, 10 cents No. 1 com., wht.. 23.88 — 20.00 17.23 
pea END DRIED WHITE MAPLE | tess than white ‘cai: iupeio “and ‘gum cross | Xo: } com reds: Hhsg S488 coy 1a 
ay. es, cents ess an W e oa ° sap cypress «© & CUT eg ewer . eee eee eeee 
= Prices on end dried white maple, f. o. b. 20 cents less than white oak. , %x2” 4x1” x2” x1” 
$17.00 mills, lower Michigan: Switch Bridge | Clr. qtd. red..... $70.50 ey re ney 
91:00 FAS No.1 &sel. Ties Plank Sel. qtd. wht..... 57.5 ver er imeem 
29°00 Oe aces Wi oh a $105.00 $ 75.00 .. *. eee ore $35.00 $33.00 Cir. pin. wht..... 53.81 $44.00 $56.79 $41.50 
23.00 | Senor 110.00 80.00 | Red oak .....ccccceee coseceee 32.00 eoee Cir. pin. red..... 49.50 or 47.00 41.50 
29.00 nae tA Eira 110.00 80.00 Seeee CES OO siccsonsewss 30.00 osee Bel, MEM. Wabscsce cevs 42.00 45.50 
00 A aie apenas sic g tetedaracetee 115.00 85.00 | Southern sap pine, untreated— Sel. pln. red..... i 42.00 35.00 
HY  MORigshogeiaad . 140.00 110.00 Ag Ree ns esebeuernsons 27.00 sees | No. 1 com., wht.. 27.50 27.00 
0613 12/4 pederiensendacnt 150.00 120.00 ED esckons bites enna 29.00 weee | No. 1 com, red.. 25.00 23.50 
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AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 


following were average sales prices received for southern hardwoods during the week ended Sept. 29 








October 10, 1% 
"BB octover 1 


atlantic 


P . ainch an 
29, Chicago basis: 3-inch 











4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 are b--c 
FIGURED RED GuM— Rep OAK— $15.10 @ 
Qtd. FAS...105.00 ——- &£& 4 £4£z%ivetWeewiek dameeatadt RE | ee eee ee eee et BALTI 
Rep GuM Pin. FAS... 59.00@ 61.00 ............ 69.75@ 83.75 ike rs are 
Qtd. No. ee Se CUE Sc iewddinewkie ga haletp arama 54.25 haste ossiV 
i .t4 Sabet eKEinne , wReEReEsieess ssabebnndues 48.00 Rete 8 lS eelkekexkineks Weldnacclen sues agen 
Pin. FAS... 76.75 | rn 5 Re PoPLAR— Sean are 
N 1&sel. 36.75@ 42.75 40.00@ 46.50 45.75 50.25 a, Seas. SE. MP Gakkvcdeiexe Sadccobdocsas a wie ton rene 
Sap GumM— No.1 com. 31.50@ 39.00 ............ 32.00 32.00 °° are U 
Qtd. FAS.. 44.50 inwciiwk witedimeewdios 38.00@ 50.00 eS ei en: eS tr eo 
PO. savenkedeeawee Sk ere 33.00@ 38.25 No. 2-B.. 23.00 a a el KANSA 
Pin PAS... SB.756@ 42.25 43:756@ 46.50 ..nccccvcccce cccccccccces AsH— Ball classé 
No. Té&sel. 26.50@ 40.25... cece cece es cece ce eeeeee cecteeeeeces Sn cviice, MM MD niccesscccue <easeccsceess } demand 
No. 2 Se: KkeNACRRREKe WidENSNededa “ea eee w ca aes No. 1&sel a ee A ee ae sional OF 
No. 3 BS.00 ttt e eee eeee cece ence eeee seceeeeeces ae ee ——  -qié withinedecee skedvaseewes yards, ™ 
BLack GUM— Sort ELmM— 
GAS. PAN... S700 =k basenseeece seenenescces seeessrerens OP eee | ae 
OE  iaiuieile, sata ehGundnwee.  “eiiniaceavnlwarire J rae 7 95 
Pin No. . No. ian Rods, Sahai acieteicie imceed ci‘ Mit cerpegcptgice'D XEW * 
ot ee” i  éq§ parntewepawc “KeEeeedtees- Sve dicaoaieens —so " Pern pine 
No. 2 eT aa aires oe Se S| _ a Si a ae a 5.5 . F AS eoeeeee eve tt eee ees 35.00 eeoeecececeesece ary he re 
1 , ; EE No. 1&sel... 28.50@ 31.75 a za ee ere ee ee 1 
rursio— , No. 2 ..... 25.75 28.50 small 4 
a ss Ser  éwevenieedivee, “abdauldeeboee exnensiewmaue . Reda ‘ shortleaf 
No, 1&sel. 26.00 iti the cian tied i tt , Sy er re ree Ww a. tan .] a5 oY are getti 
NO. 3.... 32.50@ 23.60 23.75  ——cicccccccscs sussvecccces No. -- gaaiagitabate  (eaeaaaauadninne eget 59.9 S ctructior 
Ware Oss— No, 3 ..... a £& #4 4 48 “*exeeheadss teswnsocousn cow wef 
SS Se AS ee ee kee eeeae ie’. Tana we eine ats MAGNOLIA A, " F placeme! 
Pin. FAS... 68.00@ 84.00 82.00@93.75 89.00 ............ No. 1&sel... 31.00@ 36.25 34.50 34.50 12.00 lowed 
No. 1&sel. 42.00@ 56.00 45.00 ee ra oe et No. 2 ..... 25.00 nee eee eeee 26.50 dian added ti 
UU a IT ne a pink eae dR SES CHERRY— 
eh a SO ale iiicpleciaawiake diay 'dle a x wubraon a Se... qciciehligwlnmiacs BALT 
Pe eat IEEE situaincwke SbagbeaGhéie skeadoweeun Log run eK: =«§« sehr ache Geta aa CalaaaanAi aga ad S longleaf 
quotatio 
cept for 
e ’ plaining about substitution. There is ; garded 
scarcity of any item. Shipments arriyinge Carolina 
IS ee S a r e O r gS here continue to be several times as larg[m but dea 
as sales. addition 


For Editorial Review of Current 


NORTHERN PINE 


BUFFALO, N. Y., Oct. 6.—Some small-lot 
buying of northern pine is being done where 
retailers run out of stock. Industrial plants 
are not buying as much lumber as they did 
a year ago. Not much lumber is in the 
hands of the retailers or other buyers. Re- 
ports from the mills indicate that production 
will be light during the coming season. 


EASTERN SPRUCE 


BOSTON, MASS., Oct. 6.—Demand for east- 


ern spruce is unsatisfactory, and prices are 
weakened by the competition of West Coast 
lumber Ordinary frame schedules can be 
bought at $34 base, and perhaps rather less. 


Call for random lengths is very unsatisfactory 
and so are prices, $24 being sometimes shaded 


for 2x3- and 4-inch, while 2x6- and T-inch 
sell at $24@24.50, and 2x8-inch can be had at 
$28, and 2xl0-inch at $33. Boards are de- 





APPALACHIAN WOODS 


Cincinnati, Ohio, Oct. 5. Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods: 





PLAIN WHITE OAK— 


4/4 5&6/4 8/4 

a Pee eee $90@100 $100@115 $105@120 

No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 

No. 2 com..... 30@ 33 38@ 40 

No. 3 com..... 20@ 22 24@ 26 26@ 28 

Sd. wormy ... 38@ 40 55@ 57 60@ 62 
PLAIN RED OAK— 

FPP se 70@ 82 75@ 85 90@100 

No. 1 com.&sel. 38@ 50 52@ 55 58@ 62 

a 2 COR. cer 8@ 30 36@ 38 38@ 40 

No. 3 com..... 20@ 22 27@ 30 28@ 3 
CHESTNUT— 

>!) earner 70@ 75 85@ 90 95@100 

me, 2 COM. coos 13@ 46 54@ 59 60@ 65 

ep So eer 20@ 21 20@ 2 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 32@ 35 36@ 3 
No. 1 & btr. sd. 

WOCHEY ccces 31@ 35 33@ 36 38@ 40 

POPLAR— 
Panel & No. 1, 

18” & wdr .130@135 140@145 150@155 
Pr 85@100 105@115 120@130 
Saps & sel 60@ 75 80@ 90 95@105 
No. 1 errr. 40@ 45 50@ 55 55@ 60 
No A sca ia 28@ 30 32@ 35 38@ 40 
i ae wenene 24@ 26 28@ 30 29@ 31 

MAPLE— 
Of errr 70@ 75 75@ 78 78@ 80 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 
me oS GOs sce 33@ 36 38@ 41 39@ 42 


Market Conditions See Page 25 


cidedly dull and, although offerings are light, 
prices are barely steady. The supply of lath 
in first hands, especially of 1%-inch, is so 
small that quotations are now seldom shaded. 


HEMLOCK 


BOSTON, MASS., Oct. 6.—Hemlock demand 
is exceptionally light. Eastern and northern 
clipped boards are nominally quoted $25, and 


random, $24. Some cut-price offerings of 
western hemlock have disturbed the market 
of late. Local wholesalers quote western as 
follows on the Boston dock: Seantling, $13 
off page 11% Atlantic differentials; other 


2-inch, $13.50 off; 3-inch and thicker, $14 off. 


CYPRESS 


BALTIMORE, MD., Oct. 5.—There are 
slight signs here and there of increasing 
firmness in cypress price levels, along with 
just a little more interest in offerings. The 
mills are holding down on their production, 
but absorpticn still lags. High grade Gulf 
stocks are held with comparative firmness. 

CINCINNATI, OHIO, Oct. 5—Cypress 
uppers continue steady but lower grades are 
dull and softer. Inquiry from users of tank 


cypress 1s 
moving. 


more active. Some finish is 


NEW YORK, Oct. 6.—Cypress is dull. There 
is a little trade in tidewater stock for rail- 
road use, and high grade Gulf stock is being 
bought for specialties. 


WESTERN PINES 


BUFFALO, N. Y., Oct. 6.—The trade in 
western pines is quiet, and buyers are keep- 
ing down their stocks, adding small lots when 
the occasion requires. Prices are little 
changed. California sugar pine is steady, and 
Idaho pine is about holding its own, while 
Ponderosa shows an easy tendency. 


KANSAS CITY, MO., Oct. 
of Ponderosa pine are in 
are quite firm. Many of the western pines 
mills are easing up considerably on their 
prices to reduce stocks in preparation for 
winter. Railroads have failed to make good 
their promise to buy this month. Competi- 
tion from other woods has compelled mills 
in many cases to withdraw from the firm 
price iists. 


6.—Shop 
good demand and 


grades 


Oct. 6.—There 
activity in western pines. Retail yards are 
doing some buying to fill immediate orders, 
Specialists in Inland Empire pines are com- 


NEW YORK, is very little 


greatest 


yalues | 


HARDWOODS 


NEW YORK, Oct. 6.—The demand for oa BOST 


and maple, and oak and maple flooring, if rather 
sufficient to maintain prices. The bes ment in 
grades of sap gum can be disposed of | ket is 
furniture factories, and an occasional ordef partitio 
for tupelo is noted, although the latter wo for nice 
has not been a big seller in this area fw jow rat 
years. Slight activity in birch, beech a and $2: 
chestnut is reported. All hardwood pricef inch s 
are low, and sales volume is only a fractic longlea 
of what it was at this time last year. Then& ¢ rift, 
is practically no trade with Europe, a B&bett 
little with South America, because of u 
favorable rates of exchange. CINC 
commo 


BALTIMORE, MD., Oct. 5.—No change fu} Certain 








the better has developed in prices and d— Deman 
mand has not undergone any decided gain. tail ya 
seems still to be a case of one seller unde: Oc 
bidding another. Despite curtailment in pro KAN 
duction, assortments seem to suffice for ap week 
requirements. Foreign demand naturally a good 
affected by the troublesome conditions abroa retail 
— sizable 
BUFTFALO, N. Y., Oct. 6.—Hardwood trakf tively 
is quiet. Automobile factories have n0 n §00 
started up as actively as expected, and furn:-§ = 
ture factories are not as busy as sometimeff work, 
at this season. Consumers are cautious abouwg “8° ° 
adding any large amount of lumber to the good | 
stocks, and small lot orders are the mk ¢ 
with quick shipment insisted upon. Price ~ 
are low and a great deal of competition prg& KA} 
vails. ; impro 
CINCINNATI, OHIO, Oct. 5.—Southern oaif Prepal 
prices are firm. No. 1 common and bettege howev 
Plain white oak 4/4 is very scarce and 
firmer. Sap gum is scraping bottom *— 
$15@17 for No. 1 common and select. Uppe BOS 
grades of poplar continue soft. Export tracy marks 
ing is dormant, largely because of the depr thoug 
ciation of the pound sterling and the Cana saw 
dian dollar. inch 
» buy f 
DOUGLAS FIR a mane 
NEW YORK, Oct. 6.--A slight improvemet gon 
in the Douglas fir market is reported. Ther roll 
is not the variance in price that there was : *s 
There is a larger inquiry from the yard@™ “. ‘°’ 
but many buyers are holding back becausfm )!"¢- 
of uncertainty as to intercoastal shippi™ 
rates and list prices. Subway developme! 
has provided some market for timbers. BO 
trade 
BOSTON, MASS., Oct. 6.—New England buy § ‘teac 
ers are disposed to postpone orders for Dout ern § 
las fir as their views of values have beél have 
unsettled by some recent cut-price offerings more 
Boston wholesalers who continue to quot 6-in¢ 
as follows, on the Boston dock, are gettil $90 
little business: Scantling, $12 off page 114 clap) 
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october 10, 1931 


atlantic differentials; other 2-inch, $12.50 off; 


a inch and thicker, $13 off. No. 2 fir boards 








re now offered at $18.50@19, and No. 3 at 
a pie 
815,79 @16.209. 
gALTIMORE, MD., Oct. 5.—Fir distribu- 


Sc are finding it difficult ‘to place stocks in 
ep  csive volume. The movement is about 
ol as it has been at any time. Quota- 

$ down by keen competition, and 


as 
tions are held 
trimmed to the utmost. 


2 pe Rt 


mare 





KANSAS CITY, MO., Oct. 6.—Inquiry from 


© ai] classes of trade is very weak. Industrial 
jemand is exceedingly light. Only occa- 
onal orders are being received from retail 
yards, mostly for inclusion in mixed cars. 
NEW YORK, Oct. 6.—Some items of south- 


ern pine are hard to secure for rapid deliv- 
ery here, so prices are a little better on the 
bcmall quantity handled. A few grades of 
shortleaf flooring are scarce, Western woods 
are getting most of the orders for heavy con- 
struction requirements. tailroads are tak- 


ing up a little pine for repair, work and re- 
nlacements. tailroad stocks are not being 
vee * 

allowed to get any lower, but are not being 


,dded to. 


BALTIMORE, MD., Oct. 5.—Demand for 
longleaf is still very much circumscribed, and 


quotations are barely holding their own. Ex- 
cept for 12-inch lumber, value# must be re- 
garded aS unsatisfactory. Stocks of North 
Carolina pine on the wharves are very light, 
put dealers do not feel encouraged to make 
additions. Orders are placed only with the 
ereatest caution, and the downward trend in 
values has not been reversed. 


BOSTON, MASS., Oct. 6.—Some wholesalers 
rather hesitatingly claim a slight improve- 
ment in the southern pine trade, but the mar- 
ket still very quiet. B&better {44-inch 
’ partition is in fair request at $33, and $36.50 
for nice Arkansas stock. Roofers are steadier; 


is 


low range for S-inch is $21.50 for air dried 
and $22 for kiln dried. Low range for 1x4- 
inch shortleaf and highest obtainable for 
longleaf flooring: B&better rift, $60.50@70; 





C rift, $48@57; 
B&better flat, 


B&better near rift, $51@53.2: 
$34 @ 35.50. 





CINCINNATI, OHIO, Oct. 5.—Mill prices on 
common lumber are slightly stiffer this week. 
Certain items are up 50 cents to $1. 
Demand confined to fill-in orders from re- 


scarce 


is 





1 gain. tail yards here and up-State. 

ler under ° 

nt in prof KANSAS CITY, MO., Oct. 6.—Bookings last 

ce for al week were fair. Mills have been receiving 

turally 1 good volume of inquiry, particularly from 

ns abroa retail yards, but little of it deals with any 
sizable amounts, and orders are compara- 

rood trakp tively small. Heavy construction items are 

have ne n good call in the eastern States. The Gov- 


and furn 
sometime 
ious abo 
r to the 


ernment has ceased buying supplies for river 
vork, and State highway departments are 
out of the market. Box grades are in 
demand. 


11s0 


good 





the ru 
n. Price 
tition pre 


thern oai 
nd_ bette 
‘e and 

ottom 

t. Uppe 
port trac 
he depre 
the Cana 
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rovemel 


‘d. Ther 
here was 
he yards 


¢ becaus 
shippin 
relopme? 

ibers. 


‘land buy 
for Dout 
lave bee! 
offerings 
to quote 
e gettin 
page 114% 


SHINGLES AND LATH 


KANSAS CITY, MO., Oct. 
improved buying of shingles 
preparation for winter needs. 
however, still very light. 


BOXBOARDS 


BOSTON, MASS., Oct. 6—The boxboard 
market dull, and prices are weak. AIl- 
though $20@22 is generally quoted for ordi- 
nary log run lots of round edge white pine 
inch boxboards, there are some chances to 
buy for $18 f. b. Boston. Box and shook 
manufacturers report more activity in some 
specialty lines, but packing demand is around 


6.—There was 
last week in 
Lath demand, 


is 


is 


Oo. 


10 percent below normal. Some operators 
declare they will not operate next season on 
a lower contract basis than $24 for white 
pine, 


CLAPBOARDS 


BOSTON, MASS., Oct. 6.—The clapboard 
trade is decidedly dull and prices are barely 
Steady. Despite the light offerings of east- 
ern spruce and native white pine, quotations 
have weakened and wholesalers do not ask 
more than $100 a thousand pieces for 4-foot, 


§-inch spruce extras, $95 for clears, and 
¢ rr 

$90 for second clears. There are red cedar 
Clapboards from the West Coast to be had 


very cheap. 
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BUSINESS CHANGES, INCORPORATIONS, E 








ALABAMA. 


New Ventures 


Cullman—Moore & Newton Lum- 
ber Co., in wholesale business, will open a retail 
lumber, building material and paint business; 
capital, $75,000. 

ARKANSAS. Harrison—J A Luna announces 
that he will soon open a lumber business under 
name of Luna Lumber Co. in the old quarters of 
the former Harrison Lumber Co, 

CALIFORNIA. San Francisco—Mystic Furni- 
ture Co. has started manufacture at 1345 Bucha- 
nan. 

ILLINOIS. Chicago—W. 8. Lockwood has 
started a commission lumber and millwork busi- 
ness at 707 W. 49th Place. 

MASSACHUSETTS. Athol — Webber Lumber 


Corporation 
NORTH 


recently 
DAKOTA. 


began business. 


Grand Forks—Grand Forks 


Lumber & Fuel Co, recently began business. 

OREGON. Dorena—-Hanson Bros. have estab- 
lished a sawmill on Layng Creek near here, 

TEXAS. Amarillo—Empire Lumber Co. (Inc.) 
has started a retail business. 

Fort Worth—H. J. McMullen & Co. opening yard 
at 411 Grand Ave. 

WASHINGTON. <Aberdeen—The Wilson Bros. 
Lumber Mill is about to engage in business again 
at this point. 

BRITISH NORTH AMERICA 

ALBERTA. Calgary—Thos. Alton & Sons will 
open a lumber yard. 

| . 
ncorporations 

COLORADO. Pueblo—Steel City Lumber Co., 
incorporated; capital, $20,000; W. S. Forbes inter- 


ested. 


FLA 


ber 


lished 


near 


IRIDA. Madison—Prescott Naval Stores Co 


incorporated; H. Langdale interested. 
ILLINOIS. Chicag o—Foster-Munger Co. de- 
creasing capital from $200,000 to $100,000. 
LOUISIANA. Shreveport—Weaver Bros, Lum- 
Co., incorporated; old concern. 
MISSISSIPPI. Hattiesburg—United Box Co., in- 
corporated; to consolidate factories now estab- 
at several points; will erect factory for 
manufacture of crates, boxes and baskets on site 
Hattiesburg: H. J. Wilson interested. 
NEW YORK. Brooklyn—Alpine Lumber Co., in- 


corporated; 
Ralph 
TENNESSEE. 
incorporated; 
VIRGINIA. 
tainer 
capital 
WASHINGTON. 
«& 


ber 


capital, $10,000; Benjamin Gelosky, 99 


Ave. 

Knoxville—Service Lumber Co., 
N. Broadway. 

The Shipping 
chartered 
interested. 


330 
Cape Charles 
Corporation has been 
of $25,000; R. J. Bell 
Everett—Stephens-Bird 
Co. decreased capital 


Con- 
With a 


Lum- 


Logging stock to 


$15,000, 


Tac 
porated; 
intere 


AL. 
retailing 


name 
out 
Olin 
the 


the 


retail 
Columbiana—Aitchison 


oma—Osgood-Nurenburg 
sawmill and logging; 
sted, 


incor- 
Osgood 


Corporation, 
George J. 


Business Changes 


Birmingham—Dixie 

lumber and _ building 
“Workingmans’ Lumber 
stock and ceased business. 
brothers, largest stockholders, 
lumber %usiness soon, 
Lumber 


\BAMA. Lumber Co.. 
materials under 
Yard,’ has closed 
Reported that 
will re-enter 


of 


Co. transferring 


sawmill operations near Calera, Ala. 

Warrior—H. C. James Lumber Co. retiring from 
sawmill business and opening a_ retail lum‘er 
yard at Warrior. 

CALIFORNIA. San Bernardino—H. W. Newton 
Lumber Co. sold to Patten-Blinn Lumber Co. 

COLORADO. Limon—Limon Lumber Co. sold 
to Foster Lumber Co. which will operate under 
management of Ralph Peterson. 

FLORIDA. Clearwater—Gulf Lumber & Mill- 
work Co. succeeded by Gulf Lumber & Mfg. Co. 

ILLINOIS. Addieville—Klosterhoff Bros. Lum- 


ber C 
chased 


o. now owned by Henry Klosterhoff who pur- 


the interest of his brother John. 


INDIANA. Evansville—Adams Avenue Lumber 
Co, to be sold by referee in bankruptcy on Oct. 14. 
IOWA. Keota—Wallace Lumber Co. sold local 
yard to Keota Lumber Co, and stocks will be 
merged. 

MINNESOTA. Waite Park—J. Borgerding & 


Co. (Ine.) closed yard. 

MONTANA. Richey—Terry Lumber & Coal Co. 
sold local yard to Thompson Yards (Inc.). 

NEW JERSEY. Newark—Levy & Charin suc- 
ceeded by Channell Lumber Co., of Belleville. 

NORTH CAROLINA. Hickory—R. M. Perry 
Woodworking Plant sold to Joseph H. Bloch, R. 
E. Killian and Charles Propst. 

OHIO. Cleveland—Park Wrecking & Lumber 





You May Want Some Item 


That Is Advertised in the 
Classified Section 


Co. taken over by Globe Wrecking & Lumber Co. 

OREGON. Astoria—E. A. Schroeder is reported 
to have purchased the planing mill of the Pa- 
cific Mfg. Co. 

Eugene—Will J. Seaver has sold a half interest 
in his woodworking business to A. H. Houck. 

Portland—Oregon-Washington Plywood Co, mov- 
ing to Tacoma. 

Portland—United Lumber Sales Corporation; F. 
A. Vogt has resigned and withdrawn from the 
business. 

Reedsport—Umpqua Mills & Timber Co., prop- 
erty sold to Title & Trust Co., of Portland. 

° 
Casualties 
ARKANSAS. Booneville—Yocum Planing Mill 


destroyed, with shed and machinery; loss, $8,000; 
no insurance. 
ILLINOIS. East Prairie—James Byrd Lumber 


shingle 


G, 


in 
Harrison—E. 


Co., loss by fire 
MAINE. 
$9,000. 
NEW 
ber Co., 
750,000 
OHIO. 
fire in 
destroyed. 
owner. 
TEXAS. 
loss by fire, 
VIRGINIA. 
fire, $100,000; 
stroyed. 
WASHINGTON. Blaine—Saginaw 
mill destroyed with loss of $35,000. 
Camas—Fantini & McDonald Lumber Yard 
aged by fire, $4,000 loss; office, dry sheds and 
sheds destroyed; will be rebuilt in spring. 
Seattle—North Park Lumber Co., loss by 
lumber shed about $5,000. 
BRITISH NORTH 
ONTARIO. Fossmill 
Fassett Lumber Co. 
000; 16,000,000 feet 
equipment burned. 


shed, $5,000. 


Emerson, loss by fire, 
JERSEY. 
loss by fire, $40,000; yard 
feet of lumber destroyed. 
Ashland—H,. V. E. Lumber Co., loss by 
sawmill, $7,000. Building and machinery 
No insurance; W. D. Hanville, part 


Atlantic City—West Side Lum- 


buildings and 


Mount Vernon—Denman Lumber 
$20,000. 

Winchester—Glaize 
over 1,000,000 


Yard, 


& 
feet of 


Bro., loss 
lumber 


by 
de- 





Shingle Co.’s 


dam- 
open 





fire in 
AMERICA 

Fire in the yard 
caused a loss of about 
of lumber, two houses 





of the 
$400,- 
and 


. * 

New Mills and Equipment 
GEORGIA. Jackson—H. F. Gilmore Lumber Co. 
will rebuild its recently burned plant and install 
equipment; will be 44x104 ft. 

MONTANA. Livingston 
owner of the Valley Lumber 
cently destroyed by fire, 
purchased a 20-foot strip 
property for use when he 
on which construction 

OREGON. Alsea—A. 
shingle mill on the 
as building is 

Oakridge—The Mountain Fir Lumber Co., owned 
by R. E. Yoder and J. M. Crahane will be opened 
early in October as soon as building is completed. 

TEXAS. Elmina—The Walker County 
Co. is reported to reduild burned plant 
house. 





L. H. Stoltenberg, 
Co., which was re- 
announced that he had 
of land adjoining his 
erects the new buildings 
is to begin at once. 
will 
near here 


Anderson 
Poage farm 
completed. 


open a 
as soon 





Lumber 
and power 





WASHINGTON. Port Angeles—The Olympic 
Forest Products Co., San Francisco, has let the 
contract for a one-story pulp storage building 


here, 66x240 ft., at a cost of about $25,009. 





Hymeneal 


FENTRESS-WOOD. The marriage of Miss 
Frances Wood, daughter of Gen. and Mrs. 


Robert E. Wood, of Highland Park, IIL, to 
Calvin Fentress, jr., son of Mr. and Mrs. 
Calvin Fentress, of Hubbard Woods, II1l., took 
place at Trinity Episcopal Church in High- 
land Park on Saturday afternoon, Oct. 3. The 
ceremony was performed by Bishop Ernest 
Stires of Long Island, uncle of the bride. 
The wedding was followed by a reception at 
the Wood residence after which the young 
couple left for a trip to Europe. They will 
make their home in Chicago. The father of 
the bridegroom is a member of the firm of 
Baker, Fentress & Co., timber brokers, of 
Chicago. 


MILLIKEN-CHASE. ‘The marriage of Carl 
E. Milliken, prominent New England lumber- 
man and former governor of Maine, to Miss 


Caroline Wood Chase took place in New York 
on Sept. 24 at the Church of the Transfigura- 


tion, after which they left on a West Indian 
cruise. They will make their home in New 
Rochelle, N. Y Mr. Milliken is the son of 
a noted Maine lumberman and as a boy en- 
tered his father’s mills, later sharing in ex- 
tensive timber land interests. He served as 
governor from 1917 ‘tto 1921 and also served 
at one time as collector of customs for the 
first district in New York. He has become 
prominent in the affairs of the Republican 
party and was formerly president of the 
American Baptist Foreign Missionary Society. 


At present he is secretary of the Motion Pic- 
ture Producers and Distributors of America. 
His bride is the sister of his first wife, 
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OBITUARY 


J. O. NESSEN, of Chicago, president of the 
J. O. Nessen Lumber Co., the Nessen Trans- 
portation Co., and the Zenoria Lumber Co., of 
Zenoria, La., died Sunday afternoon, Oct. 4, 
of a heart attack at his home at 4616 Drexel 
Boulevard. He was born Aug. 12, 1861, in 
Sweden, but came to this country while still 
in his youth For twenty years he was in 
the lumber business at Manistee, Mich., and 
for the last twenty years he had made his 
headquarters in Chicago. Besides his lumber 
operations he was well known as a lumber 
carrier, for at one time his transportation 
company operated fourteen steamships on the 
Great Lakes; two of them are still operating. 
Funeral services were held Tuesday after- 
noon at the home, and the remains were 
taken to Manistee for burial. He is survived 
by his wife, a daughter, Mrs. Karine Knis- 
kern, of Bronxville, N. Y., and a son, Newell 
J. Nessen, of Chicago, and by three brothers, 
Adolph J., of Manistee, Henry L., of Durham, 
N. C., and Nelson B. Nessen, of California, 
He was a member of the Chicago Athletic 
Club and the South Shore Country Club, and 
the Elks lodge of Manistee. 











MRS FLORA B. CAMERON, widow of 
William Cameron, founder of the lumber 
business of William Cameron & Co, (Inc.), 
of Waco, Tex., and mother of William W. 
Cameron, present head of that business, died 
on Sunday afternoon, Oct. 4, at the home of 
her daughter, Mrs. Frank B. Baird, Buffalo, 
~~ = following an illness of about two 


weeks, Mrs. Cameron was 73 years old and 
widely known as a philanthropist and for 
her civie spirit. Her gifts to the city of 
Waco include Cameron Park, a city play- 


ground, and the site for the 
Palace, of Waco She did 
various civic and cultural 


famous Cotton 
much to advance 
movements and 


was a member of the Episcopal Church 
Three children survive with a number of 
grandchildren, two sisters and a brother. 


PAUL H. POWERS, descendant of a famous 
northern Maine family long prominent in the 


lumber industry and as owners and opera- 
tors of extensive tracts of timberland, died 
on the night of Sept. 29, while in Boston, 


Mass., on business. He 
his room at 
sudden heart 


was found dead in 
Hotel Touraine, the victim of a 
attack. Mr. Powers was born 
15 years ago, the son of the late Frederick A. 
Powers, who was a former justice of the 
Maine Supreme Court, and a nephew of Don 
A. Powers, who was Speaker of the Maine 
House of Representatives in 1907, and of 
Llewellyn Powers, who was Governor. of 
Maine. After his graduation from Bowdoin 
College and Harvard Law School, Mr. Powers 
opened law offices in Houlton, Maine, but his 
time was largely occupied with the manage- 
ment of the extensive lumber and timberland 
interests he had inherited from his father. 
He became interested in State politics and in 
1923 was elected to the State senate by the 
largest vote given any candidate in Aroos- 
took County. 


R. J. RUSSELL, 78, pioneer resident of 
northern Wisconsin and one-time lumberman 
on Madeline Island, passed away at his 
home near LaPointe, Madeline island, after 
an illness of about three years Mr. Russell 
went to Ashland, Wis., in 1883 and moved to 
Madeline Island in 1887. In the early lum- 
bering days of northern Wisconsin he owned 
and operated a sawmill on the island for 
several years He is survived by his widow, 
five daughters, and three sons, R. E. Russeil 
and Victor Russell of Madeline Island, and 
Ira J. Russell of Ashland. 


AMBROSE P. COMPTON, resident of Mil- 
waukee for 47 years, and for more than 40 
years a salesman of the John Schroeder Lum- 
ber Co., at Milwaukee, died at his home of 
a heart attack. He was seventy-one years 
of age. Mr. Compton was a native of Prince 
Edward Island, Canada He is survived by 
his widow, and four children, Horace, Cecil, 
and Evan Compton and Mrs. Roman Heller. 


RICHARD H. NAUSS, son of Loren H. 
Nauss, Gloucester, Mass., lumber dealer, and 
employed by his father’s firm, J. B. Nauss & 
Sons, died recently at his home on the Mas- 
sachusetts North Shore. He is survived by 
his parents, two brothers and two sisters, 
and leaves a widow and a daughter. His 
father has been active in lumber trade asso- 
ciation affairs and has served as a director 
of the Massachusetts Retail Lumber Dealers 
Association. 





PVANSVILLE, IND., Oct. 6.—Real estate 
and personal property of the Adams Avenue 
Lumber Co. have been ordered sold Oct. 14 
by George Zimmerman, referee in bankruptcy 
in the Federal court. The order followed a 
hearing on a petition for the sale. A hear- 
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ing was held Oct. 8 on priority of liens on 
the mill and regarding the disposal of indi- 
vidual pieces of real estate. Jesse Fine is 
trustee in bankruptcy. 


CINCINNATI, OHIO, Oct. 5.—United States 
referee in bankruptcy today wound up the 
bankruptcy of the Griffith Lumber Co. of 
Cincinnati of which J. Clyde Griffith was 
president. The liabilities of the company 
amounted to $183,328 with the receipts from 
assets amounting to $56,021 of which unse- 
cured creditors received $13,305, 

CINCINNATI, OHIO, Oct. 5.—Frank Wood- 
ward, Cincinnati attorney, was appointed re- 
ceiver of the Daly Lumber Co., on the appli- 
cation of Peter F. Reagan, Pat A. Rutledge 
and George T. Joyce, owners of $40,000 stock 
in the Daly company. The company was 
declared to be solvent. Judge Stanley Mat- 
thews appointed Attorney Woodward as re- 
ceiver to conserve its assets, 

MEMPHIS, TENN., Oct. 5.—The York Lum- 
ber & Manufacturing Co. of this city, retail 
dealer, has filed a petition in bankruptcy. 





Statement of the ownership, management, 
circulation, etc., required by the Act of Con- 
gress of August 24, 1912, of AMERICAN 
LUMBERMAN, published weekly at Chicago, 
Ill., for Oct. 1, 1931. 


STATE OF ea | 
County or CooK, 


Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared ELMER 
Cc. House, who, having been duly sworn according to 
law, deposes and says that he is the business 
manager of the AMERICAN LUMBERMAN, and that 
the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circula- 
tion) etc., of the aforesaid publication for the 
date shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher, The AMERICAN LUMBERMAN (a corpo- 
ration), 431 S. Dearborn St., Chicago, Ill. 

Editor, ELMerR C. Hoe, 6704 Stewart Ave., Chi- 
cago, Ill. 

Managing Editor, A. L. 
St., Chicago, Ill 

Business Manager, ELMer C. House, 6704 Stewart 
Ave., Chicago, Ill. 

2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by 
a corporation, the names and addresses of the indi- 
vidual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its 
name and address, as well as those of each indi- 
vidual member, must be given.) 

The AMERICAN LUMBERMAN (a corporation), 
431 S. Dearborn St., Chicago, Il. 

Carl W. Defebaugh, 1120 B. 50th St., Chicago, 
ll. 


Ford, 10501 S. Leavitt 


Annie C. Defebaugh, 1130 E. 60th St., Chi- 
cago, Ill. 


3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per- 
cent or more of total amount of bonds, mortgages 
or other securities are: (If there are none, so 
state.) None. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company, but also, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is given; 
also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not ap- 
pear upon the books of the er as trustees, 
hold stock and securities in a capacity other than 
that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, 
or corporation, bas any interest direct or indirect 
in the said stock, bonds, or other securities than 
as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown 
above is .......... (This information is required 
from daily publications only.) 


EvMer C. Hous, 
Business Manager. 
Sworn to and subscribed before me this 24th 
day of September, 1931. WILLIAM MATHIESEN, 
(Seal.) Notary Public. 
(My commission expires Jan. 22, 1933.) 
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News Letters 


(Continued from Page 54) 
up in Minneapolis and St. Paul because oy 
low prices, but in the third largest city o¢ 
the State, Duluth, a rather inactive marke 


is reported. 
Macon, Ga. 


Oct. 5.—Some roofers are shipped 
but the movement is light. Production jg 
still far below normal, and below shipments 
as the larger mills are down. 

Longleaf manufacturers in southern 
Georgia report that business is a little better 
than it has been, but that orders are in smajj 
volume compared with other seasons. The 
southern trade is still taking much of the 
longleaf for projects started largely to pro- 
vide employment. tailroads are taking no 
more longleaf than is needed for immediate 
use. 

Although orders for hardwoods are not up 
to the seasonal average, 
proved considerably in the 
probably consumers’ stocks have 
been depleted. Production is still below 
shipments. Many mills are idle, but are 
shipping out stock. There is plenty of fine 
hardwood available, but the supply is far 
below that of last year. 

H. L. (Pat) Mackwen, formerly 
and treasurer of the Case-Fowler 
Co., of this city, had his right arm and one 
rib broken this week when he fell through 
the floor of warehouse of the Macon Plywood 





being 


business has im- 
last two weeks. 
because 


secretary 
Lumber 


(Co., a Case-Fowler subsidiary. 
. 
Laurel, Miss. 
Oct. 5.—Southern pine production in this 


section continues to be extremely curtailed, 
Eastman, Gardiner & Co.’s large plant is still 
completely shut down. The Wausau-South- 
ern and Gilchrist-Fordney companies are 
operating on short schedules. 


The Eastman-Gardiner Hardwood Co, is 
operating 50 percent of normal, the Pasca- 
goula Hardwood Co, has closed down com- 


pletely, and the E. L. Bruce Co. is running 

only a small percentage of normal time. 
Hardly a single small sawmill in this seec- 

tion is operating, on either pine or hardwood 


Bogalusa, La. 


Oct. 5.—Cooler weather in this vicinity has 
had a beneficial effect on business generally. 

There will be an exhibit of articles made 
at the William Henry Sullivan Memorial 
Trades School, of the Bogalusa High School, 
in the Art Studio building at the Washington 
Parish Fair at Franklinton next month. The 
list of articles made by the students includes 
smoking stands, table lamps, ash trays, cedar 
chests of various sizes and even hall trees 
These woodworking students made all of the 
fixtures—kitchen cupboards, dining tables, 
benches and other furnishings—in the cafe- 
teria that started full time operation at the 
high school this term. 

Col. D. T. Cushing, vice president and gen- 
eral manager of the Great Southern Lumber 
Co., spent a few days in Shreveport looking 
after business interests. 

J. H. Grimmett, general manager of the 
Lamar Lumber Co., is visiting cities in the 
middle west, and expects to return home the 
early part of this week. The Lamar Lumber 
Co. reports it is making a few shipments of 
lumber, but prices are the lowest it has ever 
known. 

Miss Floyd Cushing, daughter of Col. and 
Mrs. D. T. Cushing, left last Tuesday for 
Philadelphia to resume her studies. 





A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Sept. 26, 1931, totaled, 738,029 cars, as 
follows: Forest products, 25,535 cars (a de- 
erease of 1,037 below the preceding week): 


grain, 36,983 cars; livestock, 25,195 cars; coal, 
128,723 cars; coke, 4,715 cars; ore, 25,806 cars, 


merchandise, 216,819 cars, and miscellaneous, 
274,253 cars. The total loadings during the 
week ended Sept. 26 show a decrease of 4,599 
cars below the week immediately preceding. 
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